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yOHANMA SnyER 
itl BE THERE! 


The beauty that brings your 
booty . . . Johanna and her 
precious chest of *P1eCEs OF 8” 

. brimming with profits 
for the merchants of America, 





GENERAL 





WHAT FAMOUS MERCHANDISING 
THIS PICTURE... 


PIECES 


DOES 


EVENT 
. the Very First Time! 


Right! . 


OF 


TRADE MARK 
RECISTERED 





Rowen 


The big silver selling week! Already the 
1847 Rocers Bros. color pages in the national 
magazines are telling America’s women to get 
ready for it. Are ‘you ready? There’s a whole 
new series of special displays for windows 
. . « newspaper advertising ... store displays 
and other sa/es makers now in preparation. 


Write for the plans . +. and write early. 


1847 ROGERS BROS: 
? SILVERPLATE : 


OFFICES: MERIDEN, CONN. SALESROOMS: 


NEW YORK, CHICAGO, SAN FRANCISCO 





CANADA... INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 
HARDWARE AGE, published weekly by the TRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N. Y., U. 8. A. Entered as second 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8. A.). $3.00 per year. Single copies 
25c. each. 5 
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(Tools that 
Stay Sold - 


GREENLEE 


No.22 
Solid~Center 
Auger Bits 

















O a large extent, 

the first sale depends 
upon the salesman and his 
recommendation. But repeat 
sales depend upon the article 
sold. If the tool, ot whatever it 
may be, does not have the qualifica- 
tions to make the user contented with 
his first purchase, the strongest kind of 
high pressure salesmanship will not sell him 
another of the same-brand. The article it- 
self determines the repeat sale. If it “‘delivers 
the goods’’ it “stays sold.”’ 


Y 
N 














In this class is the Greenlee No. 22 Solid Center 
Auger Bit. Because of its in-built quality, skillful and 
careful workmanship on every operation, and a final 
searching inspection, this tool will make friends for you. 
It encourages the repeat sale by “‘staying sold.’’ 








ee 









It will pay you to become better acquainted with the 
Greenlee line of Auger Bits, Chisels, Gouges, Draw 
Knives, etc. Write for catalog No. 27. 


GREENLEE TOOL CO. 


Rockford, Illinois 






asy Boring 
Smooth Cutting 
Last Feeding 






Sales Offices and Warehouses 


New York: 126 Chambers St. Boston: 63 Commercial Wharf 
Philadelphia: 403 Commerce St. 
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: Yi, hese are the Tools 
* that Help Mechanics 
? Speed Lip their Work. 


Engineers, mechanics and plumbers say this 

is the strongest and speediest hinged pipe 

vise they have ever operated. Its powerful 

jaws of hardened tool steel grip and hold 

and release work as only an ARMSTRONG 

Pipe’ Vise can. All-parts are interchange- 4 
able for quick replacement if necessary. ; 
The No. 1 vise can be furnished with jaws . 
for brass pipe. 


The New ARMSTRONG Pipe Cutter and | 
Cutterolls are equally popular sellers. ARM- 
STRONG advertising keeps up the demand 

and sends mechanics to the nearest dealer 

for these tools. 


“Please order from your Jobber instead of 
sending to us. 


THE ARMSTRONG MFG. CO. 


Our Only Addresses Fe 
Main Office and Factory 


BRIDGEPORT, CONN. 
New York Office: 181 Lafayette St. ‘ 
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New 
ARMSTRONG 
Cutteroll, 
adaptable 
for any 
GENUINE 
ARMSTRONG 
Pipe Cutter; 
iminates 
outside burr 
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The Application of 


Weather Strip 
Is Not Seasonable 


Sell weather protection 12 
months every year and profit by 
it. Only Bosley manufactures a 
complete line. Weather strip of 
every type or style. Sold by the 
millions of feet. All the better 
jobbers carry Bosley’s Weather 
Strip. 








Your grandfather bought 
good weather strip from 


SERVICE 











WEATHER STRIP 


The D. W. Bosley Company—Chicago and Montreal 
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Annako 


He Is Learning 
To Use Good Tools 


A boy may pound his forefinger with a hammer 
or cut his thumb with a knife. His hands will 
still itch for good tools. | 


Nicholson File Company advertising does not 
neglect this young but enthusiastic market. 


Every month the Youth’s Companion carries a column de- 
voted to the use of Nicholson Files. Figures show that a 
large number of boys and young men read our advertising 
in Popular Science, Collier’s and the Saturday Evening Post. 


Not only in immediate revenue but also in accumulated 
good will, it pays to carry Nicholson Files. 


NICHOLSON FILE COMPANY 
Hols, Providence, R. I., U. S. A. 


USA A File for Every Purpose 
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There’s a Year ‘round Demand for 











For Stucco Reinforcement 


this All-Around Netting 


U. §. Poultry Fence, because of its wide 
variety of uses, is in demand the year ’round. 


Its patented design and superior construc- 
tion makes it universally favored for every pur- 
pose, be it for poultry parks, tennis courts, 
pigeon pens, rabbit hutches, animal cages, dog 
kennels, trellises, baseball back-stops, stucco 
reinforcement, machinery guards, or the hun- 
dred or more other uses to which it can be put. 


This bigger, broader market means increased 
sales for U. S. Poultry Fence dealers. It 
means year ’round profits--more rapid turnover. 


There is a constantly growing demand 
everywhere for this better poultry netting. 
If you have not been getting your share of 
this profitable business, now is the time to start. 
Be sure to specify U. S. Poultry Fence, not 
just “poultry netting!” It costs no more.+ 


e+ + 
FREE! A miniature sample roll of U. S. 


Poultry Fence will be sent to dealers on re- 
quest. Write today to 


Indiana Steel & Wire Co., 


Dept. HA “Muncie, Indiana 





“She Netting Shat Stands 


For Poultry Farms 
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In Unity There 


AUTOMOTIVE 


Automotive Industries 
Automobile Trade Journal 
Motor Age 

Motor World Wholesale 
Operation & Maintenance 
Commercial Car Journal 
Chilton Catalog & Directory 
Automotive Industrial Red Book 


HARDWARE Hardware Age 
IRON & STEEL The Iron Age 
JEWELRY The Jewelers’ Circular 
OPTICAL The Optical Journal 
PETROLEUM 


The Petroleum Register 
Oil Field Engineering 


SHOE Boot & Shoe Recorder 
TEXTILE 


Dry Goods Economist 
Dry Goods Reporter 
The Drygoodsman 


WAREHOUSING 


Distribution & Warehousing 


UNITED 
PUBLISHERS 


Philadelphia Plant of U.P.C. 


N. W. Cor. Chestnut and 56th Sts. 


Headquarters Chilton Class Journal Co. 


77 | 
_ 008 ws aka a 


y sf 


ee a aS 





PPP RIESE he Tn 


sos 





iS: 








HARDWARE AGE for APRIL 19, 1928 











§ Strength | 


The united publications of the United Publishers Cor- 
poration collectively represent the maximum of business 
influence in the publishing world—because individually 
they are leaders in their respective fields. 





i If your problems are engineering, production, sales and 
5 distribution, and are connected with the industries we 
serve, we Can assist you in obtaining their solution, 


We broadly cover the 


Automobile 

Hardware 

Iron & Steel 

Jewelry ‘ Industries 
Optical and 
Petroleum Trades 
Shoe 

Textile 

Warehousing 
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Correspondence and calls are solicited. Let us know your 
problems and to the best of our ability we will serve you. 


ORPO 


A. C. PEARSON of U.P.C 


Chai . 
cages i ate * 239 West 39th St. 


President of the Textile 
Publishing Co., N.Y. C. 


FRITZ J. FRANK 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 


Cc. A. MUSSELMAN 
Vice-President of the U.P.C. 
President of the Chilton 
Class Journal Co., Phila. 


F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Federal 
Printing Co., N. Y. C. 


Ebi is BRS 
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SAMSON 
SPOT 


SASH CORD 
“There IS a 


Difference in a 


Sash Cord” ~ 













In your Hardware and 
Builders’ Supplies Section 
Sell this durable 


SASH CORD 


Just show him a hank. Let him ravel 
the end, bend it, examine the braid. Its 
quality will pay dividends in time and labor 
saved hanging and re-hanging windows. We 
identify Samson Spot Cord with the colored 
spots—we guarantee it to be free from im- 
perfection of braid or finish. It costs a little 
more—but it saves a lot more. 





and in your 
Section for . 
House Furnishings 
Sell this attractive ‘ 
CLOTHES LINE 


Made to hang clothes on: It is strong and 
firm but flexible: grips clothes pins without 
splitting them. Clean throughout—doesn’t 
stain clothes. Smooth and glazed—doesn’t 
roughen hands. Made in sizes No. 6 (3/16 
in.); No. 7 (7/32 in.); No. 8 (% in.); and 
put up in connected hanks containing 50 ft., 
75 ft. and 100 ft., or on reels or tubes. 





Display on our (free) colorful “Silent 
Salesman.” 


have a complete line of other 
braided cotton cords in all 
sizes and kinds, for all pur- 


poses—also twine. 


~ CLOTHES LINE 
“There IS a 


Difference in 


SAMSON CORDAGE WORKS Clétts Line” 


BOSTON, MASS. 
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PUT THE WHOLE STORE 
TO WORK 


Oe big thing about Lupton Steel Equipment is 
that it enables you to arrange your store and 
display your stock in the most effective way—your 
hardware around the walls and your modern spe- 
cialty display tables on the floor. Lupton Equip- 

ment puts the whole store to work. (At the 
same time Lupton Equipment fits in with mod- 
ern methods of stock control. Goods are stored 
where they are displayed. (Hundreds of mer- 
chants are installing Lupton Steel Equipment 
in sections and so are gradually modernizing 
their stores at small cost. ( Write for Cata- 
logue 882 which gives sizes and styles of 
Lupton standard sectional units, or, better 
still, letussendamantoexplain indetail 
how Lupton Steel Equipment leads 
to better merchandising. There is 
no obligation for this service. 


























DAVID LUPTON’S SONS CO. 
2211 ALLEGHENY AVENUE 
Poi EAD B.L)P HA 
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Merchandise well displayed 


is Easily Sold 











A DISPLAY RACK that 
boosts the sales on your 


whole ovenware line. 


FREE with a carefully se- 
lected assortment cost- 
ing you only $23.77 net. 
(West $26.57; Canada $35.73) 








ERE’Sa rack that places the*PY REX 
Ovenware dishes out where custom- 
ers will see, handle, admire and duy them! 


Chain stores sell in tremendous volume 
because they put their merchandise 
where people can get a look at it. A 
woman comes in to buy a pencil and 
before she leaves she’s seen a half dozen 
things she needs and what’s more she 
buys them. 

This rack will build sales tor you in 
the same way. From the woman 
who comes in to buy PYREX dishes 


to the woman who wants something 


PYREX SALES DIVISION 


CORNING GLASS WORKS 
Corning, NV. Y. 


*Trade-mark Reg. U.S. Pat. Off. 


no more profitable than a can opener, 
it will interest them all and sell them 


PYREX Ovenware. 


Made of wire, this strong and sturdy 
rack weighs only 234 lbs. It is 33 inches 
wide, 15 inches deep and 34 inches high. 

It is for use in yotr window, upon 
your counter, upon your PYREX Oven- 
ware table. 


Your jobber will furnish this rack 
free with your purchase of the proper 
assortment. Or, if he cannot supply 
you, order direct from us. We will 
ship at once. 
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The 
PERFECTION 
Mitre Box 











Just a Little More Value 
Makes the Sale 


In spite of its low price the PERFECTION Mitre Box 
gives more service and satisfaction than most mitre boxes 
which sell at higher prices. 


The PERFECTION Mitre Box has proved its worth by 
its.increasing sales year after year for over 25 years. Its 
accuracy insures cutting exactly where the cut should come. 


Built of selected hardwood and special steel it combines 
durability with practicability and its attractive finish also 
helps in the sale. 


Sold by leading Jobbers. If your Jobber 
cannot supply you write to us and we will 
refer you to the nearest Jobber who will. 





HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 


New York Office: 151 Chambers Street 
INCORPORATED 1864 





‘we 










ESTABLISHED 1854 







































The Auto-Set Plane has a combined clamp and chip- 
breaker which can be adjusted for a fine or heavy chip 
without removing. The single chromium steel cutter, 
unencumbered by a spring cap, may be removed for 
sharpening and replaced without loss of time. The cutter 
is held rigidly on a solid parallel base and cannot chat- 
ter. This is the only single-cutter bench plane with both 
lateral and longitudinal adjustments. Smooth, jack, fore 
and jointer sizes; smooth and corrugated bottom. Guar- 
anteed against defect in material or workmanship. 





THE Sargent Auto-Set Plane is suited to 
those who are looking for the most effi- 
cient, modernly designed and capable 
tools on today’s market. Light and easily 
managed, it is as solid as a block of 
granite; strong, durable and smooth-cut- 


best work of which he is capable. It is a 
plane that you can se// to your customers. 


The Sargent Auto-Set Plane is adver- 
tised consistently and steadily to your 
customers. Month by month, Sargent 
advertising drives home its story. It is a 
plane worth displaying, worth stressing. 








ting—an aid to help anyone turn out the. 


It’s plain sailing 
to plane sales 
with the Sargent Auto-Set 


Its unique advantages give it strong sell- 
ing appeal. It will satisfy and please your 
customers. Carpenters, manual training 
schools, home-workers, master craftsmen 
everywhere, use and praise it. It is a 
plane that anyone would be proud to 
have on his work-bench. 

Stock it, and display it. Write us for 
further information. 


SARGENT & COMPANY 
Hardware Manufacturers 
New Haven, Connecticut 


New York: 94 Centre Street 
Chicago: 150 N. Wacker Drive (at Randolph) 
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PAGE 
Perfection Fabric 


36, 42 and 48 inch heights 


A very popular design. Close 
spacing of pickets at bottom 
leaves no foothold for children— 
proof against dogs, cats and 
chickens. 
























































PAGE 
Economy Fabric 


36, 42, 48, 60, 72 and 84 inch heights 


A moderately priced fabric that 
combines utility with durability. 
Plain galvanized finish unless 
otherwise specified. Furnished 
painted green to order at slight 
additional cost. 


ET the fence business in your town with these 

two leaders. Known for 45 years as America’s 
quality fence, Page Lawn Fence is first choice wher- 
ever displayed. Springtime is fence time. Order your 
supply now. Take advantage of Page reputation 
to increase your business—and profits. 


Write for complete information, prices and the name 


of the Page distributor in your territory. 


PAGE STEEL and WIRE COMPANY 


Bridgeport, Connecticut 





FENCE DEPARTMENT 
District Offices: Chicago New York Pittsburgh San Francisco 
An Associate Company of the American Chain Company, Incorporated 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


PAGE 





LAWN 
FENCE 
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DIGGING HEELS, tapping 


feet, dancing toes meet stout re- 
istance when they come in con- 





















From a drawing by L.V. A. Guild Copyright 1928, P&L 


card and names of dealers in your vicinity 








People have been i 
t 
Varibidh Soe’ 40 tes a the heelproof and waterproof qualiti ‘ 
daheunibidensent s. nat fact largely accounts "abr qualities of ‘61’? Floor 
rusing like this helps the dealers, t r the steady sales of “6]’’, And 


00. Get the 
the front door, 1 whole P&L Dealer story. 
tween rooms, under the piano enone Lap a tae, 
you prefer it, makes “61” Floor — by paintand ha 


a8 eh tonne mean ed Varnish smile all the brighter. ‘ pos . gene ee 
demonstrates its long life. It is Besides the lustrous neg sauces duce, iladang, Ewe 
heelproof, marproofand of course coon and the popular pal Hin- 

ish, “61” Floog Varnishocoms  LSEEEGGQSSY 


waterproof. 


Aes . . 6G 99 
“6s” Bloor Varnish .. in six woodstain colors, which con | 
= enpsnmcunbagatis stain and varnish in one stroke Lacquer Enamel 


nally made for just one purpose 


8 of the brus h. Wherever a quick, durable, opaque enamel 
— floors. Its extreme durability, finnish is desired, use “61” Lacquer Enamel. 
its resistance to actual abuse on Senp For Free Sampce Paner Dries almost immediately! Brushes easily. 


fl okt lari ° Will not crack,chip or peel and is waterproof. 
bore. qs wf a te arized It as finished with «*61’’ Floor Varnish. Try 
a general utility varnish for fur- the «hammer test’’ on the panel! Color 


niture and woodwork ofall kinds. 


Itgreatly prolongs the life of lino- P R A T T & L A M B E RT 


leum and brightens the pattern. 


When you have “61” Floor Var- VA R N | & H P R O D U C T * 
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INCREASED PROFITS 


























Assure 
yourself of in- 
creased profits by 
stocking LIBBEY-OWENS 
flat-drawn clear sheet glass 
for windows—a glass made by 
an exclusive process that produces 
truly flat glass—a glass that can be cut, 

handled and glazed with a minimum of break- 
age—a glass that is uniform in thickness 
and strength—a glass freed from 
internal strains and brittleness 
—a glass with fire finish of 
high, brilliant lustre, 
suitable for the 
finest win- 
dows. 





















y 











Progressive dealers everywhere are turning to their advantage the 
national advertising which is creating a definite demand for LIBBEY- 
OWENS glass—a demand that can be turned into increased profits for you. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 
TOLEDO, OHIO 
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Our Other Products 
Include 


Graduated Poultry Netting 
Galvanized Hardware Cloth 
and the following brands 
of Screen Wire Cloth 
Cortland Black Enameled 
Graywick 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


TASLIS 


WICKWIRE BROTHERS 
Hexagon Poultry Netting 


Poultry owners often ask: ““What makes 
Wickwire Brothers Poultry Netting /ast 
so long?” The reason is because it is 
made of Open Hearth Steel which is 
superior to Bessemer because it is far 
more rust resisting. 

Another reason is the thorough coat of good 
quality galvanizing we use which gives added 
protection. 

The Wire is drawn in our own mills and all 
processing through the Steel Plant, Rod Mill and 
Wire Mill is tnder our constant supervision. 
Our products have maintained a national reputa- 


tion for quality and satisfaction for more than 
50 years. 


Sell the best and hold customers. 





Your Jobber Will Supply You 
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Again, Wheeling ‘Hardened Steel Cut Nails 
emphasize their-“superiority for hardwood 
flooring application. This unretouched photo- 
graph shows Wheeling Cut Nails driven 
through heavy cold metal plate without 
bending. 


Say to Your Trade: 
“You Can Drive Them Home 


Every Time!” 


Wheeling Hardened Steel Cut Flooring Nails have 
made good with the carpenter because the carpenter 
makes good with nails that go straight to their 
mark and hold—nails that can stand the hard 
blows without bending; no waste, no delays. 

“From Mine to Market,” Wheeling Cut Nails 
are the product of one organization which is in 
complete control of the quality at every stage of 
manufacture. There are styles and sizes for every 
purpose. 

Your jobber will supply them,—also Bright Wire 
Nails, Cement Coated and Galvanized Wire Nails. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 


WHEELING 
CUT NAILS 
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ATKINS 


THE FOUR HUNDRED 
WORLD’S FINEST SAW “4 


This saw is the standard for excellence. Made 4 
from “Silver Steel” —Atkins exclusive formula; 
5 gauges taper ground; mirror polish; 
equipped with handle of solid rosewood and. 
nickeled screws—Perfection Pattetn—pre- 
vents wrist strain. 


The cutting efficiency of THE FOUR #4 
HUNDRED is unquestioned; its ue #4 


among better carpenters is becom- 


ing universal; its design is abso- & 
. 
So 


lutely exclusive and distinctive; 
F 
















furnished in Regular, or Nar- 
row Ship Pattern. 






gf 


% 





Sales and Profits 


Every first class hardware store should stock this 
and other Silver Steel Saws. Your customers are 

bound to obtain SERVICE in all of the ATKINS 

QUALITY SAWS you sell. . 

For yourself you will receive that “customer friendship” and 
confidence that only Atkins Silver Steel Saws command. 

Atkins No. 401 is the same grade of saw except it is Straight 

Back, and made in Regular Narrow Ship Pattern. : 










Write for literature. 
“Pointers,” “Saws in the Home” 
**How to Sell a Saw” 






Modern Manufacturing Methods Make Atkins Saws the Leaders 


E. C. ATKINS & COMPANY 


ESTABLISHED 1857 The Silver Steel Saw People 





Canadian Factory: 






Machine Knife Factory: Home Office and Factory: : 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
i Portland 
— my od 5 ond Prancives 
Memphis New York : Seattle 
Vancouver, B. C. 





Paris, France 














ORIN 


ORS cee 


Re 


ae 
Zi 


PEE 


Bad ta 


ee Na 
Pichi seein 


s 
cas tae! 

















FOUNDED 1855 


ardware 


239 West 39th Street, New York City 


FRITZ J. FRANK, PRESIDENT 


GEORGD H. GRIFFITHS, GeneraL MANAGER 


Associate Editors: 
Show Card Editor: JosepH Bertram JowitTrT 


Copyright 1928 by Iron Age Publishing Company 





‘'LLEW S. SOULE, EpiTor 
CHARLES J. HBALE, J. A. WARREN 
Contributing Editor: SAUNDERS NORVBLL 























Branch Office Representatives of Hardware Age 


EDITORIAL 


Cuicaco: D. M. ANDREWS CINCINNATI: BURNHAM FINNEY 
1507 Otis Bldg. 408 Union Central Bldg. 
PHILADELPHIA: JaMps M. Ross BosTon: GERARD FRAzZaR 
1402 Widener Bldg. 425 Park Sq. Bldg. 
PitrssurcH: G. F. TRGAN MINNEAPOLIS: F. 8. SMITH 
1002 Park 7 4216 Bryant 4". 8. 
CLEVELAND: F. ENTISS 


WasHINGTON: L. W. Morrett 
1362 Hanna Bldg. 536 pn tR BY ‘Bldg. 
ADVERTISING 
Cu1caco: R. R. CRONKHITE PHILADELPHIA: HaRotp G. BLopertTtT 
oer Se Bldg. 1402 is oe Bldg. 
CLEVELA Wir. J. Feppery New York: P — 


1362 "Henan Bldg. 
Boston: CHauncey F. ENGiuisu 
425 Park Sq. Bldg. 


SUBSCRIPTION PRicB—United States, ite apesentons, sree. Mewico, Central America, 
South Foy 8 , and ite colonies. lt $3.00; o8 $4.00. Foreign coun- 
tries, taking etic rates, 1 year, $6. ‘ingle Se. each. Subscription 
joann Pow should be made by Check, Post Office p be om 'ty Bapress Money Order 
or Bank Draft, payable to HARDWARE AGE, New York. 


Member of the Audit Bureau of Circulations 
Member of the Associated Business Papers 


VoL. 121 NEw YORK, APRIL 19, 1928 No. 16 
Chain Store Com- 
ne Te EY BOON ee MISS in se ee Te ec eee 23 petition 
And Now—the Tired Business Woman................. 24 LEW S. SOULE begins a 
re 26 series of articles on the 
A Hardware Store of the New South.................... 28 subject of chain store com- 
‘ ; ; petition. The title of this week's 
Everybody’s Business, by Floyd W. Parsons............. 31 article is “The Elusive Ten Per 
Opinions of Prominent Hardware Men on the Guarantee Cent.” Mr. Soule will discuss, 
of Tele: .cies5s ees UE ne Si 6) ages 32 in forthcoming tissues, chain 
. ’ store competition in all its 
ad cg Hardware Man Sells Ideas, by Edward " phases. Beginning this week 
OCTROCHEC wcrc ccisesesccercoscces eee ee ee ee ee and continuing in subsequent 
Craig Wilson Is Modern in His Tool Merchandising... .. 36 issues. 
Accessories Bring Auto Tourists....................... 39 _ Read the opinions expressed 
: ; in the letters on the question 
Why Polish Shovels? Letters on the Question........... 40 “Why Polish Shovels?” They 
Springtime and Steel Goods, by Nat Wylie.............. 42 appear on page 40. — 
Paul & Post Slash Overhead and Add $12,000 Sales M4 ee 
atin ee ae reading for you in this week's 
HARDWARE AGE, 
DEPARTMENTS 
a 46 
Washington News Letter, by L. W. Moffett.......... 50 Read What They Say 
General Market Information...................... 51 About Us 
Hot Off the Nail Keg ltd ag trite ate arn ed ene? Be a 80 I am inclosing check for Harp- 
WARE AGE. I didn't realize when 
we sold our business, Bramer Mor- 
is gan & Reding, that I would miss 
taal your paper so much. I suppose read- 


ing tt for the past thirty years it got 
to a point where I did not realize 
how much it meant to me, but I wish 
to be put on your list again. 
Yours truly, 
H. M. Morcan, 
Attica, N. Y. 


I am a constant reader of your 
magazine, and find it enjoyable and 
very instructive. I do not possibly 
see how anyone connected with the 
hardware business could be with- 
out tt. 

Sincerely yours, 
(Signed) J. Forrest KNApp, 
Thomasville, Ga. 
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LOOK FOR THE 
“CO” on the head of all 


OLIVER BOLTS. 





#4 THE OLIVER CARRIAGE BOLT $4 





ee many years the “O” has been a mark of real worth—your 
guarantee of quality and satisfaction. Quality put there by 
men who have spent a lifetime in the business of making fine 
bolts and nuts. Men who are constantly developing new ways 
and means to better their product and the serviee to custo- 
mers. It took sixty-five years to put Oliver Bolt quality where 
it is today—but, ‘it’s there to stay. Look for the ‘“‘O”’ on the 
head of all Oliver Bolts—it is your protection against in- 


ferior quality. 


OLIVER IRON AND STEEL CORPORATION 


South Tenth and Muriel Streets 
PITTSBURGH, PA. 
Established 1863 
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INDS 


By {lew 8. Soule 





Chain Store Competition 


The Elusive Ten Per Cent 


E are hearing a lot about competition these 

days. The crux of the present condition in 

merchandising seems to be competition, and 

the peculiar part of it is that we are all competitors. 

However, the competitor we hear most about today 

is the chain store, and since the chain store occupies 

such an important place in the minds of the hard- 

ware trade, why not analyze it and find out whether 
or not it deserves the prominence given ‘it. 


Undoubtedly, the chain store has prospered. Un- 
doubtedly some of that prosperity has been at the 
expense of other retail outlets. Therefore the chain 
store is at least entitled to rank as a progressive com- 
petitor. 


Is it, however, as formidable a competitor of the 
independent hardware merchant as the out-cry against 
it would seem to indicate? 

A large part of the chain store success to date is 
natural and logical. Chain stores started the open 
table type of display with goods plainly marked. 
They installed neat, compact sales rooms, where it 
was easy for the customer to buy. They advertised 
systematically and efficiently. People did not know 
there were so many articles that could be bought for 
10, 25, 50 cents or a dollar, until the chains started 
in business. 

The chain store followed the example of a certain 
champion “Hog Caller” of a western State. When 
asked the secret of his success, he said: “You've got 
to convince the hogs that you’ve got something for 
them.” The chain store convinced the public that 
it “had something for them,” and they came, saw and 
purchased. 

As one chain store executive put it: “The main 
reason for 90 per cent of our success is something 
over which we had no control—the inefficiency and 
lethargy of the independent retail merchant. If the 
individual retailers had been as efficient as the chain 
store managers, there would be a different story to 
tell.” 


This is the first of a series of 
articles in which the Editor of 
will discuss 
chain store competition in all its 


HARDWARE AGE 


phases. 


We are willing to concede all of that. It’s past 
history, and we are facing the present. The chain 
store is here, big, prominent, successful. Is it, how- 


ever, as formidable a competitor of the independent 
hardware retailer as some would have us think? Is 
it an unbeatable giant, against which the independent 
retail hardware store has little or no chance? 

That, we are not at all willing to concede. 

If, as the chain store executive says, inefficiency 
and lethargy are responsible for the major part of the 
present chain store success, that, at least, can be 
remedied. Energy and efficiency of independent hard- 
ware retailers will come of necessity. They are al- 
ready on the way. Hundreds of retail hardware stores 
are now as efficiently managed as are the chain units. 
In such stores hardware is well displayed on open 
tables; items are plainly priced; sales rooms are 
neat, clean and well equipped; merchandise and ser- 
vice are adequately advertised. 

In such stores there has been marked improvement 
in sales, but even where lethargy and inefficiency have 
given way to energy and efficiency, chain store com- 
petition is still a problem. 

The chain store executive says that 90 per cent of 
chain success is chargéable to the independent retail- 
er himself. He does not say that all chain store 
success is due to faults of the independent. It is 
logical therefore to say that a certain portion of chain 
store success, even though it be the minor portion, is 
due to something more than inefficiency and lethargy 
on the part of the independent merchant. 


We still need more energy and more efficiency in 
retail hardware stores. It will take some time and 
effort to overcome, in a general way, that original 90 
per cent handicap. Meanwhile, it would seem about 
time to take cognizance of the other 10 per cent; to 
find out what it comprises, and how it can be met. 


There may be a few grains of poison in that ne- 
glected 10 per cent. 
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0 And Now— 


The Tired Business 


NSTEAD of the tired business man of whom we 

have heard so much in the past and for whom spe- 

cial forms of entertainment, menus at restaurants 
and merchandising methods had to be planned to save 
his time, the busy 
business woman 
now has a large 
portion of the 
stage. The tired 
business man 
was tired from 
his one big job; 
the busy business 
woman usually 
has two jobs 
her business and 
the management 
of her home. 

Time was 
when the duties 
of the home oc- 
cupied the time 
and attention of 
the woman of 
Worn out inferior utensils cause dissatisfaction the house while 

the man of the 
family provided for the upkeep of the home. Now 
every woman with a home is not a housekeeper. Today 
they are home makers, many supporting and maintain- 
ing their own homes, while others, the wives and mothers, 
manage their homes but have many interests outside 
which occupy a large portion of their time and atten- 
tion. To these home makers, time is very valuable, and 
the hardware dealer who realizes this and inaugurates 
special merchandising methods to save their time and 
energy in purchasing household goods, is far forward in 
the procession of progress. 

Women have indeed made rapid strides in the past 
few years, particularly in the use of tools. It used to 
be said that a woman used a hairpin for almost every 
purpose, from picking a lock to fastening a screw. But 
with no hairpins in her short locks, what does the woman 
do when she has a little mechanical job to perform and 
nothing at hand to use in the way of a tool. She rushes 
out to the nearest Five and Ten, where she knows just 
where to find the tool she needs and how much it will 
be. 

The experience of a young woman whom we know 
may hold a worth while suggestion for the alert hard- 
ware dealer, as it did for us. This young business 
woman who maintains her own apartment, was moving 
recently. The dismantling of the old apartment and 
refurnishing of the new one into which she was moving 
were entirely up to her. Being a capable young woman, 
the manless moving held no terrors for her, so in prepa- 
ration, she hied herself to the Five and Ten, where she 
invested nearly $5 in small tools, such as a hammer, 
pinchers, file, assorted nails, screw driver and the like, 
for there were curtain fixtures to be taken down, nails 





to be removed from the walls, and a thousand and one 
other needs for ordinary tools. 

‘How did you know what to buy,” we asked, viewing 
the array of tools. 

“Oh, I just dashed up one ais'e and down another, 
buying just what I saw and thought I needed,” she re- 
plied, which signified her haste and the desire to finish 
the purchasing in as short a time as possible, in order 
to get back to her office duties. 

To proceed, early in the dismantling process, a small 
lock for which the key had been lost had to be opened 
and the tools purchased in the afternoon were employed 
but not with effect. First the file with which she tried 
to force the lock broke in several pieces; then the ham- 
mer and some of the other tools she used, met practically 
the same fate, until the job had-to be relinquished as un- 
successful. And the tools which she had bought a few 
hours before had outlived their usefulness in a very 
short period of time, before she had hardly started her 
work. 

“Why didn’t you go to a regular hardware store and 
spend your $5 for good tools,” we queried. 

“Wish I 
had,” she ans- 
wered. “But 
it is such a 
habit one gets 
into, running 
into the Five 
and Ten for 
everything. It’s 
so simple to 
find things 
there, and be- 
sides, I imag- 
ine tools in a 
hardware store 
would be ex- 
pensive. Next 
time I'll try 
though. Can’t 
mena = hg Your ad. creates ag 2 = own good kitchen 
this again.” 

This set us thinking, which resulted in our visit- 
ing various hardware stores to inquire if there was 
such a thing as a kit of tools made especially for women. 
We did not meet with any success, until finally our 
persistent search led us to a department store where 
a small kit for women was shown to us. But it was not 
the kind of tools we had visualized. The kit we saw 
was undoubtedly useful for the woman in the home ir 
case of emergency, but not practical for the manless 
house where the woman needed real, not play tools, to 
accomplish real household tasks. 

The enterprising hardware dealer could certainly find 
a remunerative field, it seemed to us, in making up 
from stock kits of tools for such women. Think how 
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Woman 


Who will appreciate ready-made assort- 

ments of needed tools, kitchen utensils, etc., 

packaged and priced in sets—a woman’s 
viewpoint. 


easy it would have been for the young woman men- 
tioned above, if she could have gone into a hardware 
store and purchased a small kit of tools, without the 





Business women form a large part of the potential trade of 
the hardware store 


necessity of selecting each tool separately. Thus her 
time would have been saved, she would have been as- 
sured a good set of tools and the hardware dealer would 
have made a permanent customer. 

These kits, as suggested, could be packed in an in- 
expensive box and contain the ordinary tools, such as 
a hammer, a file, a wrench, a rule, a pair of pinchers, a 
drill, a screw driver, a small box of assorted nails and 
another of screws and screw heads, a handy saw and 
a knife. With such an outfit, the woman could put up 
her draperies and curtain fixtures, cut curtain rods to 
fit, make accurate measurements, drive nails and perform 
the various tasks required in the home to make it cozy 
and livable. 

Time is valuable to the busy woman, and the hard- 
ware dealer who uses his ingenuity in creating means 
for saving her time and energy, such as preparing tool 
kits like the above mentioned, will find himself building 
up a profitable business and reputation for thoughtful- 
ness among these women. 

Speaking of tool kits for the busy woman suggests 
still other sets. Why shouldn’t the hardware dealer 
go a step farther in catering to the busy women by pre- 
paring sets of various other household goods. When 





For the Busy Woman!!! 


| 


Purchasing made easy— 
Time and thought saved— 





. . ‘reoere ! 
by selling household goods in SETS. | 
No need to waste your valuable time in 

piece of kitchen ware. 


selecting each 


We do this for you by preparing entire 
sets, such as cooking utensil sets, baking 
sets, cleaning sets, cooking accessory 
sets, etc. 

Phone or call for one of our circulars 
listing and numbering the various sets, 


to simplify ordering, and giving prices. 


JOHN S. JONES 


Hardware and Household Goods 
Union City New Jersey | 











the business home maker’s kitchen shelves need re- 
plenishing, it is lack of time which prevents her going 
at once to purchase new articles. Mentally she visualizes 
herself taking the time to go to the hardware store and 
then the slow process of purchasing individually each 
article of houseware, and she cannot always find it con- 
venient to give to such purchases the time she believes 
they require. 

This is where the progressive hardware dealer can 
facilitate her 
purchasing by 


preparing sets 
of various 
household and 


kitchen goods, 
classifying 
each, such as 
cleaning sets, 
cooking acces- 
sory sets, etc. 

For instance, 
the cleaning set 
might contain 
a box of metal 
polish, a can of 
silver polish, 
one of brass 
polish and an- 
other of stove 
polish, a pack- 
age of cleaning powder, a can of special scouring paste, 
with brush and soft cloths for applying and polishing. 
The scrubbing outfit would consist of a scrub brush, a 
pail, a wash cloth and cleaning powder and soap. 

A cooking set could include four sizes of aluminum 
cooking utensils, three sizes of frying pans, a couple of 
baking pans, a steamer, a large strainer and a tea kettle. 

(Continued on page 76) 





Prestige for your store is built by satisfaction in 
good merchandise 
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“WW AR” 


By Saunders Norvell 


O any intelligent man, war of course, is senseless 

—it settles nothing. Two neighbors quarrel, 

possibly about the boundary line between their 
places, if they arm themselves and one neighbor kills 
the other, that is MURDER. But if two nations 
quarrel and if they arm themselves and if they kill a 
million men on each side, that is not murder, it is WAR. 
And to some minds, the fuss and feathers of war, the 
uniforms, the decorations, the brass bands, make war a 
grand and glorious occupation. 

Personally, I am a pacifist. I like to think that my 
life is ordered and controlled by intelligence and not by 
passion. Just how much of a pacifist I would be if 
somebody slapped me in the face, I don’t know. In 
years past, when I was angry, when I had been punched 
in the eye, my pacificism wasn’t worth talking about. 

The trouble with everyone is that within us there is 
a Dr. Jekyll and a Mr. Hyde. We have glimmers of 
intelligence, but we also have emotions; we have preju- 
dices; we don’t realize just how strong our prejudices 
are until we sit down and think them over. For instance, 
take a religious issue in politics. Of course you and I 
are too big, too intelligent, too broad-gaged to allow a 
religious issue to influence our voting in the slightest. 
Certainly not! Then we go into the booth and vote in 
secret, and afterward, somehow when we think it over, 
we just happened to vote not contrary to our prejudices, 
but in line with them. This mixture of intelligence, 
heredity, environment, or passion, or emotion, or vanity, 
with a liberal dash of general cussedness and stupidity 
makes a mixture in all of our characters that makes us 
feel that the struggle upward is almost hopeless. 


*x* * * 


Now, take this little question of selling arms and 
ammunition to foreign countries that decide to go to 
war—lI refer to the Burton Bill. It does seem pretty 
hardboiled for large, great manufacturing countries, like 
England, Germany and America to supply certain other 
emotional countries who see “red” and go to war with 
arms and ammunition for the sole object and intention 
of exterminating each other. It is a good deal like two 
neighbors quarreling and then another neighbor steps 
up and hands each of them a loaded gun with the 
remark, “Now, gentlemen, settle your differences in a 
nice clean, effective manner!” Then when our emotions 
are working, it does seem to me that the money out of 
the sales of arms and ammunition, to be used in the 
killing of our fellow men, is “blood money.” 
nice money to handle. Really, our emotions say that 
this sort of thing should be stopped. These nations who 
want to fight should find themselves in a position where 
they cannot obtain any arms and ammunition—they 
should fight it out with their fists. It is certainly not 
Christian for a rich manufacturing country to supply 
poor, foolish, hot-headed, emotional, belligerent coun- 
tries with arms and ammunition to murder their neigh- 


bors. 
* * * 


But let us turn the searchlight of our cool intelligence 


it tent ° 


on the situation, not emotionally but in a rather practical 
manner. Suppose the leading manufacturing nations 
of the world should enter into an agreement not to sell 
the other nations arms and ammunition. If then they 
went to war with some other nation, what would logically 
happen? The nations in the world who did not enjoy 
the advantage of owning large arms and ammunition 
plants would be absolutely at the mercy of those other 
nations who did! No doubt these small and weak 
nations would not enjoy this feeling of helplessness. 
Just for illustration, imagine France with all her manu- 
facturing equipment for arms and ammunition, just over 
the Pyrenees from Spain with practically no equipment 
for the manufacturing of arms. In the case of a declara- 
tion of war on the part of France, as Spain would not 
be able to buy arms and ammunition from any other 
country, she would be helpless. Therefore, if any such 
agreement was brought about between the nations, what, 
as a matter of fact, must happen? Every country, big 
and little, would have to build up, erect and equip and 
put into effect arms and ammunition factories of their 
own. If this bill went through the result would be the 
greatest boom in the erection of arms and ammunition 
plants all over the earth that the world has ever seen. 
In other words, not being able to buy arms and ammu- 
nition, in case of hostilities, every nation would have to 
equip itself to produce its own implements of warfare. 


*x* * * 


Of course, the same thing is true of warships. If 
Spain, to use the same illustration, could not buy war- 
ships from the other nations, then she would imme- 
diately have to get busy and build warships herself. If 
such a law should pass, there would be the greatest boom 
in the building of warships, aeroplanes, tanks and plants 
to produce poison gas that this poor, foolish old world 
has ever seen. . 

:.*,.2 


Nations have a striking resemblance to individuals, 
only that which is a crime in the individual is frequently 
heroic on the part of a nation. I have lived and traveled 
in neighborhoods where every man carried a gun. Car- 
tridge belts and guns flapped around on every hand. 
As one neighbor traveled armed to the teeth, naturally 
you traveled with your artillery strapped to your person. 
Somehow in those western cowboy days, it seems to me, 
there was a great deal of rough courtesy—a man wasn’t 
any too careless with his language, when all the gentle- 
men who sat around him were walkingyarsenals. If 
you did intentionally use an epithet to any of your 
friends, you did it smilingly; you didn’t frown or allow 
your voice to be sharp and penetrating. No, when you 
stopped to think of it, even those pistol-toting days had 
their amenities ! 

* * x 


Then there is another thought about international 
warfare. It is a well-established law, which is accepted 




















HARDWARE AGE for APRIL 19, 1928 27 





- as being logical, that the man who desires to dance 
should be willing to pay the piper. Now, as an out-and- 
out pacifist, it seems to me one of the best methods to 
bring about peace and goodwill on the earth would be 
for certain nations who have the equipment, to supply— 
on a profitable basis—arms and ammunition to those 
nations who have the desire to kill off their neighbors. 
Does it not stand to reason, as war is one of the most 
destructive and expensive outdoor sports that has ever 
been invented, that those nations who enjoy the sport 
and indulge in it will impoverish themselves? They 
will spend all the money they have on hand and they 
will mortgage their future for generations to those other 
countries who will genially and cheerfully supply them 
with all the death-dealing ammunition they require, 
always for a satisfactory consideration. 

You might reason that the best way to cure fighting 
is to allow the fighters to destroy themselves at a hand- 
some profit to the onlookers who are sensible enough to 
keep out of war, but at the same time shrewd enough 
to supply the warriors with the wherewithal to fight. 
Stop and think. The United States today is the richest 
nation on the earth because, in the recent World War, 
they fought the shortest time and supplied other fighting 
nations with arms and ammunition. If it happened that 
the United States had stayed out of the war altogether 
there is no telling how rich we might have been and how 
poor the foreign nations might have found themselves 
to be. When one stops and attempts to figure it out, it 
does seem that the cure for the dog’s bite is the hair 
off the tail of the dog. 


* * * 


It does seem to this contributing editor that it would 
not be much fun, in case Brazil and Argentine went to 
war, for the United States to sit idly by and watch Eng- 
land and Germany supply these two countries, at a 
handsome profit, with all the arms and ammunition they 
needed. Of course, if the United States had such a law, 
then the poor American manufacturers of ammunition 
and arms, who, having been brought up in the nefarious 
business and not having any other means of livelihood, 
and not knowing how to do anything else but make 
arms and ammunition, would find it necessary to estab- 
lish factories in England and Germany and to employ 
the Englishmen and the Germans and pay them large 
wages, in order to get their share of the ammunition 
business—caused by the war between Brazil and Argen- 
tine. Of course, this might lead to some complications 
with our English and German friends, who might feel 
that they are entitled to all the business. In fact, such 
a situation might even be the cause of a war itself ! 


*x* * * 


After all, it is a magnificent gesture to say that we 
will not and should not sell arms and ammunition to 
foolish nations who wish to fight. It is fine; it makes 
one have a greater respect for human nature. I remem- 
ber when I traveled as a hardware salesman, I had a 
customer who would not sell revolvers nor would he sell 
ammunition. It was against his principles. I think this 
customer must have been a Quaker. He would not carry 
these goods in stock. I appreciated his motives. I 
admired his character, but I regret to say that I went 
across the street and sold large quantities of pistols and 
ammunition to his competitor. 


* * * 


Then I remember in the good old State of Missouri 


the legislature decided to pass a bill to the effect that 
arms and pistols and pistol ammunition should not be 
sold at retail. ‘This was also a fine gesture. It did not 
occur to the modern “solons” what a snap it would be 
for the mail order houses in Chicago to ship pistols by 
mail into the State of Missouri. The poor Missouri 
dealer would lose the business and the Chicago mail order 
house would get it! As I remember, the legislature de- 
cided, when this phase of the question was considered, 
that they would allow the hardware dealers in Missouri 
to carry pistols in stock, but the pistols should not be 
exhibited in show cases or in show windows. The theory 
was that if a man really needed a pistol or thought he 
needed one badly enough, he could go to a hardware 
store for it and get it. But the legislators of the State 
of Missouri would not have it on their consciences to 
have pistols displayed in show cases, in show windows, 
thus inviting some weak-minded moron to enter the 
store and purchase one. I don’t know what happened to 
this bill—I don’t know what the law in Missouri is at 
present. I do know, however, that in the State of New 
York we have the Sullivan law. None of us are allowed 
to have pistols in our homes or to carry them. If a 
burglar should break into our homes we must tackle him 
without arms, strangle him to death with our bare hands, 
or the proper thing to do when we hear a burglar in 
the house is to pick up the telephone, look up the number 
of the Police Department and call them up and tell 
them that, at their:convenience, to send around an officer, 
as your house is being burglarized. But why even go 
to that trouble 

In these days all of us carry burglary insurance; why 
not invite the burglar for a light supper with you, dis- 
cuss with him some of the interesting topics of the day 
and then assist him in carrying some of your belongings 
to his automobile? You might even request the burglar 
to give you a receipt for what he has taken, so that you 
will have less difficulty in making a settlement with the 
adjuster representing the insurance company. I can 
remember when every household was armed that it was 
more or less dangerous to burglarize a residence. But 
now we read in the papers where in case after case, es- 
pecially on Long Island, the gentlemanly burglar sits on 
the foot of the bed and discusses with the fair lady of 
the house topics of social interest. Sometimes, in fact, 
a number of instances, the lady has persuaded the burg- 
lar to leave a brooch’ or a ring because it was an heir- 
loom. I even expect to read some article telling of some 
generous and gentlemanly burglar who places a diamond 
ring on the finger of his lady victim just as a souvenir 
of his visit. Why not? I can even imagine robbing 
some very disagreeable woman’ and then carrying her 
jewels into some other residence, where I might find 
such a charming victim that it would seem only naturally 
logical to present her with some of the loot I had col- 
lected in the other house. 


* * * 


Now, look at the situation in Chicago! I have a letter 
from a friend in that city, from which I quote as follows: 

“Of course, this sort of thing makes more noise out- 
side of Chicago than it does in, but the bombing of a 
house within two blocks of us and the constant armed 
guard under which we live brings it rather close home 
to my wife and me. It gives our residence here quite a 
covered-wagon quality. We feel like the pioneers who 
used to go out into the Indian country and take their 
babies along. Or, perhaps, more like the political and 
commercial adventurers who are now living in China. 

(Continued on page 77) 
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A Hardware Store of the New South 


—Brown-Rogers-Dixson Co., of Winston-Salem, N. C. 
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Department 
Ferm Machinery Department Hardware Departe 


Formal opening of 
new building of one 
of the largest whole- 
sale and retail estab- 
lishments in the 
South took place 
March 17th. ayes 


ROW N -ROGERS- 
DIXSON Hard- 
ware Co., Winston- 
Salem, N. C., one 


of the largest ; : 
wholesale and retail house the executive offices and wholesale department. 


establishments in The retail store is a most modern conception and was 
the South, held the installed completely by the Duluth Show Case Co., 
formal opening of Duluth, Minn., under the supervision of Fred J. Sage, 
its new building on Store engineer. Displaying of goods on the new fixtures 
Saturday, March simplifies consumer buying and makes it easier for the 
17. The “T” shaped sales staff to handle an increased volume. Second sales 

: are more easily stimulated, and practically every item 

(Continued on page 30) 
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T. B. DIXSON, TREAS. W. N. DIXSON, PRES. 
Manager Retail Store Brown-Rogers-Dixson Co. 


retail store has en- 
trances on three 


streets. The main 
One of the smart looking entrances to the Brown-Rogers- 


ale ‘ ‘ ‘ hardware eaeunce Dixson store, which gives the maximum display space with 
on Trade Street is 50 ft. wide, extends back 165 ft. the minimum frontage. The initial cut shows the main 


then narrows to 34 ft. and extends through the entire entrance on Trade Street. 
block to Cherry Street, where it forms 
a department for farm machinery, 
equipment and repairs. The third en- 
trance on West Fifth Street is 25 ft. 
wide and extends back 120 ft. to the 
main salesroom. This section is de- 
voted to china, glassware and kindred 
household items. From Trade Street 
to Cherry Street the store is 337% ft. 
long, probably the longest retail hard- 
ware store in this country. 

The entire building is five stories 
high, has a basement and sub-basement 
and provides approximately 70,000 
sq. ft. of floor space. It is fireproof 
throughout with fronts of Indiana 
limestone. The second and third floors 
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sold is on view and 
price-marked. 

In spite of 
rainy weather thou- 
sands of people vis- 
ited the store on the 
Grand Opening, a 
gala event for Win- 
ston-Salem. The 
crowd was so large 
that President 
Dixson says “It was 
a good thing it 
rained or we 
couldn’t have han- 
dled the crowd.- 
There were toys for 
all kiddies and sou- 
venirs for every 
adult. Everyone 
was busy. Even 
Mrs. Dixson was 
drafted. She aided 
in trimming windows and in meeting the guests, etc. 

The business was founded in 1880, forty-eight years 
ago. W. N. Dixson has been president since 1924. He 
joined the company in 1915 as vice-president and general 
manager. T. B. Dixson is in charge of the retail store. 

Local papers heralding this important mercantile event 
refer to the new store as a self-service store and stress 
the ease with which customers are brought into close 
contact with all merchandise handled. The sampling and 
open-top display fixtures make the entire store a veritable 
show window. . 

The retail end is carefully departmentized. Each sec- 
tion has its own department manager directly responsible 
for the appearance and success of his own part of the 
business. There are exactly twenty divisions in the 





The bolt bins and nail counters of the Brown-Rogers-Dixson store. A large 
poster prominently displayed indicates the value the company places upon per- 
sonality. Below is one of the main windows on Trade street. 


business. With this 
plan the twenty de- 
partment heads 
have a genuine per- 
sonal interest in 
their own part of 
the firm’s service 
and have an oppor- 
tunity to develop 
their own depart- 

ents just as 
though they each 
had _ _ individual 
stores. 

The twenty de- 
partments and their 
managers are: 
Sporting goods, 
E. L. Moseley ; au- 
tomobile accesso- 
ries, C. E. Ken- 
nedy ; auto tires and 
tubes, E. C. Brad- 
ford; paints, oil and glass, C. C. Sapp; stoves 
and ranges, W. L. Coggins; cutlery, B. L. Stewart; 
mechanics’ tools, J. A. Perry; builders’ hardware, 
C. C. Jones; electrical refrigeration, P. W. Blum, Jr.; 
china and housefurnishings, Miss Carrie Rempson ; heavy 
hardware, P. L. Love; radio, F. E. Beaundry ; farm ma- 
chinery, E. V. McGee; wholesale department, E. S. 
Bradford; wholesale shipping department, M. L. Mot- 
signer ; retail shipping department, C. L. Bodenhamer ; 
receiving clerk, Howard McGee; second floor superinten- 
dent, John Lee; third floor superintendent, J. R. Ed- 
mundson; and repair shop on the third floor, J. L. Mc- 
Gee is superintendent. R. C. Flynt is the advertising 


manager and store decorator. 
(Continued on page 76) 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


Capitalizing the Future 


are a bit confusing to many business men at the 

_ Present time when they are finding it difficult to 
maintain earnings at a fair level in the face of bitter 
competition and 
low selling 
prices. The fact 
is that the profit 
hazards in indus- 
try were never 
so great as they 
are today. Ap- 
proximately 45 
per cent of the 
companies in 
America during 
the past four 
years have re- 
ported deficits. 
More than 100,- 
000 small con- 
cerns disclosed 
an average profit 
of only $95 a 
year apiece. On 
the other hand, 
200 of our big American corporations showed an average 
annual profit exceeding $15,000,000 apiece. 

It never has been easy for the average person to make 
money and probably it never will be. The little chorus 
girl from the country has her ambitions fired and her 
hopes raised when she views the names of her success- 
ful sisters that blaze forth in the Broadway signs. The 
tens of thousands who fail get no advertising. The same 
thought carries on into practically every avenue of busi- 
ness. Victory reaches the front page in a hurry, and it 
requires the exercise of much sense and restraint to 
keep one’s head when money-making becomes a hysteria. 

It’s mighty pleasant to think of getting a fortune 
quickly without working for it. Tens of thousands of 
people throughout the United States are now engaged 
in that kind of an occupation. They have been taken in 
by pernicious propaganda. Their minds are possessed 
by the notion that because we live in a new day with a 
new order of things all precedents must be discarded. 

I quite agree that current conditions in a great many 
fields are totally different from those of yesterday. Even 
the stock market now functions with improved methods 
and better machinery. But human nature remains prac- 
tically the same. The effective use of exaggeration and 
prevarication has kept pace with the times. The more 
efficient facilities now available for spreading useful 
information are also employed for stirring up dangerous 
emotions and fostering the desire to get something for 
nothing by gambling. 

My sole purpose in presenting these thoughts is to 


Phere « tt conten share days in the stock market 


Courtesy Book Review Section, New York Times 





try and preserve the spirit of caution that is so neces- 
sary in the realm of business during a time of prosperity. 
It would be a great pity to find the growth of business 


halted and good times jeopardized by creating an infla- 
tion of values 


that would place 
enormous wealth 
in the hands of 
a few and bring 
losses and dis- 
tress to a multi- 
tude of people. 
Already there 
are evidences 
that certain 
groups of finan- 
cial and indus- 
trial leaders have 
become so in- 
toxicated by the 
new power 
placed in their 
possession 
through the 
ownership of 
stupendous 
wealth that the warnings of conservative business are 
completely ignored. 

That the people of the United States may look for- 
ward to a wonderful future perhaps even exceeding the 
expectations of the optimists themselves is quite prob- 
able. But the problems that lie ahead are not so simple 
that they can be entirely disregarded. It is far easier 
to put the price of a stock up fifty or a hundred dollars 
a share than it is later on to produce earnings that will 
justify the price. Not all dreams will be realized. In 
many places there will be disappointments. We gain 
absolutely nothing by trying to close our eyes to the 
realities of life and business. Excesses always bring 
days of reckoning. 

This is not set forth in any spirit of pessimism. The 
whole history of America has shown that it pays to be 
a bull on the United States. Even Carnegie, smart as 
he was, could not foresee the rapidity of our country’s 
growth. When the U. S. Steel Corporation was organ- 
ized he said that the preferred stock was water and the 
common, air. He actually believed he would get his 
mills back eventually through defalcation of interest on 
bonds which he took in exchange. But while Carnegie 
was a great leader, Morgan had the keener vision. He 
foresaw a coming era in which dozens of mighty cor- 
porations would create values where there were none 
before. 

But the situation today is far more complex than it 
was in Carnegie’s time. Then the ruination of an indus- 

(Continued on page 74) 
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Opinions of Prominent Hardware Men 


on the 


(GUARANTEE of TOOLS 


Expressions of opinion on the vital subject of the Guarantee of 
Tools continue to pour into the office of HARDWARE AGE. They come 
from every corner of the country from retailers, jobbers and manu- 
facturers, giving a review of the situation that is representative in 
its scope. This week's sheaf of letters contains opinions, based upon 
first hand experiences of prominent hardware men. What is your 


Avoid Guarantee Talk 


6¢6¢N selling 

tools of any | 
other line that car- 
ries a guarantee, 
we try to talk the 
merits of the arti- 
cle and avoid say- 
ing guarantee as 
much as _ possible. 
In this way we 
have very little 
trouble. We have 
had more trouble 
with car builders’ hatchets than any 
other item. Occasionally someone 
brings in one of these hatchets that 
is practically worn out and says it 
is too hard or too soft. In such a 
case we say we will be glad to send 
this hatchet to the factory for in- 
spection and replacement if found 
defective. At the same time we tell 
the customer as tactfully as we can 
that the hatchet is worn out, and we 
don’t believe the factory will make 
good. This generally makes the 
customer sore, temporarily at least, 
but we feel there is reason in all 
things. As stated above, we do not 
have enough trouble to bother ex- 
cept on hatchets, and we have nearly 
stopped this by telling the customer 
when the sale is made that, in case 
the hatchet is not satisfactory, the 
factory is making the guarantee, 
and it will be necessary to send the 
tool to the factory for inspection be- 
fore making replacement. We be- 
lieve the guarantee is necessary, as 
occasionally goods are defective and 
at times good customers honestly 
think they have a complaint. At 





A. M. HOFFMAN 


such times it is necessary to make 


conclusion on the subject? 


good, but like anything else must 
be controlled.” 
(Signed) H. M. HOFFMAN. 
P. Hoffman Hardware Co., 
Sedalia, Mo. 


Practice Controlled 
| Guarantee 


66 UR practice ; 
for many 
years past as man- 
|ufacturers of pipe 
‘tools, such as pipe 


| wrenches, pipe 
|cutters, etc., has 
| been to guaran- 
tee our product 


|against defects in 
| material and work- 
manship. Our ex- 
perience is’ that 





W. P. KERR 


cepted as reasonable. It is a guar- 
antee that we think should be met, 
but feel that the manufacturer or 
distributor should not go beyond 
that. 

“It is a fact that even a guarantee 
of this nature is sometimes abused, 
and we believe that particular care 
should be taken and facts in each 
case secured. Our rule has been 
rather strictly enforced, but has not 
been ironclad. 

“We believe this is an important 
subject, and that discussions along 
this line are of real value.” 

(Signed) W. P. KERR. 

Manager, Tool Sales Division, 

Walworth Co., Inc., New York 
City. 








this policy has been generally ac- | 





Have Few Difficulties 


66 E simply 

guarantee 
that any tool we 
manufacture must 
satisfy the pur- 
chaser and will re- 
place any tool that 
does not. 

“The amount of 
tools that we are 
called upon to re- 
place that are not 
defective is so very 
small that we couldn’t afford to do 
otherwise. 

“To have an adjustment clerk and 
to do the corresponding necessary 
in rejecting tools not actually defec- 
tive would cost a great deal more 
than to operate as we do.” 

Gigned) C. R. SWISSHELM, 
Sales Manager. 

Crescent Tool Co., 

Jamestown, N. Y. 





Cc. L. SWISSHELM 


Rather Stress Quality 


66 ‘E are not using the word 

guarantee in our selling of 
merchandise here, but tell our pa- 
trons that any quality article that we 
sell that shows a defect we will re- 
place, with just a small charge for 
the use they have had with the article 
to be replaced. We have found this 
very satisfactory to both ourselves 
and our customers, having very few 
replacements to make, and have no 
trouble with our manufacturers and 
jobbers.” 

(Signed) GEO. E. EBERLIN, 
Hermann, Mo. 
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Very Gravely Abused 


66 ONCERN- 
ING the 
guarantee of small 
tools, would say 
that we have given 
this considerable 
thought and have 
been unable to de- 
cide definitely. in 
our own minds 
whether or not it 
would. be better to GEO. W. SKIDMORE 
absolutely with- 
draw this guarantee altogether or to 
continue the system in existence at 
present. We realize that this guar- 
antee is very gravely abused every 
day, and we have propositions of 
this kind staring us in the face al- 
most daily. 

“It is our candid opinion that if 
this guarantee was withdrawn al- 
together and a reduction made in 
the price of guaranteed tools in pro- 
portion to the per cent of goods that 
are replaced, and the trade were 
educated to the fact that there was 
no guarantee, we feel that within a 
short time we should be operating 
with less difficulty and less dissatis- 
faction. For example, we have re- 
cently had returned to us four axes 
of the very best brands made in this 
country, and three of the four 
showed plainly that there was no 
defect whatever, and that there was 
no just claim for replacement. But 
the question with us, what shall we 
do with a claim of this kind? 

“We should be glad to see this 
question discussed by you and also 
by other merchants of the country 
concerning the abuse of the guar- 
antee.” 

(Signed) GEO. W. SKIDMORE. 
President. 
Skidmore Hardware Co., 
Elizabethtown, Ky. 





Sees Two Classifications 
66 PN small tools 


there are 
two classifications. 
First, there are 


those making pro- 
duction tools, such 
as reamers, drills, 
emery wheels, hack 
saws, taps and dies. 
To our way of 
thinking it would 
be very difficult 
for manufacturers 
of this class to give a complete guar- 
antee and replace every tool on which 
there is a complaint, regardless of 
its condition. They must take into 


PAUL P. IRVIN 

















consideration the method and con- 
ditions under which the tools are 
used in the many plants throughout 
the country. We believe that it 
would be necessary for the manu- 
facturers in this group to handle 
separately each case, and simply 
guarantee their tools for material 
and workmanship. 

“The second group is composed 
of manufacturers of hand tools, and 
we feel that this group could more 
nearly come to an agreement on a 
uniform guarantee. Hand tools are 
bound to be abused by the consumer, 
and the manufacturer should take 
that point into consideration when 
making the tools. We do not think 
that this abuse is always inten- 
tional.” 

(Signed) PAUL P. IRVIN, 
Sales Manager. 

Bemis & Call Co., 

Springfield, Mass. 





A Big Problem 


¢69fN regard to abuse of guarantee 
on tools: We, of course, in com- 

mon with other manufacturers, know 
that this privilege is badly abused, 
but how to overcome it is a problem. 
“The difficulty starts with the con- 
sumer in the first place, and the re- 
tailer is the first victim. It may be 
that the retailer sells a supply of 


tools to one of his largest dealers, a | 


contractor, and within a few weeks 
or months some of these tools are 
brought back and claimed to be de- 
fective. The trouble may have been 
that the tools were in the hands of 
incompetent men who abused them. 
The buyer knows as well as anyone 
that he is not entitled to replacement, 


| but is willing to take a chance on 


putting it over. The retailer also 
knows that the customer is not en- 
titled to replacement; that the qual- 
ity was all right, and that abuse was 
to blame for the failure of the tool, 
but rather than take a chance of 
offending his good customer and 
maybe losing his business, he passes 
it on to the jobber, and for the same 
reason the jobber passes it on to 


the manufacturer, who is the man | 


that finally carries the bag. 
“In the meantime, there has been 
a lot of money lost in correspond- 
ence, and the final upshot of the mat- 
ter is that the manufacturer re- 
places the tool or gives credit for it, 
and stands the loss. The whole pro- 
cedure is wrong from the begin- 
ning.” 
(Signed) H. W. CoNARRO, 
General Manager. 
Warren Axe & Tool Co., 
Warren, Pa. 


Guarantee Creates Trouble 


| 66 E do not 

think very 
much of the guar- 
antee on any line 
of hardware. 
Think it creates 
more trouble for 
the retailer and 
jobber as well. 
There are so many 
people who do not 
know what a guar- 
antee means. For 
instance, they take an axe and drive 
it in a log with an iron or steel 8 lb. 
hammer, and break the axe. They 
could not expect anything else, but 
they bring it back to the hardware 
store and want a new one, and him 
knowing from all signs which has 
happened, but if he doesn’t replace, 
there is a dissatisfied customer. 
This is not justice to the hardware 
man or jobber or manufacturer ei- 
ther. We are a small retail hard- 
ware firm, but don’t believe in guar- 
antees. In fact we do very little, 
while we handle a number of lines 
that carry a guarantee. This is only 
our view. We may be wrong. Would 
like to know some more opinions on 
same.” 

(Signed) F. C. ANDERSON. 


Cumberland Hardware Co., 
Harlan, Ky. 





F. C. ANDERSON 





A Retailer’s View 


we i believe 
that this 


practice has been 
going on for some 
length of time by 
the manufacturers 
as well as the job- 
bers on the private 
| brands, and believe 
| it will be very hard 
'for the retailer to 
| change this in any 
way as long as the 
tools are guaranteed to be made of 
first class material. 

“We find that we get very few 
tools returned to us that are really 
abused and do not show any defects, 
with the exception of pocket knives 
which are sold with a guarantee and 
returned as defective. We find that 
the pocket knives have either been 
abused or the customer does not 
know how to sharpen same to put a 
proper cutting edge on the blade.” 

(Signed) A. F. MEIER, 
Vice-President. 


L. F. Wolf Co., Mt. Clemens, Mich. 








A. F. MEIER 
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Window displays of builders’ hardware, such as this one, are helpful to the firm of James & Hawkins, Inc. 
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Our Builder’s 
Hardware Man 


Sells Ideas 


By Edward Denecke 


Sales Manager, James & Hawkins, Inc., 
Jamaica, N. Y. 


HERE are two ways to con- 
duct a builder’s hardware de- 
partment ! 

You can build up a very large vol- 
ume of, business on a price basis 
alone. Outbid all local competition. 
Participate in many speculative jobs. 
At the end of the year you find small 
if any profits and probably a large 
number of almost dead accounts to 
collect. 

Or you can do as we try to do. We 
are building a permanent and profit- 
able business among recognized legit- 
imate builders, contractors and archi- 
tects. This plan does not build a tre- 
mendous volume quickly, but it does 
enable us to realize a profit on this 
denartment. 

The basis of our sales plan is that 
our outside salesman sells ideas and 
the store furnishes the hardware. 
Harry Smith is our man. He has 
cultivated the friendship and confi- 
dence of the architects. He usually 
meets the man who will own and live 
in the proposed home. He has be- 
come an asset to builder and con- 
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tractor. He is actually invited to work 
on some jobs. 

Harry has studied builders’ hard- 
ware. He works with architects, sur- 
veys their plans and instead of push- 
ing a price bid quickly at the prospect 
he outlines an outfit of hardware 
which will harmonize with the archi- 
tectural principles in the design. He 
suggests the extra touches which 
complete the architects’ work and 
then proceeds to list the COM- 





PLETE hardware inside and out for 
the building. 

_ When Harry does make a price, 
it includes coat hangers, closet hooks, 
window fasts, and every piece of 
hardware needed. The building trade 
in our territory has learned that a 
James & Hawkins schedule means a 
complete outfit without expensive 
extras when the job is partially in- 
stalled. They know also that we 









check each order carefully; will de- 
liver the goods as needed and will 
seldom send left-handed door locks 
when right-hand ones are needed. 

Harry carries half.a dozen: satn- 
ples in his car and complete®cata- 
logs of the hardware wé"tarry.. He 
also has oyr special builders” hard- 
ware specification sheets to work 
with when he goes on the job. 

In other words he can give the 
prospect immediate complete service. 
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Schedule of Practical Discounts 
Schedule of Practical Discounts and Their Equivalents—i.e., certain “off” per- 
centages figured “on” to make calculations quicker and easier. 

Take gross amount of invoice, glance down this sheet and see which of the 
discounts and equivalents you need to use, and multiply the invoice by the “on” 
figure to give net invoice; example: 

“Invoice, gross, is $100.00; less 75—35—10—5%; $100.00 times 13.894% 
gives you $13.89 net for the invoice”; because 75—35—10—5% off equals 13.894% 
on. Etc., ad infinitum. 

10—5% off equals 85.5 on 52—30 off equals 33.6 on 
10—5—5 . 81.225 on 60—5 - 38. ” 
12144—10 i _— 60—10 ‘ 36. n 
15—10 i 76.5 rs 60—10—5 34.2 ri 
1744—5 . a 78.375 “ 60—10—10 e 32.4 " 
20—10 - 72. * 60—10—10—5 _ 30.78 “ 
20—10—10 os 64.8 = 6014—25—5 . 28.142 “ 
20—25—5 x6 57. 3 64—25—5 5 25.65 “ 
20—50—10 si 36. if: 67144—15 a 27.625 “ 
23—25—5 pe 54.862 “ 69—25—5 os 22.09 “ 
25—10 i 67.5 i 70—5 - 28.5 n 
25—10—10 = 60.75° “ 70—10 ” 27. sg 
25—10—714 62.44 “ 75—10 2 22.5 
25—20 Fs 60. ee 75—10—10 7a 20.25 “ 
25—25 < 56.25 “ 75—25 1s mae CU 
30—10 " 63. = 75—25—20 ¥ 15. - 
30—15 = 59.5 “y 75—25—20—5 8 Se 
33—25—5 os a 75—35 <a 16.25 “ 
38—14,—7T14 a 61.667 “ 75—35—10 C 14.625 “ 
33—14,—10—10 “ 54. ss 75—35—10—5 = 13.894 “ 
338—14—10 (3 60. y 75—30 a 17.5 se 
33—14,—25 *  * 75—30—10 . 15.75 “ 
34—25—5 ‘= 47.025 “ 80—10 e 18. 
35—5 my 6.76 “ 80—10—5 ne 17.1 is 
40—5 7 57. ¥ 80—10—10 e 16.2 = 
40—10 r 54. 80—20 Pe 16. ot 
40—20 = 48. e 80—40—10 2 10.8 ” 
50—5 5 47.5 ” 85—10—10 - 12.156 “ 
50—10 ™ 45. = 85—5 3 14.25 “ 
50—10—5 “i 42.75 “ 86—10 oy 12.6 2 
50—5—10 “i oe “ 86—10—5—-244 _“ 11.681 “ 
50—20 40. ¥ 87—10 a 11.7 in 
50—20—10—5 34.2 87—10—5 “ 11.115 “ 
51144—25—5 se 34.556 “ 87—10—5—244 “ 10.837 “ 
52—20 si 38.4 “i 90—10 . 9. ay 
Prepared by Frank Cheney, Auditor for the Noojin Hard- 
ware & Supply Co., Huntsville, Alabama. 
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One of the modern displays of high grade tools by Jas. L. Wilson & Sons, Buffalo, N. Y. On the opposite page are the 
open display tables featuring the price-class of merchandise 


Craig Wilson is Modern in His 
Tool Merchandising 


Meeting the demands of 1928, both quality and price are catered 
to. Display and comparison prove to, be the main factors in the 
success of this Buffalo store in selling tools. 


very well the limitations of 25 cent hammers, 15 

cent chisels, 60 cent saws and other cheap hand 
tools. Also, being a good merchant, he recognizes that 
present-day competition and the current market for hand 
tools requires that Jas. L. Wilson & Sons, Buffalo, N. Y., 
stock and display these very tools with their limited ser- 
vice values. He knows that the mechanic, a quality 
buyer, will continue to demand better tools and so he has 
the good tools handy to the open-top display tables, which 
show the cheaper grade numbers. Craig knows also that 
changes in building methods have displaced the mechanic 
as his largest tool customer and that the home mechanic 
or householder, handy man and car owner are his biggest 
tool buyers today. So he makes it easier for the amateur 
mechanic to buy and at the same time it makes it easier 
for his sales staff to turn cheap grade tool customers into 
quality buyers. The deadly comparison possible with his 
present store arrangement turns the majority toward the 
better grade merchandise, at the same time those wanting 


Brey a good hardware man Craig Wilson knows 


low-price tools are also- served. In other words, Craig 
has met the conditions of 1928. 

Craig is vice-president of the firm and its active exec- 
utive. His brother Roy is president and has charge of 
the company’s large plumbing business, but that is an- 
other story, so we'll let Craig tell us about his merchan- 
dising policies with tools: 

“When we were planning our new store,” he says, “the 


" hardest battle our store engineer had was to sell Roy and 


I the idea of displaying quality tools without glass doors 
to prevent theft, dust and rust. Impressed finally by the 
experiences of other merchants who had done the same 
thing, we gave in, but were actually a long way from 
being convinced. Our experience in a year, however, 
proves that any increased theft is negligible, and that 
the extra effort necessary to keep the tools clean and 
shiny is time and effort well invested as our tool sales. 
have increased materially. 

“Our quality tools are displayed in a special Heller tool 
cabinet. Nearby on three open-top display tables are a 
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few smaller size quality tools and our complete stock of 
the cheaper grade items of this department. For the 
purpose of comparing values in the two price depart- 
ments this arrangement is particularly efficient. It per- 
mits us to show both groups and prevents the criticisms 
that we are high-priced robbers or that ours is a junk 
shop. We can appeal to both groups of tool buyers. 
“Today with tailor-made houses the carpenter does not 
require or buy the assortment of tools he needed ten years 
ago. That has meant a loss of sales, which all dealers 
felt. However, the cost of professional mechanical ser- 
vice has reached a point where the householder has found 
it more economical to furnish himself with tools and to 
do much of his own repair work. The ma- 
jority found this practice first an economical 
desirability and then a fascinating and 
profitable pastime. Today there are more 
handy fellows making things than ever be- 
fore. Manufacturers are furnishing “how to 
make it” plans which enable even the novice 
to build useful articles with tools. This gives 
us sales on both the plans and the tools. 
“Frequently the first inclina- 
tion of these handy fellows is to 
equip themselves with tools at a 
price. Often their first inquiry 
will be: ‘How much is a saw, a 
hammer or some other tool? 
They have price in mind so 
we show them our assortment 
of cheaper tools. Sometimes they 
are entirely satisfied and will not 
be interested in good tools. But 















tools for comparison. Though we don’t high-pressure 
them, we do emphasize that buying quality hand tools 
is a better investment than the purchase of cheap. ones. 
Let a prospect handle a cheap hammer, then a good one; 
feel a cheap saw, then a good one, and so on down the 
line, and your sales will tavor the quality lines. 

“When giving the prospect the quality item you can 
help the sale appealing to his vanity, suggesting: ‘You 
can appreciate the better workmanship, materials and ser- 
vice of these better tools.’ Of course, some shrug their 
shoulders and insist on the cheap grade. In that case 
you must serve their wants, but this plan of ours has 
been successful and we recommend it to others. 

“Aside from the comparative features we 
find that the open-top display tables stimu- 
late many sales from people who did not 
come in primarily for tools. Many express 
surprise that we carry a 25 cent hammer. 
They tell us so, saying they thought we 
were so very high priced. Such a situation 
is usually a golden selling opportunity. We 
tell them: ‘Certainly we can sell you cheaper 

tools but we consider it our 
duty to serve you with quality 
merchandise, which will give 


ET a prospect handle a 
cheap hammer, then a 
good one....and your per- 
centage of sales will favor 
the quality lines. These 
open top display tables pro- 
vide the medium of com- 
parison for the tool buyer. 








in a majority of cases we can 
show them the price grade items 
and then offer them the better 








They also supply a strong 
incentive to shopping around 
the store for other purchases. 
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Recent window display of E. M. Bush Hardware Co., Evansville, Ind. N. R. 
of this business. The display features some of the tool products of Evansville Tool Works, 


better and longer service. We believe you want the 
better grade tools but are able and pleased to furnish 
the lower price lines if you really wish them. This 25 
cent hammer is well worth the money, is good value at 
that price but does not compare with our dollar and 
dollar-fifty lines. Compare this quarter hammer with 
this one at a dollar fifty. You can see the difference. 
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H. A. Director 8. G. Bartel is one of the owners and the active manager 
Evansville, Ind. 


From an investment standpoint you will save on the 
better one. It will outlast many of the cheaper grade. 
“Naturally we do not register 100 per cent on this 
plan but our increased tool business and our percentage 
of sales in the better qualities convinces us that this 
policy is sound merchandising.” 
All tools in the Wilson store are clearly price-marked. 


What Do Sati Really Want? 


By H. Addington Bruce 


When Bill Heaton, fresh from college, entered the 
employ of a large manufacturing company, he took with 
him not only the good wishes but the confident expecta- 
tions of a host of friends. Their prediction was: 

“Bill will do well. He has brains and he has person- 
ality. He will go ahead fast.” 

Up to a certain point Bill Heaton did make good. 
Then, to his disgust, promotion began to lag. He saw 
men he regarded as his inferiors in intelligence given 
executive posts while he remained a salesman-—adequate- 
ly paid, to be sure, but distinctly not progressing. 

The company, Bill angrily told himself, was playing 
favorites. He sought and obtained work with another 
concern. It was the same story, and still the same when 
he made a third change. One day, swallowing his pride, 
lie took counsel with a candid friend. 

“It’s very simple,” the friend advised him. “The 
whole trouble, Bill, is that you merely think you want to 
progress, whereas you really want something else. 

“What you really want—and what your earnings enable 
you to have—are golf and the theater and bridge and an 


automobile, a generally easy and comfortable existence. 

“These are the things that claim all your leisure, show- 
ing that they are the things you really want. 

“It isn’t too late to change your wanting. Do that, 
and it won't be long before you have less reason to pity 
yourself for the way you are held back by the men you 
work for.” 

Bill, being sensible enough to act on the hint thus 
bluntly given, events soon justified its soundness. No 
end of men need only act on a similar hint in order to 
progress amazingly. 

The business world, to put it plainly, abounds in work- 
ers whose failure to achieve is owing almost entirely to 
their failure really to want to achieve. They have the 
intelligence, but their wanting is for things rather than 
for achievement. 

Desire to achieve, real resire to achieve, breeds power 
to achieve if only because it holds one fast to study, 
planning, reflection and other mental activities that alone 
make achievement possible. 
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Accessories Bring Auto Tourists 


HERE is a seemingly never-ending stream of 

motorists headed your way. Spring is here and 

the call of the road is insistent. Will you get your 
share of the money that will be distributed along the 
highways of the nation this summer ? 

There is a greater tendency among motorists today to 
plan their trips to definite places—interesting outings 
for the family. Places of historic interest enjoy a good 
deal of this business, and you, too, may attract the mo- 
torist and his family to your community. 

If your town has no outstanding association with na- 
tional events of the past, it has its own points of interest. 
and you can capitalize them if you will give them a little 
thought. The merchants and the chambers of com- 
merce in cities, towns and villages that mark these his- 
toric scenes are, of course, very active in advertising 
them, and here is the example for the less famous com- 
munity. 

Good-looking signboards that do not obstruct the 
view along the highway should advertise the fact that 
the motorist is now entering “Yourtown,” where there 
are ball fields, bathing places, motor camps, hotel accom- 
modation or any other attraction that may be available. 
Of course, the fact that your hardware store is ready to 
serve the motorist with a line of dependable accessories 
should be included in these signs. 

Directional signs are a great help to the motorist and 
may be so arranged that they will not end up at the 
town pump but somewhere in the vicinity of your cash 
register. These signs should be placed at crossroads for 
several miles around, directing traffic your way. See 
that such signs are well done, readable at a glance, and 
that they give the impression of an up-to-date and mod- 
ern store. 


When the motorist arrives at the hardware store a 
little attention to the comfort of Mrs. Motorist and the 
girls—a rest room in a convenient location in the store, 
good drinking water handy, etc., will not turn them away 
from the attractively arranged items of household or 
gift hardware. Mr. Motorist will appreciate the cour- 
tesy, too, and in addition to the need of the moment may 
be receptive to your suggestions that you can supply 
him with a set of real honest-to-goodness he-man tools 
for the car. An interested check-up on the tires, lamp 
bulbs, and other needs of the visiting motorist will usually 
be productive of a good average of sales. 

Your problem being to bring the trade your way, you 
cannot do better at this time than to exploit the natural 
advantages of “Yourtown“ and add to them all the im- 
provements possible. 

In addition to the tourist trade, much accessory busi- 
ness is being derived from the motorization of farms. 
Trucks and tractors are rapidly becoming familiar sights 
in the rural districts, and as the farmer has always been 
a customer of the hardware store, this will mean more 
accessory sales for the hardware merchant. 

Garages are among the best customers of many hard- 
ware store accessory departments. Over 50 per cent of 
the garage repair shops specialize on no particular car 
and therefore find it impossible to carry the parts for 
every make of car that may visit the garage. Indeed, 
those who do specialize on a few makes do not always 
carry all accessories and the hardware man can get this 
business which is usually obtained by solicitation. 

The modern hardware store carries automobile acces- 
sories strictly as merchandise, without installation, and 
finds it profitable on that basis. 





——~This window featuring small items of interest to the motorist was used by Treat Hardware Co., Lawrence, Mass. 
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Why Polish Shovels? 


With One Exception These Readers Agree That As 
Black Goods Cost Less and Wear Longer the Polish- 
ing of Shovels Is a Needless Expense and a Doubtful 


Expensive and Non-Essential 


- E agree with you that pol- 


ishing shovels is not only ex- 
pensive but non-essential. Black 
goods will last longer, and why do 
what use will do in a few days, and 
will do it without cost? 

“The standardization of shovels, 
to carry black or natural finish on 
the regular line, will save money to 
manufacturer, jobber, dealer, and 
consumer. 








WM. T. KELLY 











“To grind or polish shovels is 
costly to the manufacturer and in- 
jurious to the worker; at the same 
time weakens the blade. Black or 
natural finishes mean smaller inven- 
tories to jobbers and dealers, and 
will give the consumer a better shovel 
for less money. A practice that is 
uneconomical should be changed.” 

(Signed) W. T. Ketty, 
Warren, Pa., 
President, Pickett Hardware Co. 





Polished Shovel Attracts Eye 


*“*y HAVE a very decided opinion 
about the polished shovel as 
far as a retail store is concerned and 





Asset in the Sales End 


that is that a polished shovel attracts 
the eye and I am sure that in retail- 
ing I could sell ten polished shovels 








H. A. CORNELL 











to one black one, at 25 cents advance 
for the polishing. Of course this 
would not apply where you were 
selling shovels by the dozen to the 
contractor.” 
(Signed) H. A. CorneE Lt, 
Newark, N. J., 
General Manager, Ludlow & Squier 
Co. 


Expense Not Justified 


- E do not know of any good 
reason why shovels should 
be polished. 

The polished shovel makes a nicer 
appearance in the show room but we 
do not believe the additional expense 
is justified in merchandise of this 
kind. 

“We are heartily in sympathy with 
the simplification program as car- 
ried out by the Division of Simplified 
Practice of Department of Com- 
merce.” 

(Signed) R. O. Roserts, 
Rochester, N. Y., 
General Manager, Weed & Co. 


A 














Unpolished Sell Readily 


‘67 AGREE with the editorial 

‘Why Polish Shovels?’ I do 
think that they will sell just as read- 
ily, cost less, and answer the pur- 
pose 99 times out of a 100, to say 
nothing about double stock, heavier 
inventory, etc.” 


(Signed) H. W. Morss, 
Meriden, Conn., 


Treasurer, Connecticut Hardware 


Co. 








H. W. MORSE 











Van Agrees Fully 


** HAVE read your article, ‘Why 
Polish Shovels.’ 

“T fully agree with all your argu- 
ments against the practise and will 
gladly cooperate toward its discon- 
tinuance. In fact, we handled some 
unpolished shovels but found that 
they did not sell so readily because 
of their unattractive appearance. I 
am convinced, however, that it would 
not take long to educate the con- 
sumer if we all had the one kind 
only. 

“T think you are making a good 
start toward some real constructive 
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MARTIN VAN DUSSEN 











work. Hope you will be able to go 
farther with it.” 
(Signed) Martin Van Dussen, 
Rochester, N. Y., 
President, New York State Retail 
Hardware Ass'n. 








ROBERT RUSSELL 




















Why Indeed Says Bob 


~" AVE read ‘Why Polish Shov- | 
els? Why, indeed? We | 
agree absolutely and have been 
preaching this thought for many 
years.” 
(Signed) Ropert Russet, 
J. Russell Co., 
Holyoke, Mass., 
Vice-President, New England Retail 
Hardware Ass'n. 


Polish Only Moulders’ 
Shovel 


*67T\HERE is no good reason for 

polishing any but moulders’ 
shovels. The hardware trade has 
simply got into the habit of dealing 








in polished shovels, and all efforts to 
educate them to buy black finish 
shovels will probably be unsuccessful, 
unless all the shovel manufacturers 
get together and agree not to furnish 
polished goods any more. 

“It is to be greatly regretted that 
such concerted action has not been 
obtainable thus far.” 

(Signed) E. W. McCarty, 
New York Office, 
Skelton Shovel Co., Inc. 








E. W. McCARTY 








W. B. MARTIN 








a. 














Mayor Moreau Agrees 


E all agree that it does not 
add to the quality of the 
shovel nor to its efficiency, but it is 
nothing more than a question of ap- 





ARi:HUR E. MOREAU 


pearance, and if that is the case, why 
not discontinue the expensive labels 
and high finish on the handles which 
necessitates costly packing ? 

“I am certainly in favor of cutting 
down all unnecessary waste in manu- 
facturing as well as selling, and this 
is certainly one.” 

(Signed) Artuur E. Moreau, 
Hardware Mayor, Manchester, N. H.., 

and president New England Hard- 

ware Dealers’ Assn. 











Sells Only the Black 


*SC\OME time ago we discontinued 


the purchase of any shovels 
other than the black, which we sell 
to the contractors, industrials and 
construction people. We have found 
that they really prefer the black 
shovels for the reason that the polish 
on a shovel, while it might add to the 
attractiveness of it so far as looks, 
yet it really weakens the tool. We 
have found no difficulty whatever 
with that line of trade. 

“We have been purchasing a 
small percentage of shovels in the 
polished shovel for the retail sale, i.e., 
to the individual purchaser. We 
have found that there is a percentage 
of these purchasers who are in- 
fluenced by the finish of a tool rather 
than the quality of it, and to accom- 
modate these individual purchasers, 
we carry in stock a few of these 
polished tools. 

“We do not feel that the finish is 
essential, and if all the purchasers 
would discontinue the practice, there 
would be no call, and it would re- 
duce the cost all along the line. 

“We do not wish to leave an im- 
pression that a highly polished tool 
will not sell to the individual buyer 
in preference to the unfinished tool, 
but as applies to shovels, we are of 
the opinion that they could all be 
sold in the black. 

“Manufacturers advise us that 
there is one exception and that ap- 
plies to drain and ditching spades, 
which are always furnished in the 
polished finish.” 

(Signed) W. B. Martin, 
Mansfield, Ohio, 
President, The Martin Hardware Co. 
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Window displays handled effectively not only attract attention but arouse an interest in the store and its goods 


Springtime and Steel Goods | 


Nat Wylie of the Steel Hardware Co., Wichita, Kan., tells how 
window displays make immediate sales. 


HE poet finds romance in everything—the hard- 

ware business included, if ever he chances to come 

in contact with it—but a layman’s viewpoint differs 
slightly ; he must be attracted and the main way to bring 
this about is to “show him.” 

Timeliness in showing of hardware counts as it does 
in other lines of merchandising. Springtime offers the 
hardware merchant an opportunity to increase his reve- 
nue and at the same time contribute to the civic welfare 
of his home city. If a hardware merchant encourages 
buying of garden implements, the buyers use those im- 
plements to beautify their premises; and the result is 
evident in the general appearance of a community of 
well-kept flower gardens and attractive vegetable patches. 

Right now with spring just around the corner, too 
much cannot be said as to the value of proper display of 
steel goods—garden tools. 

The advent of spring varies as to geographical loca- 
tion. It already is in full blast in some sections, is just 
arriving at others and will soon come to the remainder. 

The “early bird” saw is overworked, but applicable 
nevertheless in this instance ; and the dealer who provides 


an attractive display of garden tools at this time of the’ 


year will reap his share of the sales and resultant profits. 

As mother nature begins to discard her fur wraps and 
hegins to blossom forth in verdant splendor wearing 
-colors of vivid hues, the universe becomes imbued with 
“spring fever.” It makes some crave a comfortable 
place to recline; it saturates others with the desire to get 
out in the open air and exercise muscles that have been 
in hibernation beneath winter wraps. It is this class of 
citizen that wide-awake hardware dealers wish to at- 
tract. There is energy to spare, and an attractive hard- 
ware display will show this class of citizen how to work 


off his excess energy and at the same time beautify his 
property or provide home-grown vegetables for his 
board. 

Spring fever and winter accumulation of rubbish join 
hands in offering hardware dealers a wonderful oppor- 
tunity to swing a large business in tools his way by 
setting out an attractive display. 


Displaying Garden Tools 


To display steel goods properly, to my mind and ex- 
perience, is to place them in view amid a setting that 
will make them appear flesirable rather than “tools of 
torture.” A home owner will not purchase tools that 
look like they will cause him to work himself down in 
using them; but he will buy the tools if he is shown 
that the profits of his labors far surpasses the effort put 
forth in their attainment. Nobody wants to tackle the 
impossible and the atmosphere of the display must be 
such that the viewer will say to himself: “Well, look 
what I can derive from a little elbow grease and a good 
set of garden tools.” 

Merely filling a window with rakes, hoes, spades, etc., 
will attract attention, but will not tend to inspire pur- 
chases like a picture of a successful home garden, the 
plucked vegetable here, the growing greens there, and 
the implements with which they were cultivated neatly 
arrayed where they may be seen, but not too conspic- 
uously. 

Everyone loves a well-kept garden, yard or lawn, as 
the case may be. And to portray in a display of steel 
goods that neatness, that tidiness, or, in other words, 
that shipshapeness, which seems just a little bit beyond 
THE LAST YEAR’S GARDEN, or just a little more 
attractive than Neighbor Smith’s yard last year, wil! 
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bring forth a bounteous reward to the merchant who is 
able to strike this responsive chord in his window dis- 
plays. 


Window Displays Make Immediate Sales 


Window displays, handled effectively, not only attract 
the attention of the passerby but arouse an interest in the 
merchant’s store and his goods. Advertising buyers al- 
ways ask: “What is your circulation—how many people 
will see this ad?” They know that there is a certain 
percentage of sales coming their way out of every so 
many people who see an advertisement. The same holds 
true in window display advertising. The window that 
attracts the most people draws the most customers to the 
store to make purchases. 

An attractive window display is splendid advertisement 
in itself. Some merchants have found that an advertise- 
ment in a newspaper merely directing attention to a 
window display oftentimes brings a greater volume of 
sales than a straight ad describing the article for sale. 

In order to obtain profitable results, however, the 
display must have effectiveness, it must have the power 
to stop the passerby—and after the prospect has stopped 


the message must be delivered so interestmgiy that he 
will enter the store and buy the merchandise. 

It manifestly is impossible for any advertising medium 
to make sales to all who observe it, but the average 
hardware store can increase the effectiveness’ of its dis- 
plays by devoting a little more thought and perhaps a 
few more dollars to his showings. 

What is it that stops people on the sidewalk in front 
of a window display? It is the unusual—the “something 
different” atmosphere with a REAL, HUMAN appeal. 

The phctograph accompanying this article. was the 
opening display used by the Steel Hardware Co. of 
Wichita, Kans., for a spring steel goods sales campaign. 

“Atmosphere” was brought into this display by use 
of a brick wall and posts, neatly capped and painted to 
represent the brick. Little creeping vines extended over 
the walls, adding color to the rose-covered trellises. The 
figure, dressed in overalls, with a wheelbarrow added the 
realistic touch to the setting. 

The spring motif thereby was carried out to the eyes 
of the window shopper. It worked, for it started the 
ball rolling for an almost unprecedented spring garden- 
tool business—and that is the greatest test. ‘ 





What is it that stops people in front of a window display? 


It is the unusual, the real human appeal. 


Verified Retail Store News Notes 


Western 


Phil Yant has succeeded to the business of the Irwin Store in Mora, 

inn. 

Nordstrom & Sagness have taken over the business of the G. E. Elton 
in Sacred Heart, Minn. 

Joseph Sety is conducting the former Frank Chase & Co. business in 
Chewelah, Wash. 

Joe Hardenburg & Sons have succeeded R. D. Simpson 
Wash. 


in Oroville, 


8. C. Raynor is now conducting the Wallingford Hardware & Paint 
Co., 1916 N. 45th St., Seattle, Wash. 

F. H.: Zahrt, proprietor of Fox River Hardware Co. announces the 
company’s new location, 410 W. College Ave., Appleton, Wis. 

E. B. Schumacher & Son are conducting the Schumacher & Lambrecht 
business in Merrill, Wis. 

Schneider-Uttermark Co. in 
Schneider of that place. 

Baldwin Lumber & Hdwe. Co. of Bridger, 
branch store in Columbus, Mont. 

P. W. Schmitz recently succeeded Schmitz & Barnes of Sparta, Wis. 

John E. Farley has taken over the business of J. S. Farley in 
Milbank, S. 3 

Siversen & Kjos in Wyndmere, N. D., have succeeded G. O. Haugen. 

J. C. Frandsen of Dalton, Neb., has added a line of hardware. He 
also conducts a retail drug store. 

L. W. McNatt has succeeded the Carhart Hardware Co. in Wayne, Neb. 


Oconto, Wis., has succeeded Frank 


Mont., recently opened a 


Central 


Ashland 8045 «S. 


J. Gedl, recently opened the Hardware store at 


Ashland Ave., Chicago, III. 

Wartena Hardware & Electric Co. of Leroy, IIl., 
Micheals of that place. 

M. Schaad & Co. have.taken over the business of H. Harrison & Co. 
in Princeville, Ill. 

The Atlanta Hardware Co. has recently been incorporated at Atlanta, 
Ind. 


has succeeded L. L. 


Holmes Hardware Co. is conducting the business of H. H. Crawford 


in Mitchell, Ind. 

Wasson, Whalen & Wood are the successors to the Westport Hardware 
Co. in Westport, Ind. 

Flaskerud & Korbel of Calmar, Iowa, are successors to Wessels Hard- 
ware Co., Calmar. 
Schuenke business in 


Dewey Reifsteck is the owner of the W. F. 


Calumet, Iowa. 
John Gard of Early, 
. H. Lowe has opened a retail store in Mt. Vernon, Iowa, succeeding 
R. W. Patton. 


R. W. Patton has moved to Marion, 
and has opened a retail store. 


Bracken Hdwe. Co. in Beloit, Kan., succeeds N. E. Blood. 


lowa, has succeeded Oscar Matt of that place. 


Iowa, succeeding R. H. Lowe, 
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Again display is the answer to the problem of a hardware merchant. This is the equipment of Paul & Post, Washington, Pa. 


Paul & Post Slashed Overhead 
and Added $12,000 


In the face of a coal strike and the probability of hard times, Paul 
& Post of Washington, Pa., went in for improved equipment and 
better methods. They won. 


ECAUSE Paul & Post Hardware Co., Washing- 
ton, Pa., tried two experiments in 1927 the year 
closed showing two decisive gains—one, a clean 

25 per cent improvement in cash business, and the other, 
12% per cent more volume. And both were in the face 
of a coal strike in the district and hard times among 
farmers as a direct result of the strike. 

These ingenious merchants I. E. Paul and F. B. Post, 
came to a decision to try the experiments after the prob- 
ability of the strike became a certainty. Where and 


how to slice overhead; how to go through a coal strike © 


and come up smiling; what expedients to use—such 
questions as these stung them to try something. They 
did; they set themselves to cut selling overhead in two 
places, in the store and in the homes of their customers. 

Selling overhead depended upon the time it takes to 
sell hardware items. The time required was contingent 
upon the number of minutes it takes to display goods 
to an inquiring customer plus the number he consumes 
in arriving at a decision. 

A third element introduced itself into the calculation 
before they got far in their inquiry; that was returns 
from floor space. How to get more dividends from each 


square foot of floor and how to cut selling time—three 
problems in one. 

“We visited several modern storerooms, such as 
Walmer’s at Wilkinsburg,” stated Paul, “and after a 
couple months of visiting and figuring, we decided that 
the old space-eating counters had to go, and other things, 
such as step ladders, the usual piles of new buckets, and 
all the unnecessaries that formerly cluttered up the back 
of this room, likewise.” 

To make a long story short, in the places of those 
things that went out and down there are today classy 
wall cases and eighteen conveniently low open-display 
tables, with trays and large price tags—hundreds of 
hardware items now out where customers can find them 
and examine them without consuming salesman time. 
That is not all; other hundreds of articles hang on the 
walls in easy reach of customer hands and eyes. 

“If they can’t find what they’re looking for, we'll 
show them, but we have made it as easy as we know 
how to find most of the things they want when they 
come in here,” is the way they explain it, and they talk 
like men who were never more serious in anything. 

After a year they declare that customers are making 
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examinations and coming to decisions hundreds of times 
without loss of a second of salesman time. Checks are 
kept on such sales. Amounts of $5 are common. There 
are other amounts of $10, $12, and $15. These are the 
results for which they experimented. 

In order to stimulate buying of this type they put 
themselves rigorously to the problem of making those 
displays, both wall and table, as interesting as it is 
humanly possible to make them. To that end they are 
alert to pick up hints and other indications that point 
the way. In fact, certain articles are put on those tables 
for the express purpose of attracting attention, and they 
are accomplishing the thing Paul & Post set out to do. 
Five hundred dollars in extra 
cash per month is the meas- 
ure of the success of the 
experiment besides a consider- 
able share in the added volume 
for the year. 

The second experiment was 
along the same line. It car- 
ried into homes of customers 
and others pictures of the 
articles in the wall and table 
displays with prices as con- 
spicuously printed as those on 
the tags. Printed descriptions 
supplemented the pictures. 

Again the idea was as in the 
other—to give shoppers time 
to examine and decide without 
consuming clerk time. Two 
thousand 11 by 8 folders, 
eight sides in all, fully printed with pictures, descriptive 
matter and prices are sent into as many homes monthly. 
The cost is $50. The return by actual check is $500 
monthly. . 

The folder is the open display idea, carried to the 





I. E. Paul 


family fireside, where the pictures may be studied at 
great leisure; the descriptive matter and prices likewise. 
That families are doing it, there is not an iota of doubt. 
In passing it is pertinent to say that many families are 
new to Paul & Post, the names and addresses having 
been obtained from the office of the County Commis- 
sioner. 

“They call us up and say to send out the article so-and- 
so, shown at the upper left-hand corner page so-and-so, 
the middle, or wherever. Others come in with the folder 
in their hands and point out the article they want. 
Evidently the picture and other printed matter supplied 
all the argument they required to make selection. For 
the rest. it was but a fraction 
of the time formerly used in 
making the sale,” is the sum- 
mary of both partners. 

After very careful check 
these merchants declare that 
the open display on the floor 
and the folder have increased 
the selling efficiency of a 
single - salesman _ threefold. 
They did not say that they 
had cut their selling force 
down accordingly. As much 
was implied. They did un- 
hesitatingly volunteer the in- 
formation that the next extra 
cash income per month is 
$1,000, on which the selling 
overhead is nearer the work- 
ing minimum than they antici- 
pated. It was a piece of experiment, a discarding of 
old conventions with more or less of toil and money 
outlay that brought pleasant surprises and promises of 
other reductions in merchandising overhead for Paul & 
Post in the future. 





F. B. Post 





Of Interest to Small Business Firms Seeking New Capital 


Investigations just completed by the Financial Section 
of the National Better Business Bureau should be of 
interest to small business organizations seeking addi- 
tional capital. 

When a large corporation is in need of refinancing it 
invariably utilizes the usual channels provided by invest- 
ment banking or stock brokerage firms in distributing its 
securities. 

When, however, a business of not enough importance 
to command the use of recognized security selling or 
distributing facilities, finds it desirable to achieve cor- 
porate status, or when a newly organized company is 
confronted with a financial situation, or when a mori- 
bund enterprise seeks resuscitation, recourse is naturally 
had to other available means. 

This situation has invited the development of what is 
known as the “front money” scheme, whereby a clever 
and none too scrupulous promoter purports to become 
the intermediary for raising new funds but in reality 
“milks” the legitimate business that enters into a one- 
sided contract in innocent good faith. 

The idea of “front money,” or an advance fee to be 
used by the “expert” in dressing up the project in need 
of capital and thereby giving it a “front” to appeal to 
investors, is suggested to company officials by means of 
advertisements, letters of solicitation, and personal calls. 

Through alleged channels for stock distribution and 
purported analytical and other departmental services 
whereby they promise to improve the company’s tech- 


nical financial situation, the men behind the “front 
money” outfit appear to offer all the avenues necessary 
for putting the applicant concern into a healthy financial 
condition. This work’ will be done after the all important 
contract has been signed, the consideration for which is 
usually as high as the men of the “front money” organi- 
zation believe they can possibly obtain. 

This contract is, in reality, little more than a receipt 
for the advance or “front money” fee, the “front 
money” concern being obliged to use only its “best 
efforts” in aiding the company. Later the “front money” 
experts induce discouragement by picking all sorts of 
flaws in the information given by the company when the 
contract was entered into. The character of the con- 
tract is then revealed as a one-sided agreement which 
completely discounts the “front money” concern’s 
assertion that it has a long record of successful financiai 
accomplishment behind it. 

In numerous cases handled by the Financial Section of 
the National Bureau concerns of this type have been 
unable or unwilling to divulge the names of organiza- 
tions to which their alleged “expert” service has been 
beneficial. To curtail exploitation of this type the 
National Bureau has developed a technique for com- 
batting this “front money” evil. 

Business men who are approached in this manner are 
invited to call on the Financial Section of the National 
Better Business Bureau for facts which may spare them 
both loss of money and corporate prestige. 
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National House Furnishing Mart 
Established in Chicago 


S. H. Danziger of the Chicago office, 
The Durham Mfg. Co., Muncie, Ind., 
together with several other men, has 
taken over the 11-story Furniture Exhibi- 
tion Bldg., 433 E. Erie St., Chicago, IIl., 
and will operate it as the National House 
Furnishing Mart. It is across the street 
from the Furniture Mart and is going to 
be used for National House Furnishing 
Markets and Exhibits in much the same 
way as the American Furniture Mart is 
being used by the furniture trade. 

Many prominent firms in the house fur 
nishing industry have taken space in the 
building and the exhibits are going to be 
held at the same time as the Furniture 
Market. The mid-summer show will open 
on June 25 and close on July 14. Outside 
of these exhibits which are going to be 
held twice a year, it will give all out-of- 
town manufacturers in the house furnish- 
ing line an opportunity to have permanent 
offices in the building. Only dealers will 
have access to the exhibits and there will 
be no retail sales. On the roof of the 
building will be established club rooms for 
the House Furnishing Association and the 


National Pot & Kettle Club, combined with | 


a restaurant. The National House Fur- 
nishing Mart will be a public building and 
have all facilities for buyer and manufac- 
turer. Twelve sample rooms, fully equipped 
for out-of-town buyers have been installed. 


Kokomo Pioneer Fence Sales 
Show Effect of Sales Campaign 


Several months ago the Kokomo Steel 
& Wire Co., Kokomo, Ind., merged with 
the Superior Steel Co., Indianapolis, Ind. 
The home office of the merged companies, 
under the composite name of the Conti- 
nental Steel Corp., is now maintained at 
Kokomo, Ind. 

The merger made possible a substantial 
increase in production facilities and the 
introduction of an extensive campaign for 


furthering the sale of “Pioneer” farm 
fence and other lines. The company has 
reported a noticeable increase in sales 


since the sales campaign was inaugurated. 

In answer to consumer inquiries, which 
are always referred to the local dealers, 
the company is giving a free handbook on 
Diversified Farming. The book contains 
many good ideas which the farmer may 
use to increase his earnings and, by prac- 
tical example, emphasizes the value of 
good fencing. 


Bryant Electric Co. Buys 
Hemco Electric Mfg. Co. 


The Bryant Electric Co., of Bridgeport, 


Conn., recently completed arrangements 
for the purchase of the plant, trade- 
marks, patents, and processes of The 


Hemco Electric Mfg. Co., of Bridgeport. 

The Bryant company has been making 
wiring devices for more than 40 years, 
and its line has grown from 10 devices 
in 1888 to over 4000 different products 
in 1928. Its plant is one of the show 


acres of ground. 

The Hemco company has been manufac- 
turing for many years molded sockets, 
plates and other composition parts for 
electrical purposes, and originated Phenolic 
molded wiring devices. 

li is the plan of the Bryant company 
to expand and develop this line, and Hemco 
stocks will be added -to the Bryant stocks 
at Bridgeport, Chicago and San Francisco. 





Metal Ware Corp. Advances 

W. S. Marvin—Moves Sales 
Office 

Walter S. Marvin, who for the past two 


years has been general sales manager of 
the Metal Ware Corp., was_ recently 








W. 8S. MARVIN 


appointed vice president and general man- 
ager. While Mr. Marvin has not been 
with the Metal Ware company for many 
years, his connection with the electrical 
industry has been a long one. 

On April 1 the general sales offices of 
the company were moved from Chicago, 
Ill., to Two Rivers, Wis., where the fac- 
tory is located. 

P. C. Cloyd has been placed in charge of 
the Chicago office in the Conway Bldg., 
111 West Washington St., which will be 
maintained as a district sales office. 





| Maytag Salesmen and Dealers 
| Hold Dist. Meeting at Racine 


A district conference in the form of a 
dinner meeting was held recently in Ra- 
cine, Wis., by salesmen and dealers of 
The Maytag Co., Newton, Iowa. Plans 


Maytag company representatives, which 


will be held in Racine in May. 


convention. 

Talks were given by various dealers 
present. C. W. Hubbard acted as toast- 
master of the occasion. The next district 
meeting will be held in Kenosha, Wis. 








were drawn up for the state meeting of | 


places of Bridgeport, occupying over five | Midland Division of National 


Lamp Works to Move 


A. H. Meyer, general manager of the 
Midland Lamp Division of the National 
Lamps Works, Nela Park, Cleveland, 
Ohio, announces that on May 1 his divi- 
sion will move from its present location 
at 625 South Wabash Avenue, Chicago, 
Ill., to larger and more commodious quar- 
ters in the newly completed Adams- 
Franklin Building at 22 West Adams 
Street, Chicago. 

The illumination of the new Midland 
offices and demonstration rooms will be 
an example of the best in modern light- 
ing. Different rooms in the suite will be 
lighted with different designs of fixtures 
in order to portray a variety of ideas. 
Friends and customers have been invited 
to a formal opening reception, at which 
time this model illumination will be turned 
on for the first time. 


G. T. Aiken Now With Peden 
Iron & Steel Co. 


George T. Aitken has been appointed 
manager of industrial sales for the Peden 
Iron & Stee! Co., Houston, Tex. He 
was formerly associated with Fairbanks, 
Morse & Co. at Indianapolis and previ- 
ously had been sales manager of the Von- 
negut Machinery Co., Indianapolis. 


Westinghouse Electric Appoints 
New Agent Jobber 


C. E. Stephens, northeastern district 
manager of the Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa., announces 
that the Times Appliance Co., Inc., 33 
West 60th Street, New York, and 166 
Atlantic Avenue, Brooklyn, has been ap- 
pointed agent jobber of the Westinghouse 
company in the Metropolitan district ex- 
clusive of New Jersey. 

The officers of Times Appliance Co. are 
E, A. Allen, president; B. A. Allen, vice- 
presiderft; and E. B. Ingraham, secretary- 
treasurer. 


Veteran N. Y. Retailer Dies 


Willis H. Lines, who for 57 years con- 
ducted a retail hardware store in Otego, 
N. Y., passed away recently in his 80th 
year. His death followed a short illness. 

Mr. Lines was born at Bainbridge, 
N. Y., in 1848, and in 1871 located his 
store in Otego. The business has expanded 
to several times its original size in the 
many years that have passed, and it will 
no doubt be carried on by Ralph G. Wait, 
his son-in-law. 





Stewart-Warner Speedometer 


| Advances George L. Meyer, Jr. 


It is*ex- | 
pected that more than 700 will attend this | 


George L. Meyer, Jr., for a number of 
years purchasing agent of the Stewart- 
Warner Speedometer Corporation, Chi- 
cago, Ill, has been put in charge of pro- 
duction and will retain supervision over 
purchases of the company. 
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R. J. Atkinson Addresses 
Nutmeggers and Dealers 


Emphasizing the importance of real 
salesmen in the solving of current hard- 
ware distribution problems, R. J. Atkinson, 
Brooklyn, N. Y., N. R. H. A. president, 
gave a most instructive talk at the Hotel 
Burritt, New Britain, Conn., Wednesday, 
April 11. This was the regular meeting 
of The Nutmeggers, who had as their 
guests several members of the Connecticut 
Hardware Association. Carlton Phillips, 
president Nutmeggers, presided. Vice- 
Presidents J. T. McCulloch, Robeson- 
Rochester Co., and Mark A. Miller, Yale 
& Towne Mfg. Co., assistant Secretary- 
Treasurer E. C. Sullivan, Hotchkiss Co., 
in the seating arrangements. 

Mr. Atkinson told of his own experiences 
as a traveling salesman working Connec- 
ticut territory. He said he realized that 
he could get no further orders until his 
previous shipment to the dealer had been 
resold to the consumer, therefore it was 
incumbent on him to see that his dealers 
bought salable merchandise in the proper 
quantities. Only in such a way he had 
more than “a one-trip job,” he said. Some 
of the highlights of his talk were: To- 
day the hardware business is on a very 
sound basis, but that hardware men must 
do more thinking and give more attention 
to association activities; must study chain- 
store methods and adapt all that are prac- 
tical for their own use; and that while 
leading chain organizations report substan- 
tial increases in gross sales volume for 
1927, and analysis of their reports show 
that individual chain stores as a unit have 
either shown a falling off of sales, or have 
made very slight gains, for these data he 
quoted government findings. 

Mr. Atkinson told of his recent trip to 
the Pacific Coast and of his numerous 
visits to hardware jobbers, dealers and 
manufacturers. He told of the activities 
of Ernst Hardware Co., Seattle, Wash., 
who operate five successful stores, using 
all chain-store ideas plus plenty of their 
own. The speaker told of his own method 
of studying chain-store work. He has a 
shopper who seeks hardware merchandise 
in chain stores, buys samples and then con- 
siders such goods for hfs own stock. 

In closing, the N. R. H. A. president 
reviewed the work of the National Hard- 
ware Council and of the N. R. H. A. 

Others at the guest table who made brief 
remarks were Harry Fox, Boston, repre- 
senting Star Expansion Bolt Co. and Segal 
Lock & Hardware Co.; James Cornell, 
manager, Hardware Division, permanent 
Grand Central Palace Industrial Mart, 
New York City; H. A. Cornell, general 
manager, Ludlow & Squier, Newark, N. J.; 
Don Hallock, Derby, Conn., president 
Connecticut Hardware Association; Robt. 
Taylor, Star Expansion Bolt Co., and Past 
Chief Booster, New York Hardware 
Boosters; F. R. Benjamin, an associate of 
Mr. Hallock, and Chas. J. Heale, Jr., 
HarpwareE AGE. 

H. A. Cornell gave a brief talk in his 
usual human and humorous way. His son, 
James H. Cornell, explained the activities 
of his organization. Mr. Taylor sang. 





H. F. Sullivan, A. G. Spalding & Bros., 
sang a few solos and led the community 
singing. 


Charles A. Pierson Heads 
Standard Electric Stove Co. 


Charles A. Pierson was elected to the 
presidency of The Standard Electric Stove 
Co., Toledo, Ohio, at a recent meeting of 
the board of directors. P. C. Tiedeman 
was made vice-president, Charles F. Tur- 
ner treasurer, and V. K. Perkins secretary. 

Mr. Pierson, the new president, has 
served as general manager of the com- 
pany for the past several years. 

The following directors were elected at 
the meeting: Charles A. Pierson, P. C. 
Tiedeman, Charles F. Turner, L. C. Ruth, 
and Francis Cuthbert. 

Plans have been completed for a new 
plant at Oakwood Avenue and the New 
York Central Railroad, which will include 
a porcelain enameling department. When 
completed, it is understood to be the only 
plant of its kind in Toledo. 


Akron Horseshoe Firm 
Moves to Canton, Ohio 


The National Standard Horseshoe Co., 
which was organized in 1923 and located 
since that time in Akron, Ohio, has been 
purchased by interests in Canton, Ohio, 
and will be moved to that place on or 
about May 1. H. L. Barnes, president of 
the company and a member of the Indus- 
trial Development Committee of, the Can- 
ton Chamber of Commerce, also announces 
that the company controls patents on drop 
forged steel pitching horseshoes and is one 
of the largest manufacturers of standard 
championship shoes. These pitching horse- 
shoes have been used almost exclusively 
in many championships throughout the 
country. 

The officers of the company are: H. L. 
Barnes, president; H. C. Haight, vice- 
president and treasurer; C. R. Smith, sec- 
retary. Directors include A. L. Headlough, 
Austin Stair, H. C. Haight, C. R. Smith 
and H. L. Barnes. The last three named 
directors are officers of The American 
Forge & Machine Co. of Canton. The 
general office and factory will be located 
at 1640 Barth St., S. W., Canton. 


Truscon Steel Co. Appoints 
Harry Woodhead 


Harry Woodhead has been appointed 
general manager of the Cleveland plant of 
the Truscon Steel Co., Youngstown, Ohio. 
This was formerly the East Side plant 
of the Hydraulic Pressed Steel Co. and 
will be known as the Hydraulic Pressed 
Steel Division of the Truscon Steel Co. 

Mr. Woodhead had been with the Hy- 
draulic company for several months ‘and 
was previously connected with the Midland 
Steel Products Co., Cleveland, and the A. 
O. Smith Corporation,, Milwaukee. 


Congoleum-Nairn Moves 
General Office to Kearny, N. J. 


On or about April 28 the general offices 
of Ccngoleum-Nairn, Inc., will be moved 
from Philadelphia, Pa., to the company’s 
new administration building adjoining the 
large plant at Kearny, N. J. Here in the 
future will be located all main executive 
and business departments. 

Not alone does this move place the ex- 
ecutive and manufacturing units of the 
business within close accessibility of the 
New York Metropolitan district, but also 
establishes closer and more convenient 
contact with visiting wholesalers’ and re- 
tailers’ representatives. With the new 
Holland Vehicular Tunnel in operation, 
the time has been greatly reduced for the 
trip from Metropolitan zone and the Hud- 
son tubes afford convenient transporta- 
tion. 

This new building is modern in every 
respect and is an interesting -example of 
authentic Colonial design. The walls are 
of attractive red face brick with lime- 
stone trim. On the first floor in the rear 
is an auditorium or assembly hall, with 
stage and motion-picture projection booth. 
More than 350 can be seated in the assem- 
bly hall, which will be used for sales 
conventions, meetings of wholesalers from 
various cities, and for recreation purposes. 
Both cafeteria and dining room offer em- 
ployees smooth running, convenient service. 

The establishing of the main headquar- 
ters at Kearny, Ne J., does not affect the 
Philadelphia district office, which will re- 
main at 1421 Chestnut Street, Philadelphia. 


White House Cooker Co. Merged 
with Nat’l Aluminum Mfg. Co. 


The White House Cooker Co., which 
has been operating at Fond du Lac, Wis., 
was merged recently with the National 
Aluminum Co., of Peoria, Ill. 

The equipment of the White House com- 
pany has been shipped to Peoria, where 
headquarters will be maintained. This 
company also retains its stock in the 
merged company, patents, copyrights, and 
trade-marks. 


W. H. Graham in N. Y. Office of 
Graham Bolt & Nut Co. 


W. H. Graham is in charge of a district 
sales office which has been opened at 1 
East Forty-second Street, New York City, 
by the Graham Bolt & Nut Co., Pittsburgh, 
Pa. His territory will include metropolitan 
New York and New England. 





Burditt & Williams to Move 


Burditt & Williams Co., 160 Federal 
Street, Boston, Mass., is planning to move 
| into new quarters at 70 Summer Street. 
| The firm previously was located for many 
years in Dock Square, in the market dis- 

trict of the Hub. The store bore an un- 

usual sign—“A Hardware Store For 100 
| Years.” 
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Brooklyn Dealers Discuss Stock 
and Space Control 


More than forty members of the Brook- 
lyn Hardware Association met in the 
Johnson Building, Brooklyn, N. Y., on 
April 12 and participated in one of the 
most interesting and instructive meetings 
that the association has ever held. 

Newly elected President Edward F. 
Daily presided. Treasurer Henry F. Bond 
reported that the financial condition of the 
association was very good, and Secretary 
Robt. Pearsall made a comprehensive 
report. 

C. H. Tilson, secretary of the Manhat- 
tan and Bronx Association, invited all pres- 
ent to the next meeting of his organization. 
President Daily then introduced James H. 
Cornell, who is taking charge of a perma- 
nent hardware exhibition in the Grand 
Central Palace, New York City. Mr. 
Cornell is a son of the popular H. A. 
Cornell, veteran Brooklyn member. He 
explained the purpose of the exhibition 
and thanked the association for the reso- 
lution that was passed, approving and in- 
dorsing the plan which he had outlined. 

Space control and stock control was the 
next subject to be brought up. Marty 
Tarzian told the membership of the plan 
which had been adopted in his store where- 
by every item had a definite place and 
amount of space. He showed the advan- 
tages of this system, and also spoke of 
the method of selling vacuum cleaners, 
which he had found successful. 

A. C. Flamman, of the law firm, Bren- 
nan, Flamman & Simpson, which supplies 
legal counsel to the Brooklyn Association, 
attended this meeting and. delivered a most 
interesting talk on “Making a Will.” Mr. 
Flamman advised all the merchants to 
make a will while they were in good health, 
but warned that they should take into con- 
sideration the necessity of abiding within 
the law, as there are many restrictions 
which are not generally known. He an- 
swered many questions. 

N. R. H. A. President R. J. Atkinson 
conducted the Question Box discussion in 
his usual excellent manner. 





E. E. DeLester & Co. Move 
to Larger Quarters in Utica 


E. E. DeLester & Co., wholesale and 
retail hardware dealers of Utica, N. Y., 
recently moved into larger quarters at 
Liberty and Genesee Streets, Utica. The 
firm maintains a warehouse at 700 Broad 
Street. This move was made possible by 
five years of steady growth and the need 
of adequate space was acute. 

Features in the retail department will 
include aluminum kitchenware, electrical 
heating and cooking equipment, stoves and 
refrigerators. 





George L. Packer Dies 


George L. Packer, secretary and sales 
manager of the Ohio State Stove & Manu- 
facturing Co., Columbus, Ohio, died on 
April 7, at the Morrison Hotel, Chicago, 
of organic heart trouble. Mr. Packer had 
heen confined to his bed in the hotel for 
two days. 





Mr. Packer was a graduate of Ohio 
State University. He was a member of 
the Columbus Athletic Club, the Univer- 
sity Club, the Faculty Club, Kiwanis Club, 
the Aero Club, and Fred Norton Post, 
American Legion. He served 23 months 
in the navy during the World War, mostly 
with the destroyer fleet in the North Sea. 
He was 32 years of age. 





George J. Smiley Dies 


George J. Smiley, sales manager of the 
Remingtcn Mfg. Co., a subsidiary of Rem- 
ington Arms Co., Inc., New York City, 
died on April 12 in the Battle Creek Sana- 
torium, Battle Creek, Mich., after a week’s 
illness. 

Mr. Smiley was a brother of John B. 
Smiley, former president of Remington 
Arms Co., Inc. Funeral services were 
held at his home in Titusville, Pa., on 
April 15. 








R. J. ATKINSON, 


Brooklyn, N. Y., N. R. H. A. 
president, who addressed the Jer- 

sey Dealers, The Nutmeggers and 
Brooklyn Association last week 











Brown-Roberts New Catalog 


Brown-Roberts Hardware & Supply Co., 
Ltd., Alexandria, La., distributors of gen- 
eral hardware, mill supplies, machinery and 
implements, recently issued its General 
Catalog “B.” In this catalog, which is ex- 
cellently compiled and printed, are listed 
many thousand items, each with a concise 
description. It is a well prepared book and 
will be of value to retail dealers in that 
territory. 


J. W. Innes With Arthur Jackson 
Machine Tool Co. 


J. W. Innes, recently superintendent of 
the Kelvinator Co., of Canada, Ltd., has 
been added to the Toronto sales staff of 
the Arthur Jackson Machine Tool Co., 
Toronto, and will cover the Hamilton and 
Niagara penninsula district in Ontario. 





Jersey Dealers at Newark 
Hear R. J. Atkinson Talk 


About seventy were present to hear 
National Retail Hardware Association 
President, R. J. Atkinson, of Brooklyn, 
N. Y., address the North Jersey Hard- 
ware and Supply Dealers’ Association at 
the Down Town Club, Newark, N. J., 
Tuesday, April 10." President Lou Schel- 
ling, Hoboken, presided. 

Mr. Atkinson told of his extensive con- 
vention tour which recently took him to the 
Pacific Coast. He told of his observa- 
tions of hardware methods and problems, 
and urged all hardware men to study their 
businesses more closely, to watch chain- 
store methods, and to adapt both the likely 
merchandise and methods of this form of 
competition. He told of his own plan. He 
has a shopper who watches the hardware 
lines in chain stores with the view of 
stocking the same or similar goods. He- 
told how Fred Ernst, Seattle merchant, had 
sent his manager to New York for three 
years to get a job at one of the big de- 
partment stores, where he was to learn all 
he could about their methods. When he 
came home he had a knowledge of retail- 
ing which has been very useful in the suc- 
cessful conduct fo the five Ernst stores. 

Commenting on chain-store competition, 
the speaker said that while the majority 
of important chain-store groups reported a 
substantial increase in gross sales volume, 
a study of their reports showed that indi- 
vidual stores in such groups either had a 
decline or very slight increase in sales. 

In closing, Mr. Atkinson said he had six 
points to offer which hardware men should 
consider. To him they were leading rea- 
sons for the slow progress of some deal- 
ers. These points were poor bookkeeping, 
poor financing, poor display inside, poor 
window displays, poor entrances to stores, 
seldom furnished with good or modern 
hardware, and poorly painted stores, and 
too many lines. 

James H. Cornell, manager Hardware 
Division, International Industrial Mart, 
Grand Central Palace, explained the plans 
of that ‘group to create a permanent dis- 
play of hardware and _ housefurnishings 
with office facilities at the Grand Central 
Palace. The idea met with immediate 
popularity among the Jersey dealers, and 
the association went on record as indorsing 
the plan. 

Brief remarks were made by others at 
the guest tables. They were Horace Moly- 
neux, Jersey City, secretary North Jersey 
Association; Al Birkenmeier, Jr., past 
president and past secretary; H. A. Cor- 
nell, past president Metropolitan Hard- 
ware Association; S. J. Milligan, Jersey 
City, president Metropolitan; James H. 
Brownell, Asbury Park, president Jersey 
Shore Association; Fred Hinchman, John 
Russell Cutlery Co., Chief Booster, New 
York Hardware Boosters; W. Glenn 
Pearce, Pasha field secretary; Chas. 
Downes, Hardware Dealers’ Magazine, 
and Charles J. Heale, HArpware AGE. 

With Mr. Brownell was a large delega- 
tion of Jersey Shore members, among them 
Past President Chris Snyder, Asbury Park, 
who led some of the singing. 
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Simplified Practice Data from Washington 


(Washington Bureau HARDWARE AGE) 

WASHINGTON, April 17.—At a gen- 
eral conference held at the Department 
of Commerce on Wednesday of last 
week under the auspices of the Division 
of Simplified Practice, a simplified 
practice recommendation for coated 
abrasive products was adopted and 
provides that certain sizes and varie- 
ties of abrasive paper and cloth will be 
manufactured as stock items after 
Sept. 1, 1928, which will, according to 
estimates given at the conference, care 
for at least 95 per cent of the trade. 
The conference set the first revision 
date for the recommendation for July 
1, 1929, and allowed until Jan. 2, 1929, 
to clear the present manufactured 
stock. It was brought out in the meet- 
ing that the present Federal Specifica- 
tions Board specification for coated 
abrasive products conforms with the 
recommendation adopted, and beyond 
a few typographical errors and two 
slight modifications the program was 
accepted as proposed. 

Manufacturers present at the con- 
ference reported the estimated annual 
output of this commodity as amounting 
to $16,000,000 and that for a number 
of years the sizes and varieties of 
abrasive cloth and paper have been 
increasing at a rapid rate. The con- 
ference generally urged that the 
recommendation would prove an eco- 
nomic benefit to manufacturers, dis- 
tributers and users alike. Letters from 
members of the industry who were un- 
able to send representatives, were read 
for the information and guidance of the 
conference. 

The Division of Simplified Practice 
will shortly circularize the manufac- 
turers, distributers and users of the 
commodity for written acceptances to 
the recommendation, which is neces- 
sary before it can be published by the 
Department of Commerce as a simpli- 
fied practice recommendation. 

The conference went on record as 
favoring the appointment of a stand- 
ing committee, the membership of 
which will be announced later. This 
committee will be responsible for pe- 
riodic re-surveys which will be made 
to determine the degree of adherence 
to the recommendation; also any re- 
visions which the adherence may show 
necessary. 

Those attending the conference in- 
cluded the following: George R. Man- 
ning, Armour & Co., Chicago; R. W. 
Young, the American Glue Co., Boston; 
Lieut. Commander H. N. Wallin and H. 
L. Stuhmann, Navy Department; E. B. 
Gallaher, Clover Mfg. Co., Norwalk, 
Conn.; F. E. Gallagher, the Manning 
Abrasive Co., Troy, N. Y.; Harrison 
Starr, the Brown Co., Portland, Me.; 
A. G. Bush, the Minnesota Mining & 
Mfg. Co., St. Paul; A. J. Sidford, the 
Herman Behr & Co., Brooklyn; Albert 


- brought into conformity with the 





D. Barton, H. H. Barton & Son Co., | 
Holmesburg, Philadelphia; E. R. New- | 
comb, the Carborundum Co., Niagara | 
Falls, N. Y.; P. W. Sawyer, Wausau 
Abrasives Co., Wausau, Wis.; George 
H. Halpin, the Baeder Adamson Co., 
Philadelphia; William MacGregor, the 
Carborundum Co., Niagara Falls; W. 
A. Babbit, National Association of 
Wood Turners, South Bend, Ind., and 
Axel H. Oxholm, National Committee 
on Wood Utilization, Washington. 


WASHINGTON, April 17.—A_ simpli- 
fied practice recommendation for 
standard tungsten and carbon hack- 
saw blades was adopted at a general 
conference held under the auspices of 
the Division of Simplified Practice, De- 
partment of Commerce, on Thursday 
of last week, attended by manufac- 
turers, distributers and organizers. 
The conference set July 1, 1928, as 
the date on which the recommenda- 
tion shall become effective for new pro- 
duction and Jan. 1, 1929, as the effec- 
tive date for clearing current stocks. 
The Federal Specifications Board spe- 
cification, it was stated, will be 


recommendation adopted. 

The conference appointed the follow- 
ing standing committee: William P. 
Jeffery, managing director, Hack Saw 
Manufacturers Association, to repre- 
sent the manufacturers; Lawrence G. 
Puchta, National Supply and Ma- 
chinery Distributors’ Association, to 
represent the distributers; F. S. Wal- 
ters, American Society of Mechanical 
Engineers, also Westinghouse Electric 
& Mfg. Co.; F. C. Nichols, Navy De- 
partment, and a representative to be 
appointed by the American Railway 
Association, to represent the organized 
users. This committee will make 
periodic re-surveys to determine the 
degree of adherence and to recommend 
such revisions as conditions may war- 
rant. The Division of Simplified Prac- 
tice soon will circularize those inter- 
ested for written acceptances to the 
recommendation. When acceptances 
have been received representing at 
least 80 per cent by volume of produc- 
tion and consumption, the Department 
of Commerce will publish the simplified 
practice recommendation. 

The recommendation, as adopted, 
represents a reduction of approximate- 
ly 75 per cent in variety. 

The recommendation follows: 

Hand Hack Saw Blades—All Hard; 
Also Flexible Hack Saw Blades 


Length Width Thickness No. of Teeth 
Inches Inches Inches Per Inch 





8 025 18, 24, 32 
10 025 14, 18, 24, 32 
12 -025 14, 18, 24, 32 
12 ts -025 14, 18, 24 


Power Hack Saw Blades—All Hard 


12 56 .032 14, 18 
12 % .032 14, 18 
12 % .049 10, 14 
12 1 .049 10, 14 
14 % .049 10, 14 
14 1 .049 10, 14 
14 1 .065 8, 10 
17 1 -049 10, 14 
17 1 .065 8, 10 
18 14% .065 8, 10 
20 1% .065 8, 10 
2 1% 065 6. 10 


The Woman as a Buyer 


Recently the Domestic Commerce 
Division, Department of Commerce, 
issued an article on the attitude of 
the woman buyer as an influence on 
distribution. The article prompted one 
reader to offer the following for con- 
sideration by distributors: 

“With the woman buyer playing so 
large a part in the purchase of con- 
sumer’s goods, it seems that attention 
could profitably be paid to both the 
more permanent angles of the woman 
buyer’s psychology and the attitudes 
created by changing conditions. Where 
formerly the woman’s place was settled 
upon as being in the home, now it is 
more and more the case that women 
are choosing a business career, or are 
taking part in activities which either 
call them away from the home or en- 
gage their time. The salesman or busi- 
ness man dealing with the woman cus- 
tomer seems still to think she is always 
at home and possessed of boundless 
leisure. He refuses to make a definite 
appointment to repair the plumbing, 
and cannot understand that he should 
know when the groceries will be de- 
livered. Canvassers appear indignant 
when the woman at home, who may 
be writing advertising copy or tending 
a sick child, says she is busy. 

“As another instance of need for 
proper regard for the woman buyer, 
there may be mentioned a condition 
which is particularly impressive to the 
woman, who is called upon in her busi- 
ness capacity to make purchases for 
the office or concern for which she 
works. When she comes to buying for 
her home she is unable to find out 
much about the quality of the food or 
household appliances she wishes. The 
chief appeal is to the emotion. It is 
not possible, for instance, to procure 
a catalog of furniture to be studied at 
leisure. When the article is as ex- 
pensive as a refrigerator or vacuum 
cleaner, the salesman may exhibit as- 
tonishment if the woman purchaser lets 
it be known that she is comparing sev- 
eral different makes before a final de- 
cision. In buying file cases for the 
office, such a procedure would be a 
matter of course.” 
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Washington News Letter 


Congress Likely to Close Session in May—February Shipment on 


Enameled Sheet Metal Reported—Bureau of Census Releases Paint 


(Washington Bureau of HARDWARE AGE) 


WASHINGTON, April 20.—With the | 


political pot reaching the boiling point, 
there is manifest a growing desire on 


the part of Congress to knock off and | 


go to the hustings. Heretofore predic- 
tions have been made that it would not 


adjourn before June 15 and probably | 


would remain in session a month later 
than that date. 


| be valid. 
But as each succeed- | 


ing State primary is being held, there | 
is evident more uneasiness being shown | 


in the camps of both major parties, and | 


their coherents are showing a desire to 


get out among their constituents and | 


fix up their fences both for the bene- | 
fit of themselves and their parties. The | 
fact that it is a Presidential year adds | 
to the restive feeling, and it now is the | 


belief of some “prophets” that Con- 
gress will quit about the middle of 
May. Should this turn out to be true, 
it is difficult to see how Congress will 


dispose of the large legislative pro- | 


gram still ahead of it, for it has done | 


comparatively little at the present ses- 
sion in the way of enacting new legis- 
lation. Flood control, tax reduction, 
farm relief, merchant marine, naval, 
price standardization, and other ques- 
tions remain to be put through Con- 
gress. It may be that Congress will 
choose what it considers the more im- 
portant issues—from a political point 
of view, perhaps—and let the remain- 
der go over to the short session which 
convenes in December. 

Price standardization probably is not 
being given a great amount of atten- 
tion by Congress as a whole when 
measured against some of the other 
questions, but supporters of that legis- 
lation still think it will be enacted at 
the present session. It is felt, however, 
that those in the business world who 
favor such legislation should get busy 
and make their desires known to mem- 
bers of Congress from their States and 
districts. At present the subcommittee 
of the House Committee on Interstate 
and Foreign Commerce is understood 
to have about completed a report which 
soon will be submitted to the full com- 
mittee with the hope that the latter will 
report the bill (Kelly-Capper) favorably 
to the House, the latter pass it and send 
it along to the Senate for favorable 
action. 

Should the bill finally be passed and 
signed by the President, the mainte- 
nance of resale prices would be indorsed 
legally and no longer subject to court 
action, provided, of course, the require- 
ments of the law are adhered to. This 
has given rise to speculation as to 
whether this would affect some of the 
cease and desist orders issued by the 
Federal Trade Commission | against 





and Varnish Figures 


maintenance of resale prices. There are 
those who think that certain features 
of stipulations entered into with the 
commission to cease and desist from | 
stated practices would still hold good, 
but that others, such as assurance that 
retailers would not sell below prices 
fixed by manufacturers would no longer | 
Only recently the commis- 
sion entered into a stipulation with a 
stove manufacturing concern by which | 
the latter agreed “to cease and desist | 
forever” from certain practices, and the | 
question has been raised as to whether 
or not at least some of the practices 
might not be resumed under the provi- 
sion of the price standardization bill. 

The practices listed were: 

Securing or attempting to secure 
assurances from its customers that they 
will observe the resale price on its 
products as fixed by it; 

Soliciting and securing from its cus- 
tomers reports of the names of deal- 
ers failing to observe and maintain 
said resale price fixed by it; 

Exacting promises and assurances | 
from offending price cutters that they 
will thereafter maintain said resale 
price fixed by it as a condition of fur- | 
ther supplying them with its product; 

Causing notations, or other entries, 
to be made on sales-card records kept 
by it for the purpose of listing un- 
desirable purchasers who are not to be 
supplied with its products unless and 
until they furnish satisfactory assur- 
ances of their purpose to maintain its 
resale price in the future; 

Securing or seeking to secure, by 
personal solicitation or by other equiva- 
lent means, the cooperation of its cus- 
tomers to maintain and ‘enforce any 
system of resale prices whatsoever; 

Urging dealers to enter into agree- 
ments among themselves to maintain 
said resale price, and attempting to 
establish and enforce its resale price 
by other equivalent cooperative means. 








February shipments of enameled 
sheet metal ware, as reported to the 
Department of Commerce by 18 manu- 
facturers comprising approximately 80 
per cent of the industry, were 372,885 
dozens, valued at $1,457,425, as com- 
pared with 319,871 dozens, valued at 
$1,093,329 in January, and 372,452 
dozens, valued at $1,135,312 in Febru- 
ary, 1927. 





Production of paint and varnish for 
the six months’ period, July-December, 
1927, according to a canvass of the 
Bureau of Census, was as | follows: 
206,863,800 lb. of paste paints, com- 
prising 138,537,900 lb. of pure white 
lead in oil, 14,804,200 lb. of combina- 





tion or graded whites, 3,845,300 lb. of 


| zine oxide in oil, and 49,676,400 lb. of 


other paste paints; 46,657,100 gal. of 
ready-mixed and semi-paste paints, in- 
cluding enamels; 33,404,700 gal. of var- 
nishes, japans, and lacquers other than 
pyroxylin; 15,890,500 gal. of pyroxylin 
(nitrocellulose) varnishes or lacquers; 
and allied products comprising 760,800 
gal. of paint and varnish removers, 
2,082,100 gal. of stains (not varnish 
stains), 491,000 gal. of liquid fillers, 
7,906,600 lb. of paste fillers, and 32,- 
420,100 lb. of putty. The statistics for 
paints and varnishes for the second half 
of 1927, as compared with the first half 
of that year, show an increase of 3.7 
per cent for paste paints; a decrease 
of 7.9 per cent for ready-mixed and 
semi-paste paints, including enamels; 
a decrease of 4.1 per cent for varnishes, 
japans and lacquers other than py- 
roxylin; and an increase of 6.4 per cent 
for pyroxylin or lacquers. 





The Organization Service of the 
Chamber of Commerce of the United 
States has just compiled a statement 
based on reports from 755 cities show- 
ing the establishment of primary 
plants, branch plants and relocated 
plants during 1927 as a means of 
checking up on industrial migration. 
Although, the Chamber says, the pic- 
ture is far from complete, it discloses 
the extent of the mobility of industry, 
and in broad outline the trend of its 
movement. It covers 1701 plants with 
93,026 employees. 

Some of the conclusions to be drawn 
from the survey are: 

The shifting of industry is probably 
less pronounced than has been sup- 
posed. 

Of the total of 1701 plants, 1223 are 
primary plants (new industries) with 
48,859 employees; 218 are branch 
plants with 23,937 employees, and 250 
are removals with 20,230 employees. 

Of the 206 plants established in the 
three Pacific States, 195 were primary 
plants, only six branch plants, and five 
removed plants. 

No abnormal shift of industries from 
New England is disclosed. 

The shifting of industries from larger 
to smaller cities is largely compen- 
sated for by a shift from smaller to 
larger. 

A high degree of industrial develop- 
ment prevails on the Pacific Coast, in 
the Middle Atlantic, and East North 
Central States in which area nearly 
half the primary plants covered by the 
report were established. The report 
supports the conclusion that a commu- 
nity’s industrial development comes 
mainly from within. 
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Spring Hardware Lines Active— 


Building Goes Ahead Rapidly 


NEW YorK, April 20.—Spring hardware lines are somewhat more 
active this week, according to reports from important market cen- 


ters. 


builders’ hardware items. Easy 


Building is going ahead rapidly, causing better demand for 


money conditions, together with 


the demand for better housing, is a factor in this activity. Permits 
issued indicate that this favorable condition will continue. 
Jobbers in most centers are having a good call for hardware lines 


for use in suburban and rural communities, although consumer de- | 
mand is to some extent contingent upon weather conditions. 


With 


the warming up of the weather there is an immediate acceleration 
in the demand for garden and farm equipment. This class of mer- 
chandise is faring better than at this time last year. 

Staple lines, in the main, are satisfactory, and collections average 


fair in most sections. 


Building Permits Show Gain 
for the First Quarter 


Building permitted for at leading 
cities in January showed a small gain 
over a year ago in value. In February 
a good-sized gain, said to be partly 
speculative as regards New York city 
building, was recorded in the returns 
from leading cities to Bradstreet’s. In 


March, however, a decrease from last | 
fell off from | 


year, which, in turn, 
March of 1926, canceled a good deal of 
the earlier months’ increases, and 
leaves something less than a 2 per cent 
increase for the first three months over 
a year ago, while showing considerably 
smaller totals for the first quarter than 
in 1926. , 

The total value of the building per- 
mitted for in March, 165 cities report- 
ing, was $304,591,530, which compares 
with $266,151,492 in February and 
$319,036,140 in March a year ago. 
There is here shown a decrease of 4.5 
per cent from March a year ago. The 
New York city total in March was 
$107,171,125, as against $96,576,294 re- 
corded in March a year ago, a gain of 
10.9 per cent. The total at 164 cities 
outside of New York was $197,420,405, 
as against $222,459,846 in March, 1927, 
a decrease of 11.2 per cent. In other 
words, the decrease outside of New 
York was nearly three times the gain 
at that city. Three groups of cities 
showed gains over March a year ago, 
these being the Middle. Atlantic, con- 
taining New York’s total, the South 
and the Southwest, while New England. 
the Central West, the Northwest and 
the Far West reported decreases. 


For the first quarter of the year the 
preliminary total of permitted for 
buildings is $805,139,979, which com- 
pares with $790,523,228 a year ago, a 
gain of 1.8 per cent. This year’s quar- 
terly total, however, will be below that 
of 1926. 








Farm Price Level Up Two 
Points in Month 


The Department of Agriculture in- 
dex of the general level of farm prices 
advanced from Feb. 15 to March 15 
from 135 to 137 per cent of the pre- 
war level, the advance of 2 points be- 
ing accounted for by a general but 
moderate advance in most of the com- 
modities included in the index. Only 
three commodities listed declines— 
eggs, hogs and hay. At 137 the index 
is 11 points higher than on March 15 
a year ago. 

The group indexes show increases 
in grains, fruits and vegetables and 
cotton and cotton seed, and declines, 
largely seasonal, in the dairy and poul- 
try group, while the meat animals’ in- 
dex remained unchanged, due to the 
higher prices of beef cattle, veal, calf, 
lambs and sheep. Hog prices continued 
to decline, the relative farm price at 
103 being the lowest point since July, 
1924, 

The farm price of corn from Feb. 
15 to March 15 advanced approximate- 
ly 10 per cent over the preceding 
month. The farm price of potatoes ad- 
vanced from 138 to 162. The United 
States average farm price of wool on 
March 15 was about 4c. above March 





| &@ year ago. 


Dollar’s Buying Power 102.4c, 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale Univer- 
sity announced April 8 the previous 
week’s wholesale commodity prices, 
based on Dun’s quotations, averaged 
97.6 per cent of the 1926 level. The 


| 


| March average was 97.6 and the quar- 


terly average 96.6. The purchasing 
power of the dollar was 102.4c on a 
1926 basis of 100c. The March average 
was 102.5 and the quarterly average 
103.5, says the Journal of Commerce. 

Crump’s index for the week on the 
revised 1926 level was 94.9. The March 
average was 93.7 and quarterly aver- 
age 93.7. 

The Italian index on the revised 1926 
level for the week ended March 31 
was 75.3. 





| First Quarter Construction 


Ahead of 1927, Says Dodge 


Construction contracts to the amount 
of $592,567,000 were awarded last 
month in the 37 States east of the 
Rocky Mountains, according to F. W. 
Dodge Corporation. The above figure 
covers about 91 per cent of the total 
construction of the country. Last 
month’s total was the highest monthly 
contract total on record for the 37 
States since June, 1927. There was an 
increase of 27 per cent over the total 
for February of this year, but there 
was a drop of 5 per cent from the 
March, 1927, record. 

Last month’s record brought the 
total amount of new _ construction 
started since the first of this year in 
these States up to $1,485,067,000, being 
an increase of 6 per cent over the 
amount started in the first quarter of 
last year. In addition to being ahead 
of last year’s first quarter record, it 
was the highest first quarter ever re- 
corded for the 37 States. 

Analysis of the March contract total 
showed the following important classes 
of work: $275,191,600, or 46 per cent 
of all construction, for residential 
buildings; $110,338,200, or 19 per cent, 
for public works and utilities; $73,075,- 
300, or 12 per cent, for commercial 
| buildings; and $33,881,000, or 6 per 
| cent, for educational projects. 

New work contemplated during the 
| past month amounted to $884,609,100. 

This figure was 7 per cent less than the 
| amount reported in the preceding 
| month and was 26 per cent under the 
contemplated record for March of last 
| year. 
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Spring Goods Active in Kansas City— 
Farming Conditions Reported Excellent 


KANSAS CiTy, April 20.—Dealers throughout the territory are 


busy with seasonal trade. 
was this time last year. 


Cash seems to be more plentiful than it 
Though farmers are not spending freely, 


they are buying with less reluctance than for a good many months. 


The same is true of town and city people. 
in both rural and urban communities is active. 


Demand for spring goods 
This activity is fair- 


ly reflected in the current movement of hardware out of the whole- 
sale houses, although here and there one hears some complaint on 


the score of sluggishness. 


Recent rains and snows have added much color to the agricultural 


picture. 


where crop prospects are not excellent. 


There are few sections throughout the Missouri Valley 


For a while northern and 


northwestern Kansas were somewhat short of moisture, but snow 
and rain have made the wheat fields green and the outlook in that 
part of the territory is better now than it has been for several 


seasons. 





7 


The cattle industry is once more in a 
healthy condition and the grazing sec- 
tions are prosperous. Country people 
are raising more poultry than ever, 
which adds to the outlay of cash. Dairy 
progress is about normal. Rural credits 
are reaching a status comparable with 
pre-war conditions and observers point 
out that there never was a time when 
they were anything like perfect. In 
general, the farmer is happier than he 
has been for many months. 

This feeling extends, in the average 
case, to the retail merchants. If they 
complain at all, it is usually about fev- 
erish competition. There is some ap- 
prehension because of the retail stores 
that one of the mail-order institutions 
is establishing in towns of five thousand 
and larger. On the other hand, some 
merchants subject to this sort of com- 
petition declare they are going to re- 
gard it as a stimulant to their own ef- 
forts. 

Spring futures are now going out to 
the territory from the jobbing houses. 
These cover fencing, wire cloth, poultry 
netting, screen doors, etc. Gas pres- 
sure stoves participate briskly in this 
movement. Farmers show much inter- 
est in them and sales are good. Sweat 
pads, harness, harness hardware and 
sporting goods are especially active. 
The growing grass stimulates the trade 
in lawn mowers. Freezers and re- 
frigerators are going out in good vol- 
ume. So are brooders and other poul- 
try supplies. 


AXES.—Demand is sluggish, except for 
scout axes. The market for these is 
only fair. No price changes. 


We quote m jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
>, eo unhandled axes, 

to 4 ib., $14.50, base; handled, $18.78 
to $20.50, base. 


BALE TIES.—Good hay prospects fore- 
shadow plenty of movement next month. 





Little demand now. Prices unchanged. 


We quote from jobbers’ stocks, 
issouri River crossings: 14 
ft., $1.56 per bundle; 15 gage, 

$1.22; 8% ft., $1.29; 9 ft., $1.37 

per bundle, net. 


BUILDERS’ HARDWARE.—Hardware 
men complain that this trade is going 
too much to the lumber yards. Build- 
ing slack. With milder weather deal- 
ers expect more rural construction. 
see firm. 


pete from jobbers’ stocks, 
tow “g Missouri River crossings: Case 
lots of 2% x 2% steel butts, old cop- 
per and dull brass finish, $19.25 a 
hundred pair; 3% x 3%, $20 a hun- 
dred pair; 4 x 4, $27 a hundred pair; 
heavy steel bevel inside sets, case 
lots, $6 per doz.; steel bit-keyed, 
front door sets, $18 per dozen sets; 
wrought bronze metal, $2.25 per set; 
cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Fill-in business steady. Spring ac- 
tivity sustains demand. No mew price 


esc 

yaate from jobbers’ stocks, 
f.o. by bg Missouri River crossings: Small 
carriage roll thread, 50-10-10-5 off 
list; small carriage cut thread, 50- 
10-5 off list; large carriage cut 
thread, 50-10- 5 off list; small machine 
rolled thread, 50-10-10-5 off list; 
small machine cut, 50-10-5 off. From 
list as of April 1, 1927. 


CHAIN. — Season stimulates current 


trade. Country customers increase. 
— steadfast. 
uote from jobbers’ stocks, 


f.o. NAG Missouri River crossings: Proof 
coil chain, * in., r per cwt.; No. 
2-0 Tenso, 250 ft. reel lots, $6 per reel. 


COPPER RIVETS AND BURRS.— 
Recent price advance of 5 per cent 
—, Business good. 


uote from jobbers’ stocks, 
mm Missouri poner crossings: 40-16 
per cent off lis 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Because of inactivity in build- 
ing volume is rather tame. Former 


age hold. 


e ~~ from jobbers’ stocks, 
Low issouri River crossings: 28- 





gage, 5 in. lap joint eaves trough, 

$5 per, 100 ft.; 28 gage, 3 in. contac: 

tor pipe, $5. 40 per 100 ft. 
FIELD FENCING.—Shipment of fu- 
tures now going out in fairly heavy 
volume. Current orders show action. 
aoe firm. 

ane from jobbers’ 

f.o. m9 Missouri River crossings: $22.50 

for 26-in. fence to $38.50 for top 

and bottom, 11 intermediate and 12 

stay wire. 
FILES.—Standard numbers show up 
conspicuously in salesmen’s orders. De- 
mand sg No price changes. 

uote from jobbers’ stocks, 

f.o. ys Missouri River crossings: Nich- 

olson, 50 per cent off list; oy ad 

brands in full packages, 60- 5 off list. 
GALVANIZED WARE.—Dealers are 
moving a good volume over the counter. 
Activity likely to continue. Prices 
— 


stocks, 


uote from jobbers’ stocks, 
ua Missouri River Sw Gal. 
vanized tubs, stan o. 0, $5 per 
doz.; No. 1, Le - Beso re No. 2, 
$6.88 per doz.; 6 per doz.; 
common BB hy 8-qt., $1. 88 
per doz.; 10-qt., $2.12 per doz. 


GARDEN HOSE.—Too early for de- 
mand to develop. Little movement in 
futures. Abundance of selectivity in 
prices. 


We quote from jobbers’ stent 
f.o.b. Missouri River crossings: 15 
to $10.00 per 100 ft. 


GRAIN SCOOPS.—Futures light. Sea- 
son three months ahead. Recent price 
advance holds. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Light 
weisst. full polished, split-D h 

. No. $12.00 per doz.; No. 8, 


a 16, $14.00; No. 12, $15.00; No. 14, 


HAMMERS.—Business sluggish. Call 
principally for lower grades. No price 
a 
> seat from jobbers’ stocks, 
Lov b. ssouri River crossings: First 
grade 711% nail hammers, $12.00 
er dozen; jobbers’ brands, $10.80 to 
11.40; competitive forged nail ham- 
mers, $6.50 to $8.00 per doz.; cast 
steel hatuenera, $3.60 per doz. 
HARNESS.—Heavy current business 
continues. Prices, though relatively 
—_ hold. 
ulesou from jobbers’ stocks, 
ane Missouri River crossings: — 
ular 1 quality, 1%-in. traces, 
$70. 00 per aeht No. 2 quality, 1%4-in. 
gag $58.00 per set; we "quality, 
$53.00 per set. 
HARNESS HARDWARE. — Demand, 
which was good for a few weeks, is 
— Prices unchanged. 
eee from jobbers’ stocks, 
Pye Missouri River crossings: One- 
2 a Ms $2.40 to $2.75 


snaps, 1-1n., 
36. "60°to to $10, oO per O88; roller snaps, 


No. 85, $2.65 to Pad .20 per doz.; No. 
47% XC bits, $1. 1.75 per doz. 
HATCHETS.— Barely a trickle of 
movement. Dealers’ stocks full. No 

ae” changes. 


+ i uote from jobbers’ — 
can ssourl River crossings 
2 extra quality broad case 
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$16.70 per doz.; competitive forged 
shingle hatchets, $6.50 per doz. 


HINGES.—tTrade rather active. Prices, 
wide in range, show tendency to stiffen. 


We _ quote from jobbers’ | stocks, 
f.o.b. Missouri River ——— Heavy 
strap hinges in bundles, 4-in., $1.00; 


5-in., $1.35; 6-in., $1.68; 8-in., 2.60; 

10-in., $4.35 per doz. pair; extra 

heavy T-hinges, in bun dies, . in., 
$1.70; 6-in., $1.90; 8-in., 


$1.40; 5-in., 
$3.00. 


HORSE COLLARS.—Brisk market con- 
tinues. Present high prices hold. One 
of the liveliest items in the current 
movement, 


We quote from jobbers’ stocks, 
f.o.b. Missouri River Crossings: Full- 
grain, collar-leather collars, average 
16% in., draft, $55.00 per doz. 


LAWN MOWERS.— Spring weather 
stimulates better market than usual at 
this time of the year, when the demand 
is always so likely to be good. Pros- 
— “agar Prices hold. 


seeks from jobbers’ stocks, 
Po Missouri River crossings: Hand 
lawn mowers, $6.00 to $30.00 each. 


MILD STEEL BARS.—Orders from the 
retailers are few, with a slight ten- 
dency to increase. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri gel crossings: Bars, 
shapes and small angles, $3.56 per 
ewt., base; structural Fa and 
shapes, $3.66 per cwt.; mild steel 
bands, 3/16 and lighter, $4.21 per 
ewt.; steel hoops, 6 per cwt.; 
reinforcing bars, $3.40 per cwt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per cwt. 


NAILS.—Business has been good for 
several weeks and is getting better as 


milder weather approaches. Prices un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: Com- 
mon wire nails, $3.50) per keg, base 
(see new extras). . 


OILS.—More clement weather stimu- 
lates movement and this tendency bids 
fair to continue. Prices have dropped 
2 cents. 
We quote from jobbers’ ete, 
f.o.b. Missouri River crossings: 
linseed oil in bbl. lots, $0.86 per pon ef 
boiled linseed oil in bbl. lots, $0.89 per 
gal.; raw linseed oil in half-bbl. "a 
0.91 per gal. Turpentine in bbl. lots, 
0.74; turpentine in half-bbl. lots, 
$0.79 per gal. 
POULTRY NETTING.—Interest of the 
farm women in poultry raising sup- 
ports good demand. Prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Missouri River crossings: 50- 
10-5 per cent. 





RADIO BATTERIES.—Demand holds | 
better than usual toward the end of the | 
Recent reductions attract some 


season. 
interest. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: No. 
770 B battery, $2. hrm unit pac kifges 


of five each; No. 2, $1.92; No. 485, 
$2.33. “Eveready” C batteries in unit 
$0.39 each; singly, 


packages of ten, 
$0.42. 


ROPE.—Trade remains active and will | 


probably become more so as the season 
advances. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: High- 
est quality Manila rope, standard 
brands, 24 cents per pound, base; No. 
2 Manila, standard brands, 20% cents 
per pound; No. 1 sisal rope, highest 
quality, standard brands, 19 cents 
per pound; No. 2 sisal rope, standard 
brands, 14 to 16% cents per pound. 


SCREWS.—Market is only fair and 
former prices continue to hold. 


We uote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Flat- 
head bright screws, 50-20 per- cent 
off list; round head blued screws, 45- 
15 per cent off list; flat-head brass 
screws, 45-15 per cent off list; round- 
aot brass screws, 40-15 per cent off 
ist. 


SMOOTH WIRE.—Demand continues to 
show preference for No. 12, used so 
largely in the vineyards. Prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings, $3. 28 
per cwt., base. 
SOLE LEATHER.—Movement is good 
and prices give no evidence of waver- 
ing. 
We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: No. 
1 sole leather strips, 98c.; light No. 
2, 80c. 
STEEL SHEETS.—Trade is picking up 
and dealers believe improvement will 
continue. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings; 24 
gage galvanized flat, $5.25 per cwt., 24 
gage black flat, $4.55 per cwt.; corru- 
gated iron, 28 gage galvanized, $4.85 
per square; 26 gage galvanized cor- 
rugated, $5.45 per square; 28 gage 
painted Ps at on 9 $3.50 per square. 


SWEAT PADS.—Brisk business keeps 
up and jobbers’ stocks are getting low. 
alas prices hold. 


aoe from jobbers’ stocks, 
can, Missouri River crossings: $4.25 
per doz.; 20-in. base. 


WIRE CLOTH.—Some business is be- 
ing booked on futures, though the cur- 
rent movement is light. Retail stocks 
fairly full. Prices remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Black, 
12-mesh, $1.85 per 100 sq. ft.; gal- 
vanized, 12-mesh, $2.05 per 100 sq. 
ft.; galvanized, 14 mesh, $2.45 per 100 
sq. ft.; galvanized, 16-mesh, $2.80 per 
100 sq. ft. 


| 
| 
| ALCOHOL.—No current shipment. Fu- 
| ture orders good. Prices are uncer- 


tain. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: De- 
natured, 188 proof, formula 5, in 55- 
gal. drums, $0.56 per gal.; $6.00 
charge for drums, subject to credit 
on return. 


ALL-STEEL HOSE REELS.—Just a 
fair movement is on. No price changes. 


We quote from jobbers’ stocks, 
f.o.b.: Missouri River crossings: Don- 
ley all- steel, No. 2, $1.70 each. 


STORAGE BATTERIES. — Demand 
tapers off with rise of temperature. No 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Auto- 
mobile, 6-volt, 1l-plate, heavy, stand- 
ard terminal, $9.10 each; 6-volt, 13- 
plate, $10.75 each; 12- volt, 7- plate, 
$12.85; 6-volt, 11-plate, thin, stand- 
ard terminal, $7.35; 6-volt, 13- piste, 
thin, for Ford and Chevrolet, $8.05. 


TIRES.—Continued cooi weather has 
done little to stimulate demand, which 
will come later. Prices show tendency 
to waver. 


We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: First 
grade, automobile, covered by stand- 
ard warranty; oversize, 
heavy-duty cord, a 
$13.00; 32 x 4, $13. 80; A x 4, $14.50; 
32 x 414, $18.75; , $19.50; 33 
x & $25. 50. 
Ay gg? = 15; aA a 

5.25, $15 31 25, $15.65; 

6. 00, $20. 6. "33 x 6. 00, 21.80. Trucks: 
32 x 414, 8-ply, $23. 50: 8 x oot” $24.35; 
30 x 5, $28.30; 32 x 6, Af 36 x 6, 
10- ply, $50.40; 34 x 7, $65.0 / 40 x 8, 
12-ply, $99.00. 


TUBES.—Market corresponds with that 
for casings. Prices are only fairly 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Missouri River crossings: Heavy 
laminated stock; 30 x 3% heavy- 
duty, tan, $18.00 per doz.; gray, $16.20 
per doz.; 31 x 4, tan, $13.80 per % 
doz., gray, $11.10 per % doz.; 32 x 4, 

$14.40 per % doz., gray, 


tan, $21.90 per 

4.40, heavy- duty, 
doz.; 30 x 5.25, gray, 
doz.; 31 x 6.00, gray, 
doz., 33 x 6.00, gray, $19.50 per % 
doz. Special brand tubes; 30 x 3%, 
55 to 70 gage, 2%4-in. pole, reinforced 
valve base, ‘vulcanized splice, full- 
= $0, 85 each; 29 x 4.40, $1.15 
each. 


$14.70 per % 
$17.40 per % 








Gates Roll Flap Scale 


A feature of the new roll flap manu- 
factured by The Gates Rubber Co., Den- 
ver, Colo., is the measuring scale which 
comes in each 50 or 100 foot length. The 
scale is printed on tough paper, designed 
to be pasted along the edge of a bench or 
counter, or on to a strip of wood the 
desired length. 

All tire sizes are listed in standardized 
form, according to the rim and cross sec- 
tion. The dealer lays his measuring rod 
alongside the flap and gets the. correct 
length for any tire size by merely cutting 
at the point indicated on the chart. The 
correct place to punch the hole for the 
valve stem is also indicated. The flap it- 
self is made of quality material and grad- 





ually tapers from a heavy wear-resisting 
center to a fine feather edge. This method 





allows the flap to conform to the shape of 
the casing without wrinkling or buckling. 


Makes Self-Measuring 
Screen Cloth 


An innovation has just been placed on 
the market by the Reynolds Wire Co., 
Dixon, Ill., in the form of a self-meas- 
uring screen cloth. Measure marks, in 
feet and inches, are placed on each selvage 
on the company’s line of “Sun-Red Edge” 
black, copper bronze and galvanized wire 
cloth. 

These measuring marks are placed in 
such a way as to be both permanent and 
accurate. As no other measuring device 
is necessary, and the cloth can be meas- 
ured as it is, unrolled without spreading it 
out, the makers claim a large saving for 
the dealer is effected in time, labor and 





space. 
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Twin Cities Reports Spring Trade Active 
Recent Snow Assured Good Crops 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, April 20.—Spring work has started very generally 


over the Northwest tributary to the Twin Cities. 


Seeding is pro- 


gressing rapidly, despite the fact that a heavy, wet snow blanketed 
a large area two weeks ago, tying up traffic and disrupting all lines 


of travel. 


of a good crop that could have happened. 


The snow, where it fell, was one of the best assurances 


It is predicted that it 


would be an aid to business in general all during the year. 
Building operations are likewise getting under way for the year 


and prospects continue to be very bright in this direction. 


Both 


commercial and residence properties are projected for this year. 
Easter trade was very good in the larger cities, the stores re- 
sembling, in the crowds and sales, the holiday season before Christ- 


mas. 


Prices are firm, seeetescs tin no wanna for this week. 


AXES.—Demand is steady, with stocks 
ample for present needs. Added de- | 
mand is expected when road building 
and construction work gets under way 
for the year. Prices have.not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz., net. 


BOLTS.—Sales are good, with stocks | 
well filled. Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 


stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 

BRADS.—Call for brads is slightly 


better, with stocks ready for the sea- 
son. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 


BUILDERS’ HARDWARE.—Trade in 
this line is developing normally. Esti- 
mate departments of hardware estab- 
lishments are busy, and some deliver- 
ies are already being made. Prices 
are steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c., pair in less than case lots: 
18c. pair, in case lots; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair, less than case lots 
25c. pair, in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz., sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 


door sets, $1.85 per set, cylinder 
brass outside trim, bit-keyed front 
door sets, $1.85 per set cylinder 


front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pairs; 4 in., 78c. doz. pairs; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., doz. 
pair; 10 in., $4.53 doz. pair net. 





CHAINS.—Sales are showing fair 
| volume, with stocks well filled. Prices 
| have not been changed. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Log chains, bg 

14, $13.85; 3% x 14, $10.80; 

$10.20; proof coil chain, % . hw Tp: 

in., $8.95; % in., $8.35; %, $9. $ 

ewt., net. 
EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Demand is begin- | 
| ning to increase with the opening of 
| spring work. Stocks are ready for the 


‘all, with prices firm. 





We quote from jobbers’ stocks, 
| a Twin Cities: Eaves trough, 28 
n., S.B., slip joint, in crates, 


| 5 i 
| $5. 50 per 100 ft.: conductor pipe, 28 
} ga., 3 in., in crates, not nested, $5.40 
| per 100 ft.; 3 in., $1.73 doz.; net. 
| FILES.—Sales are steady, with indica- 
| tions of better demand from carpenters, 
'and shops. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Best grade files 
| at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—S‘ales are 
steady, with some interest in garbage 


cans and pails developing. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Standard 10- <at. 


galvanized pails at $2.55; 12- 

2.70; 14-qt., $3: 16-qt. stock ja is 
$4.70; 18-qt., $5.50; standard galvan- 
ized tubs, No. 1, $7; No. 2, $7.90; 
No. 3, $9.20; heavy galvanized tubs, 
No. 1, $12.85: No. 2, $14.05; No. 3, 


$15.25 doz., net. 
|GLASS AND PUTTY.—Spring sales 
|are developing, with stocks filling up 


firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cites; Single and double 
strength glass, Minnesota prices, 87 
per cent; and strictly pure putty in 
50 lb. containers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Sales 
of small tools are showing some im- 
provement, with stocks ready for the 
call. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 


carpenters’ hammers, $12.60; Plumb 
No. HF81, $12: Plumb broad hatchets, 





to care for the démand. Prices are | 


No. 2, $16.40; shingling, No. 2, $12.50, 
and claw, No. 2, $13.75 doz., net. 


HOSE REELS.—Dealers are prepar- 
ing their stocks for the demand which 
is almost here. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Dunley All Steel 
hose ree!s, No. 2 at $2.00 ea., net. 


LAMPS AND LANTERNS.—Sales are 


| rather light for regular lanterns, and 











demand is not yet started for camp 
lamps and lanterns. Prices have not 
changed. 
We quote from jobbers’ 
f.o.b. Twin . ea Coleman lamps, 
C329, $6.25; No. C318, $7; No. 
$7. 40 each: lanterns, No. 1327, 
No. L427, $6; No. L227, $6.10 
each; tubular, long or short globe 
lanterns, $13 doz., net. 
NAILS. — Orders are showing good 
volume, with stocks ready for the 
heavy demand. Prices have _ not 
changed. 
We 


stocks, 


C317, 
$5.25; 


quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
~ 100-lb. kegs at $3.20 per keg, 
ase. 


PYREX OVENWARE.—Sales are fair, 
with stocks ample for present needs. 
Prices show no changes. 


We quote from _ jobbers’ stocks, 
f.o.b, Twin Cities: No. 623 casseroles. 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie mage 67c.; 
No. 209 pie plates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. 


REGISTERS.—Demand is slightly bet- 
ter, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


ROPE.—Sales are steady with stocks 
ample. Prices have not changed. 


We, quote from _ jobbers’ stocks, 
f.o.b. Twin Cities; Best grade manila 
rope at 23c. per ‘Ib., base, and best 
grade sisal rope at lie. per Ib., base. 


SANDPAPER.—Call for abrasives is 
increasing with the development of 
spring decorating and painting. Stocks 
are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Best grade sand- 
paper, No. 1, 85c. per box of 75 
sheets; second grade, No. 1, 77c. per 
box of 75 sheets; garnet No. 1, $16.75 
per ream, net. 


SANITARY PRODUCTS.—Sales are 
steady, developing a good volume. 
Prices are firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Presto Products—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 22 
oz. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 es 
doz.; Met-L-Shyn, 8 oz. size, $3.6 
per doz.; Silvershyn, 4% oz. size, 
$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, pg er doz.; Presto Lustre, 6 
oz. ee .60 per doz.; 12 oz. size, 
-$4.32 per =: 16 oz.’ size, $5.40 per 
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The Remington Weekly Letter 


Barrels Sawed Lengthwise After the Test 





Section of barrel in which ordinary 
cartridges were shot. 


Section of barrel in which Remington 
Kleanbore Cartridges were shot. 


AN IMPORTANT TEST OF KLEANBORE 


I have before me a report of findings pre- 
sented to the Remington Arms Company on 
tests of Remington Kleanbore Ammunition by 
the Youth’s Companion Laboratory, Technical 
Division. The Y. C. Laboratory is maintained 
by the Youth’s Companion, which you no doubt 
read when you were a boy and which is now 
read by many boys in your town. Those find- 
ings contain: (1) Report on tests conducted by 
Arthur L. Townsend, instructor in Mechanical 
Engineering, Massachusetts Institute of Tech- 
nology; (2) Photographs of barrels in which 
ordinary cartridges were shot and those in which 
Kleanbore cartridges were shot. 


The method used in the test was to shoot 50 
ordinary cartridges in one rifle and 50 Klean- 
bore cartridges in the other, after cleaning them 
thoroughly. They were then allowed to stand 
on a sun porch where they were not protected 
from dampness. Rust developed almost imme- 
diately in the rifle in which ordinary ammuni- 
tion had been used, but the barrel in which 
Kleanbore had been shot was unchanged except 
for a few grains of powder residue. After a 
few days this treatment was repeated until 200 
cartridges had been fired in each rifle, 50 at a 
time. 


The barrels were then sawed in half, with 
results that you can see from the photographs 
on this page. In conclusion the report from the 
Y. C. Laboratory says: 


“It is evident that the non-corrosive feature 
of the Kleanbore ammunition is a well substan- 
tiated fact. The powder and primer residue of 
the new cartridges are not conducive to corro- 


We have had a number of requests 
for reprints of these Weekly Letters, 
to be distributed to salesmen and 
others. We shall be glad to supply 
any of our customers with coptes 
upon request. 


sion, and thus eliminate the need of cleaning 
immediately after shooting or at any time. This 
is of material help to the average shooter, par- 
ticularly those using small bore guns, which are 
difficult to clean thoroughly. 


“From the foregoing it is evident that the 
Seal of Approval may be well recommended for 
the Kleanbore ammunition.” 


This approval carries with it the privilege of 
using the seal reproduced here, “Approved after 
tests by the Y. C. Lab.” 


I’m telling you this not because there is any- 
thing new in the facts developed. We made 
much more severe tests ourselves before putting 
out our positive claim that Remington Klean- 
bore Cartridges prevented rust, corrosion, and 
pitting in the barrels of rifles and pistols. Job- 
bers and dealers who doubled their sales on .22 
caliber ammunition last year by pushing Rem- 
ington Kleanbore are well aware of these facts. 


However, I think it is a fine thing for the 
boys of the country, as well as for the dealers 
who sell them cartridges, to have an independent 
organization like the Youth’s Companion make 
such a test so that they may certify to the claims 
we make in advertising to their boy readers. I 
think it would be a good thing for manufac- 
turers who are making honest claims about their 
products, as well as for the dealers who sell 
them, if these claims were more frequently put 
to impartial tests. If I were a dealer selling .22 
ammunition I would tell the boys who come 
into my store what the Youth’s Companion has 
found out about Remington Kleanbore Car- 


President 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway; New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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doz., and Dry Cleaner, 8 oz. size, We quote from jobbers’ stocks, 1137, $5.30; No. 1145, $6.35; No. 1437, 

$3.66 per dos. ae ; * 28. Twin et a Fn $6.90, and No. 1445, $7.80 doz., net. 
special pipe cleaner, oz. skates, 75c. pair; ee ng, ys’, : ; i 

size, less than case lots, $2.25 per $1.35 pair, and girls’ Speed King, WIRE.—Sales are improving with the 

doz.; case of 3 doz., $2.15 per doz.; $1.30 pair, net. coming of settled weather. Prices are 


and in gross lots, $2 per doz. Desolvo, | so_DER.—Call for solder is steady, | steady and firm. 


triple strength, 16 oz. size, case of 2 


doz. cans, $4 per doz.; half gross lots, with fair volume. Stocks are well We quote from _ jobbers’ stocks, 
$3.75 per doz.; in gross lots, $3.50 per filled, with pri fi f.o.b. Twin Cities; Galvanized cattle 
doz. Desolvo, triple strength, in 2Ib. ed, with prices firm. barbed wire. $3.17 per 80-rod, spool; 
cans, case of 1 doz. cans, $7 per doz., We quote from jobbers’ sticks, galvanized hog barbed wire, $3.39 per 
and gross lots, $6.50 per doz. f.o.b. Twin Cities: Strictly half and 80-rod spool; painted cattle barbed 

Kloset Klean.—22 oz. size, less than half solder at 34%c. lb., and war- wire, $2.97 per 80-rod spool; painted 
case lots, $2.25 per doz.; case of 2 ranted half and half solder at 35%c. hog ‘barbed wire, $3.18 per 80-rod 
dos. cans, $2.15 per doz.; gross lots, Ib., in 100-Ib. boxes. Spool, No. 9 (base or" ap ree 

wire, $3.65 cwt.; No. se), smoot 
heh <5 12 oz. cans, less than case STEEL SHEETS.—Call for supplies in back ee $3.20 cwt. 
ots, $2. er doz.; cas , ap ; ; ‘ ee 
cans, $2.15 + pve = eS, °F this line are fair, with some increase | WHEELBARROWS.—Demand is_ in- 
per dos. ere SM Bi as spring work develops. Prices are | creasing, with stocks ready for the call. 
$2.50; half dozen quantity, $2 oor at., unchanged. Domestic barrows are selling better 
and dozen quantity $1.75 per at. We quote from jobbers’ stocks, than a short time ago. Prices have not 

Hercules tile and porcelain cleaner, f.o.b. Twin Cities: Galvanized steel h d 
$2 doz. less than gross lots and $1.90 shects at $4.90 cwt., base (24 ga.), changed. 
doz. in gross lots; Hercules Radiator and black steel sheets at $3.95 cwt., We quote from jobbers’ stocks, 
pwd an 2 oh Some. 1, 5.50" —— base (24 ga.). f.o.b. Twin Cities: Fully bolted barrel 
ans : 5 on; ‘pees F re ° 
Hercules boiler compound, quart TIN.—This item keeps pace with steel hed po Pigg 9 gene = Rss 
cans, $2.00 each. sheets in demand. Prices are firm as garden, $6.25 each, net. 

Economy Plumber’ drain pipe . 
cleaner, 1 lb. cans, $2 per doz.; 2 Ib. quoted. WRENCHES.—Sales are showing a 
cans, $3.90. The 1 Ib. size is packed We quote from jobbers’ stocks fair volume, with stocks well filled. 
1, 2 and 3 dozen to the carton, and f.o.b. Twin Cities: Furnace coke tin, Pri h : t ch: ed 
the 2 lb. size is packed 1 and 2 dozen ICL, 20 x 28, $14.50 box, and roofing ieee REVS BSS Cee 
to the carton. tin, IC, 20 x 28, 8 ib. coating, $15.50 We quote from jobbers’ stocks, 


SCREWS.—Sales are steady with bet- box, net. 
ter volume developing with the pro- | WINDOW VENTILATORS.—S ales 


gress of the building season and spring | are still good in this line, with prices 
repair work. Prices have not changed. | unchanged. 
We quote from jobbers’ stocks, We quote from jobbers’ stock, 


f.o.b. Twin Cities: Flat head bright f.o.b. Twin Cities: No. 02 steel frame 

wood screws, 50 per cent; flat head window ventilators, $4.80; No. 2, 

japanned, 37% per cent; round head $5.60; No. 3, $6.40, and No. 4, $7.60 

blued, 45 per cent; flat head brass, doz., net. 

45 per cent, and round head brass, Continental ventilators, wooden 

40 per cent from new lists. type, No. 923, $3.65; No. 937, $4; No. 
949, $5.50; No. 959, $6.05; No. 1537, 


SKATES.—Roller skates are selling $5.25; No. 1549, $7.10, and No. 836, 








rapidly now, with dealers ready for $3.35, all prices per dozen. 
. Continental ventilators, metal type, 
the demand. Prices have not changed. No. 833, $4.60; No. 837, $4.75; No. 


f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-50 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 


Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3. 80; No. 
404, Flexible Socket Set, $8.00; No. 
608, Crankcase Drain Plug Socket, 
$3 20: No. 90, Square Socket Set, 
$3.70; No. 1817, Giant ‘‘Snap-on’”’ with 
extra heavy duty rachet, $27.35 list, 
less 33% per cent discount. 





New Englanders Are Ordering Hardware 
from the Retail Dealer More Freely 


(Boston office of HARDWARE AGE) BARROWS.—Retail dealers who car- 


ried over small stocks last season and 


Boston, April 17.—With New Englanders ordering hardware 
; ‘ have cleaned up the past few days are 
from the retail merchant more freely than heretofore, and with ex- | i, the market for garden barrows. 
pectations that pursestrings will be loosened still more on and before | The buying is on a small scale, how- 


April 19, the day when most house owners actually begin'their an- 
nual spring work about the place, or begin to prepare for it, senti- 
ment in hardware circles is more optimistic. Green peas will be 
planted this week in New England gardens; a lot of painting will 
be done outside the house; the lawnmower will be given the once 
over with a view of determining if it can survive another summer; 


ever, av a majority of the trade bought 
some time ago. 


We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, standard, No. ‘ 
wood wheel, $5.75 ‘each net; No. 4, 
steel wheel, $5.50; No. 5, wood wheel, 
$6.25; No. 5, steel wheel, $6. 


BOTTLES.—A slight reduction in 
prices on certain bottles, four in num- 


screen doors will be overhauled; new conductors will be put on ; preg 

- a ; P ber, is announced by the jobbing trade: 
houses; barn doors will be repaired; new garages will spring up; | Brass shell, No. 591, which was $21 
storm windows will be removed from houses; broken windows will | per doz. net is now $20; No. 592, which 


was $30.80 is $30; No. 5191, which was 


be repaired ; leaky roofs will receive a lot of attention; in fact, people : y 
will buckle down tq the hundred and one jobs always to be found pox $30 is 1 fe coe Peg me, He, wae 


needed. 

Fundamental factors are steadily improving, which in turn should 
be reflected sooner or later through the buying public. Fewer peo- 
ple are unemployed; wages are coming down in various trades, but 
such reductions are offset in a measure by declining food costs and 
rents. Municipalities are planning to spend much money this spring 
and summer with a view of not only beautifying, but of giving em- 
ployment to many. New England States will spend a lot of money 

-on roads and other improvements. 
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we quote from Boston jobbers’ 


ocks: 
Bottles.—Steel shell, with ities 
handle, nested drinking cups. 
521, $12 per doz. net; No. 522, $20; 
No. 571, $16; No. 572, $24. ‘Brass 
shell, folaing handles, nested cu 
No. 519 : No. 5193, $28; No. 591, 
$20; No. i, $30; No. 581, $22; No. 
$32. Half pints, for school kits, 


No 70, steel, $12. Columbia, pint. 
$9; quart, $17.50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 


versal, No. 1975, six ints and six 
quarts with free goods, $19.75 net. 

mee —No. 00, $8 per doz, net: 
No. 01, $8; No. 02, $14. 
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RIGHT. 
TRACK 













If you have anything to do with doors that slide 
—heavy doors or light ones—you know that 
the door-hangers run on metal tracks. If the 
track is wrong the doors don’t work properly. 









Richards- Wilcox door-hardware—hangers, brackets and 
track—is so well-made, so carefully and scientifically de- 
signed, that when it’s properly installed it works right; 
almost never gives any trouble. We know it’s right. 









Lately we’ve been getting trouble calls; and when we 
send an engineer to straighten things out, he finds that the 
job has been “‘botched” by putting up some other track 
than ours. There are cheap substitutes being made, and 
sold to unwary buyers by dealers who care more for 
an extra profit than for an honest value to a customer. 

















The hangers and brackets have our trade-mark and 
name stamped on them; so has the track we make. It 
the » isn’t a real Richards-Wilcox job unless our name is on 
the hangers, brackets and track. 
You’ll avoid trouble by being sure of our mark. 
LOCK JOINT Look out for any attempt to sell you anything 


else. The guarantee does not apply unless hang- 
TROLLEY TRACK 


ers, brackets and tracks are Richards-Wilcox. 
















° ‘AURORA, ILLINOIS, U.S.A. 


New Orleans Des Moines 
Cleveland Cincianeti St. Louis 
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BOYCYCLES.—Scattering orders for 
boycycles are beginning to pass 
through jobbing houses. Contrasted 
with last winter prices average a little 
higher. 
We 
stocks 


Boycycles.— Columbia line, No. 41 
$8 each net; No. 422, $10; No. 433, $12. 


quote from Boston jobbers’ 


Parkcycles. — No. 825, $12.50 each 
nét; No. 835, $14.88; No. 832, $17.31; 
No. 950, $17. 


BRUSHES.—The rank and file of re- 
tailers covered their brush require- 
ments some time ago, yet there is a 
small steady call today, mostly from 
the small merchant. As compared with 
a year ago prices are practically un- 
changed. 
We 
stecks: 
Brushes.—Paint, wall 314-in., $4 to 
$14.50 per doz. net; whitewash, 7-in., 
$4.58 to $21; calcimine, 7-in., $9.50 to 
$59; paper hanger, 10- in., $2. 50 to $16; 
flat varnish, 2-in., $1.20 to $6 oval 
varnish, $11 to $20.50. 
BUTTS.—Some numbers of Stanley 
Works loose pin butts have been 
reduced advanced in price by jobbers. 
Revised prices follow: 
We 
stocks: 
Butts.—Loose 34% x 3% in., in less 


than case lots, $2.35 per 100 ‘pair: in 
case lots, 2lc. per pair. 


CAMP STOVES.—Those retail dealers 
who make a special effort to cater to 
campers, fishers and sports lovers have 
begun to stock up on camp stoves. 
So far the buying has been conserva- 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


tive. Prices have not changed for a 
long time. 
We quote from Boston jobbers’ 
stocks: 


Camp Stoves.—No. 2, $8.50 each net; 
No. 9, $6.25; Gypsy, $4.70. 


CELLEO GLASS.—In common with 
poultry supplies in general there is a 
very good buying movement in celleo 
glass. Somewhat lower prices than 
prevailed last season have stimulated 
consumption, say jobbers. 


We quote from Boston jobbers’ 
stocks: 
Celleo Glass.—In 100 ft. rolls, 12c 


per sq. ft. net; in 50-ft. rolls, 12\c. 


CLAM DIGGERS.—Although it is a 
little early in the season, retail dealers 
located along the New England coast 
have begun to evince interest in clam 


diggers. 
We quote from Boston jobbers’ 
stocks: 
Clam Diggers. —Six tine, 26-in. 
handle, $14.55 per doz, net; six tine, 
extra heavy, 22-in. handle, $19.45; 
four tine, broad, 26-in. handle, 
$11.60. Ipswich pattern, four tine, 
riveted, $12.55. 


CLIPPERS.—tToilet clippers are being 
sold by jobbers, but the buying move- 
ment is hardly more than started. 
Prices, as compared with last summer, 
are quite attractive, a point that should 
stimulate public interest. 


We from Boston jobbers’ 
stocks: 

Clippers.—Toilet, Plymouth, No. 0, 
90c. each net; No. 00, 90c.; May- 
flowers, No. 00, 90c.; American Gen- 


quote 


tleman, No. 00, $2; No. 000, $2; Suc- 
cess, No. 00, $1; Coronet, No. 000, $1. 
Brown & Sharpe narrow plate, $4.50 
each list, discount 25 and 15 per 
cent. 

Clippers.—Horse, No. 169, $1.75 
each net; No. 189, $1.56. Horse clip- 
ping machines, No. 1 ball bearing, 


$14 each list, discount 30 per cent. 


Sheap - Shearing Machines. — Ball 
bearing, No. 9, $24 each list; discount 
30 per cent. 


COD LINES.—Buying of cod lines has 
started, according to jobbers here. Re- 
tail stocks are believed to be small. 
Prices are quite a little higher than 
they were a year ago. 


We quote from Boston jobbers’ 
stocks: 

Cod Lines.—Tarred, No. 2, $1.20 per 
doz. net; No. 4, $2.38; No. 6, $3.60. 


CROQUET. SETS.—Jobbers are still 
working hard to sell croquet sets, but 
it has been a difficult task up to date. 
During the past week, however, there 
has, perhaps, been a slight improve- 
ment in bookings. As compared with 
last season’s, prices are a shade higher. 


We quote from Boston jobbers’ 


stocks: 

Croquet Sets.—Standard makes, 5% 
in. mallet, 4-ball, No. 0, $2.50 per set; 
No. H, $2.80; 8-ball, No. B, $3.40; 
6-in. mallet, 8-ball, . N, $4.25; 8- 
in. mallet, 4-ball, No. AA%, $4.50, 
No. AA, $6. 

CULTIVATORS.—The retail trade 
keeps picking away at cultivators. 
There are a lot of dealers, however, 
who have yet to place orders. Jobbing 
sales this season to date are somewhat 
behind those of a year ago. 


We quote from Boston 


stocks: 

Cultivators. No. AC43,_ three- 
prong, $6.90 per doz. net; No. AC45, 
five-prong, $9.85; No. AC83, §8-in. 
handle, $4.45. 

FLOWER BOXES.—Flower boxes will 
be wanted by the public before we 
realize it, consequently jobbers are 
urging the retail dealer to get in 
under cover on requirements. 

We 30ston jobbers’ 
stocks: 

Flower Boxes. — Galvanized steel, 
water tight, painted dark green, 24- 
in., $10.60 per doz. net; 30-in., $13.90; 
36-in., $20.90. 

GARAGE HARDWARE.—Conforming 


to new lists issued some time ago by 


jobbers’ 





quote from 


garage hardware. The adjustment 
means that a majority of items are 
a little more costly. Revised prices 
follow: / 


We from Boston jobbers’ 
stocks 

Door Sets. 
No. T2505J, 
per set; No. 


quote 
— Garage, Stanley line, 
8 ft., with track, $5.60 
2510J, without track, 6; 
No. 1775J, in lots of less than six, 
$2.85, in lots of six or more, $2.65; 
No. 1776J, in lots of less than six, 
ef in lots of six, $2.65; No. 1777J, 
a ee —Stanley line, No. 8g 
$8 per set net; No. 77, 16 rae Le 


ll +A track, No. ig i ‘tt. 20¢. per 


ft., 1% ft., 15c.; 2 ft., 15c. 
Holders. "— Stanley a No. 1774J, 
$1.80 per pair net; No ‘17733, $3.15. 


IRONS.—Following the recent reduc- 
tion in three numbers of Universal 
electric irons, further reductions are 


No. 99043, which was $3.35 each net is 
now $3.30; No. 9909, which was $4.50 


$3 flat. 


We quote 
stocks: 

Irons. — Travelers’, Sunbeam, steel 
case, No. CS60, in lots of less than six, 
$4 each net; in lots of six or more, 
$3.78. Torrid, two pounds, No. 151, 
$3.50 each list; in lots of less than 
six, 30 per cent discount; in lots of 
six or more, 33% per .cent. discount. 


from Boston jobbers’ 





the Stanley Works, New Britain, Conn., | 
jobbers have adjusted their prices on | 


announced on five additional numbers. | 


is now $3.95; and Nos. 94070, 95070 | 
and 96070, which were $3.35, are now | 


Universal, No. 9021, $2.65 each net. 
Universal in fireproof case, No. 99043, 
$3.30 each net; No. 9909, $3.95; No. 
. 94070, $3; No. 95070, $3; No. 96070. 


LAWN ACCESSORIES.—Lawn acces- 
sories of all kinds and makes continue 
to sell encouragingly. Jobbers are 
constantly adding to their lines, thus 
making it possible for the retailer to 
carry a more complete stock. 

We quote from Boston jobbers’ 


Lawn Mowers. — Plain _ Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., 20.75; 
Pilgrim roller bearers, 16 in., 16.75; 
18 in., $17.50; 20 in., $18.75. ‘Auto- 
matic, style 11 5, 16 ‘in, 12; 18 in., 
$13; 20 in., $14. Style 1 -4, 14 in., 


$9.75; 16 in., he 50; 18 in., $11. 25; 20 
in., $12. yle 9-4, 14 in.,” $9; 16 in., 
$9.50; 18 in. $10; $0 in,, $10.50. Uni: 
versal, ball bearing Grand, 16 in., 
$14.25; 18 in., 6; 20 in., ag 75. 
Giant, 14 in., 33. 75; 16 in., $10. 18 
in., $11.25; 12. High wheel 
see $9; 16 in., $9.50; 18 in, $10; 

$i0 .50. Special, style 8-4, 14 
38. 50; 16 in. » $8.90; ‘48 in., $9.30. Spe- 
cial Yankee, style 8-3, plain bearing, 
12 in., $5.40; 14 in., $5.80; 16 in., $6.20; 
18 in., $6.60. 

Hose. — Rubber, garden, Commer- 
cial % in., 6%c. per ft. net; Leader, 
% in., 6%c.; % in., 7%4c.; Viligant, % 
in., 8%c.; Olympia, in.; 84%c.; Good 
Luck, % in., 10c.; lo, 5% in., 10%c.; 
Bull Dog, % in., 13%c. 

Hose Reels.—Donley Alsteel, No. 2, 
$1.85 each net. 

Couplings. — Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose mend- 
8.40 per gross. 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller. — Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
net; 24 in. diameter x 24 in. long, 
$15.34. 

Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain half circle, $5.50. 
Rain King 92.34 each net; Majestic 
Rain King "A, $3.34; Giant Rain King, 
$8.33; Rotary, $15 per doz. 

Nozzles. — Peoria, $4 per doz. ae; 
Fairy, brass, $10; Boston, %-i 
brass, $5.25; Rain King, $1 each net. 

Rakes.—Wooden lawn, three bow, 
Hub, $8.75 per doz. net; steel, 
Rugg. steel, No. 37X, $10 per doz.; 
me hay, two boy, $6.90; steel, 

15. 


LUNCH KITS.—Two styles of lunch 
kits have been reduced somewhat in 
price.s Workingmen’s No. 310, which 
was $22.80 per dozen net is now $20, 
while the No. 420, which was $26.80, 
is now $24. 





We quote from Boston jobbers’ 
stocks 

Lunch Kits. — Weskingmen:s, No. 
310, $20 per doz. net; 420, 


$24.. Columbia, No. 2011, $16. BO “Ther- 
mos school kit, No. 12414, $1.50 each 
net. 
SEEDS.—The average retail merchant 
bought his vegetable seeds some time 
| ago. He is now showing a lively in- 
| terest in grass seed. 





| We quote from Boston jobbers’ 
stocks: 

Grass Seed. — Bowling Green, in 

100-Ib. bags, 20c. per Ib. net; in 10- 


lb. containers, 21c.;_in 5-Ib. contain- 
ers, 21c.: in 2-lb. containers, 22c.; in 
1-lb. containers, 25c. Prices on Wood- 
land shade seed are 6c. per Ib. higher 
than Bowling Green, and on Green 
Meadow, are 18c. higher. 
SHOVELS.—Boston jobbers have been 
told a change is coming on at least 
one make of snow shovels. They do 
not know if the change will be an ad- 
vance or a reduction, but expect to 
have full details before the close of 


another week. 
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COLUMBIA 


Can you untwist one 
of the strands of the 
rope you are now sell- 
ing, and find the man- 
ufacturer’s signed 


GUARANTEE 


in undeniable 
black and white? 


If you can’t, you are 
not selling a Rope that 
will give you or your 
customers the advan- 
tages or protection 
you could have if you 


handled 


Columbian 


Tape-Marked Pure Manila 


Rope 


A Columbian Jobber 

quite near you will 

be glad to supply you 
with Guaranteed 
Columbian Rope 


Write for his name and Address 


Columbian Rope 
Company 


Auburn, N. Y., “The Cordage City” 


Branches— New York Chicago 
Boston New Orleans 





TAPE-MARKED 
PURE MANILA 








ROPE 


The Guaranteed Rope 
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Spring Merchandise Active in Cleveland— 


Retail Sales Show Gain—Collections Fair 


CLEVELAND, April 17.—With a more active demand for seasonal 
merchandise for spring, hardware sales show a gain over last month. 
However, business is not as good as during April last year and con- 
sequently would have to be better to be satisfactory. Garden tools 
are moving well and the demand for fertilizers is breaking previous 
Poultry supplies such as founts and feeders are in better 
Vacuum cleaners and washing machines 

An active demand has developed for grass and 
In sporting goods lines fishing tackle is active, but 
While retail sales show some gain, spring 
buying has not yet got well under way. 

Several price changes are announced as well as the reestablish- 
ment of old prices on seasonal merchandise. 
come out on binder twine for 1928. These are 98 cents per bale 
Black steel and galvanized pipe have advanced 
and cast iron and malleable iron fittings have been marked up 5 
Last year’s prices have been reestablished on sleds, snow 
Friction tape used in electrical work 
has declined 2 cents a pound to 33 cents. 

No change has developed recently in the collection situation, col- 


records. 
demand than a year ago. 
are doing well. 
hedge shears. 

other lines are quiet. 


lower than last year. 


per cent. 
shovels and tin fruit cans. 


lections being only fair. 


(Cleveland office of HARDWARE AGE) 


Prices have finally 





AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTire sales are rather slow, 
retailers are not buying many for 
stock, evidently thinking that with the 
sharp reduction on crude rubber tires 
prices may decline. However, there is 
no indication that prices will be re- 
duced as long as manufacturers - are 
using their large stocks of high priced 
rubber. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% Lib- 
erty Cord, $6.10; heavy duty over- 
size, $8.30; 32 x 4 Liberty, $11.15; 
rrr! ay, $13.80; balloon tires, 27 Fe 
4.40, $ 59°x 4.40, $9.15; 30 x 5, $13 
32 x “Share duty, $21.10; x 6. 20. 
RS, ‘duty, a? tan tubes, 30 x 31, 
$1.60; 32 x 4, bo. 34 
balloon tire tubes, one, 
$1.80; 29 x 4.40, $1.85; 30 x 5, $2.25: 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. Derf spark plugs, 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 4ic. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 

AXES.—While some orders are being 
taken for fall shipment, the market is 
not active. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted, rusts 
black finished handled axes, 36 
base per doz.; unhandled, $15. sb oar 
doz.; double bitted, handled, $24.50 

er doz.: double bitted, unhandled, 

20 per doz. ; 60c. increases for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—These continue to move 
in fair volume. 


stocks, 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 

Unit Broken 

Packages Lots 

A Ec pdkaucwasssets $1.14 $1.22 

Ss TE p.codepeseseepes 1.30 1.40 

hE a re per ges 1.92 2.06 








Se Sete A ree 2.33 2.53 
Sk: eae 2.80 3.00 
PU Ws b's 4 cae see veneers 3.33 3.58 

Dry cell, A_ batteries, No. 7111, 
35%%c. in standard packages; 40c. in 


broken lots; Columbia igniter dry cell 
batteries, 32%c. in standard pack- 


ages, 36c. in broken lots. 


BOLTS AND NUTS.—The market is 
being well maintained at the recent 
price advance and the demand is fair. 


Jobbers quote f.o.b. Cleveland for 
less than case lots of one size with 
an extra 10 per cent for full case lots: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws at 60 per cent off 
list. Bolts with rolled thread, 60 and 
10 per cent off list. Stove bolts, 75 
and 10 per cent off list. Semi-finished 
nuts in bulk, 60 per cent off list; 54 
per cent for packages. , 


BIRD CAGES.—Sales are not as heavy 
as recently. 


Cleveland jobbers —_ bird cages 
f.o.b Cleveland: No. 274, $1.85 each; 
No. 275, $2.35 each; No. 275 Duco 
finish, $3.50 each, for cartons of 3 
the price is 15 cents less. 


BINDER TWINE.—Prices for 1928 
were announced during the week, these 
representing a decline of 98 cents per | 
bale from last year. 


Cleveland jobbers quote standard 
binder twine f.o.b. Chicago, and North 
Plymouth, Mass., $5.50 per bale; 
f.o.b. Cleveland, *5. 62 per bale; Com- | 





petition twine is 37% cents lower. 


BUILDERS’ HARDWARE.—This 
moving in very satisfactory volume, a 
though not quite as good as at this 
time a year ago. 


~ ons jobbers wees in case lots 
lock sets, $5.25 per ; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 
; in., $1.73 per doz.; 8 in., $2.80 per 
oz. 


Butts, case lots, 3 in., 16% cents 
per pair; 3% in., 17 cents per pair; 
4 in., 23 cents per pair; for less than 
ease lots all sizes are 1 to 2 cents per 





Reading matter continued on page 62 


pair higher. Butts with sand blasted 
finish are 4 cents per pair higher. 
Ornamental hinges, standard finish, 


$1 per doz.; nickel finish, $1.25 per 
— sand blasted finish, $1.20 per 
Oz. 


FERTILIZERS.— The demand 
tinues very heavy. 


Cleveland jobbers quote Old Gard- 
ner fertilizer, 5-lb. bags, 32c.; 10-lb. 
bags, 55c.; 25-lb. bags, $1.12; 50-Ilb. 
bags, $2; 100-lb. bags, $3.50. 

FITTINGS.—A price advance of 5 per 
cent has been made on cast iron and 
malleable fittings. 

Cleveland jobbers quote malleable 
fittings for stock shipment at 29% 
and 10 per cent off list and cast iron 
fittings at 33 and 10 per ‘cent off list. 

GAME TRAPS.—Not many retailers 
are placing orders for fall shipment. 


Cleveland jobbers quote Victor 
traps, No. 0, $1.10 per doz.; No. 1, 


con- 


$1.38 per doz.; No. 1%, $2.44 per eos. 
Oneida, jump No. 0, $1.59 per 

No. 1, $1.83 per doz.; No. 1%, $2. Bi 
per doz. 


GLASS BAKING WARE.—Sales are 
as good as usual for this time of the 
year. 


Jobbers quote f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 at., 


$1; 1% qt., $1.17; 2 qt., $1.33; square, 

$1.17; casseroles with ancy covers, 

35c. higher. 

Mp > —8 in., 50c.; 9 in., 60c.; 
n “. 


Bread Pane. —No. 212, 60c.; No. 214, 


Utility Dishes.—No. 231, 67c.; No. 
232, $1.17. 

Teapots.—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 


GARDEN RAKES.—These are moving 
well. A very good demand has de- 
veloped for the Brume type of rakes. 


Cleveland jobbers quote _ rakes: 
Steel bow, first quality, 12-in., $10 
per doz.; 14-in., $10.75 per doz.; 16-in., 
$11.60 per doz.; all in full bundle lots. 
Level head steel 14-in., $9.84 per doz.; 
16-in., $10.56 per doz.; competition 
grade, 12 in., $5.16 per. doz.; 7 in., 
$5.64 per doz.; 16-in., $6.12 pe 
a lawn rakes, 22°. teeth, $8. 75 per 

oz. 


HOSE REELS.—These are selling well. 


Cleveland jobbers quote No. 2 Don- 
ley Alsteel hose reels at $1.60 each. 


HOUSEHOLD CLEANERS.— With 
the spring housecleaning under way 
there is a heavy demand for cleaners 
of all kinds. 


Jobbers quote f.o.b. Cleveland: 

Presto pipe opener, $2 per doz.; 
Presto toilet bowl cleaner, $1.85 per 
doz.; Presto tile and _ porcelain 
cleaner, $1.20 per doz.; Presto vege- 
table oil soap, $2.60 per doz.; Presto 
Met-L-Shyn, $3.60 per doz.; Presto 
$1.80 per doz.; Presto 
waterless cleaner, 2-pt. cans, $5.40 
per doz.; 5-pt. cans, $9 per doz.; 
Presto window cleaner, 6-0z., $3.60 
per doz.; 12-0z., $5.40 per doz.; Presto 
Lustre Furniture Polish, 6-0z., $2.60 
per doz.; 12-0z., $4.32 per doz.; 16-0z., 
$5.40 per doz.; Presto dry cleaner, 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 — "doz. ; in gross lots, $3.50 per 
doz. esolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz 

Kloset Klean, 22 oz. ang “Jess than 


Silvershyn, 





Cross-Cut Saw Files 


Utility and service—that explains the 
reason why filers and users of cross-cut 
saws demand the SIMONDS SPECIAL 
CROSS-CUT SAW FILE. For many years 
it has been the standard file of its kind, and 
it is even better than ever now. Shaped right 
and made right it files more saws and does it 
better. 


For more business, profit and customer 
satisfaction dealers should sell SIMONDS 
SPECIAL CROSS-CUT SAW FILES. 


Your jobber can supply you 
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case lots, $2.25 per doz.; case of 2 sana with short drum Puritan | cent off list; galvanized before weav- 
doz. cans, $2.15 per doz.; gross dots, burners, $122; Japan finish stoves, ing, 50, 10 amd 10 to 50, 10,+10 and 5 
$2 per doz. and Puritan per cent off list. 
Tubola, 12 oz. cans, less than ‘tase pressure gas stoves, full porcelain 


lots, $2.25 per doz.; case of 2°doz. 
cans, $2.15 per doz.; gross lots; $2 
per doz. > 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porce'ain cleaner, 
$2 per dozen; in gross lots, $1.90 per 
dozen, 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, 
$2 each. 

LAWN HOSE.—This is not very active 
at present, as it is too early for refill 
orders. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: 2-braid molded, un- 
coupled hose, % in., 7% cents or 
ft.; % in., 8% cents per ft.; % in., 
9% cents per ft.; coupled hose is % 
eent per ft. higher. 

LAWN MOWERS.—These continue to 
move pretty well in spite of a heavy 
early buying. 

MACHINE SCREWS.—The market is 
holding at the recent price advance. 

Cleveland jobbers quote machine 


screws at 70 per cent off list for steel 
and 60 per cent off list for brass. 


NAILS AND WIRE.—The demand is 
not very active. Jobbers’ prices are 
being maintained, although there is 
irregularity in mill prices in some 
sections, 


Nalis.—Less than car lots, $2.95 per 
keg; No. 9 galvanized wire, $3.40 per 
100 Ib.; No. 9 annealed wire, $2.95 
per 100 Ib.; cement-coated nails, $2.95 

r 100 Ib.; polished fence staples, 
$3.55 per 100 lb.; galvanized fence 
staples, $3.80 per 100 Ib 

"Barbed Wire.—Barbed wire stock 
shipment Lyman, 4 point, $3.14 per 
80-rod spool. Hog wire, $3.39 per 80- 
rod spool. : 


OIL AND GASOLINE STOVES.—The 
demand for gas stoves continues good. 
Oil stoves are moving fairly well. 


Jobbers quote f.o.b. Cleveland: Per- 
fection oil stoves, full white porcelain 
enamel with built-in oven, Superfiex 
burners, $140; full white porce!ain 
enamel with built-in oven, double 
wall burners, $120; japan finish 
stoves, $28.50, $22.50 and $17.50. Pur- 
itan oil stoves, full white porcelain 


quart cans, 


enamel with built-in oven and pres- 

sure gas burners, $128; japan finish 

stoves, $38, $33 and $26.50. Perfec- 
| tion ovens, one burner, $2.50; one 
| burner glass door, $2.70, and two- 
burner glass door, $6. Discount on 
above stoves and ovens, 30 per cent 
for less than ten and 30 and 5 per 
cent for ten and more. 

Nesco stoves, 2-burner 
without high shelf, $23; same, 3- 
burner, $28; same _4-burner, $33; 
4-burner range, $65; 5-burner range, 
$70; high shelves for regular gasoline 
stoves, 2-burner, $5.25; 3-burner, 
$6.50; 4-burner, $8; dealers’ discount, 
30 and 5 per cent off list. 

Air-O-Gas gasoline stoves, No. 327, 
$28.50; No. 330, $34.50; No. 324, $39; 
No. 325, $45; No. 328, $72; No. 322 
range, $114. These prices are subject 
to a 3314 per cent discount. 


_PAINTERS’ 


| $28.50, $22.50 
| 


gasoline 


lead, turpentine and oil. 


| slightly lower. 


Cleveland jobbers quote as follows: 

Turpentine in bbis., ts. per gal.; 
less than bbl., 86c. per g: 

Linseed oil. in bbls., Sis. per gal.; 
less than bbl., 96c. per gal. 

White lead in 100-lb. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. per 
lb.; in 12%-lb. kegs, 14%c. per Ib. 
Quantity discounts, 500 Ib. to 1 ton, 
10 per cent. One ton or more, 10 per 
cent*and 4 per cent. 

Enameling lacquers, 
per qt. 


$1.20 to $1.65 


| PIPE.—Black steel pipe has advanced 
' 2% points and galvanized pipe 3 points. 


| C'eveland jobbers quote 1-in. to 3- 

| in. pipe f.o.b. Lorain or Pittsburgh; 
black steel, 55 per cent off list; gal- 
vanized, 42 per cent off list. 


PouLrer NETTING AND WIRE 
| CLOTH.—Wire cloth is still moving 
| 
| 


| fairly well. 
in poultry netting. 

Cleveland jobbers quote: 12-mesh 
black wire cloth, $1.75 per 100 sq 
ft.; 12-mesh galvanized, $2.10 per 100 
sq. ft.; 14-mesh es $2.50 per 
100 sq. ft.: 16-mesh, $2.85 per 100 sq. 
fis bronze, 14-mesh, $5.35 per 100 ft. 
rolls; 50 ‘tt. rolls, 10c. additional. 

netting, galvanized after 


Poultry 
50 and 10 to 50, 10 and 5 per 


| weaving, 


SUPPLIES.—The house 
| painting season has started and this 
has stimulated the demand for white | 
Linseed oil | 
| has declined sharply and turpentine is 


There is not much activity 


| ROLLER SKATES.—These are a sea- 
| sonal item that are moving quite well. 


| 


ROPE.—The demand continues good. 


| 


Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children, 75c. per pair. 


Cleveland jobbers quote best grade 
manila rope at 21% cents per lb. for 
factory shipment and 22 cents per Ib. 
for stock shipment; sisal rope 16 cents 
per lb. for factory shipment and 16% 
cents for shipment from stocks. 


SCREEN DOORS AND WINDOWS.— 
Jobbers report a very good demand this 
season for combination screen and 





| storm doors. 


| 


| 








Cleveland jobbers quote Continental 
line, No. 288 doors, 2.8 ft. x 6.8 ft., 
$23 per doz.; 2.10 x 6.10, $24 per doz.; 
No. 315 G-12, 2.8 x 6.8 ft., $31.65 per 
; 2.10 x 6.10, $32.65 per doz.; win- 
dows, No. 1233, $3.15 per doz.; No. 
1833, $4.15 per doz.; No. 2433, $4. 90 per 
doz. 


SHEETS.—Not much spring demand 


|'has developed as yet for galvanized 


sheets. Mill prices are weak. 


Cleveland jobbers quote 24-gage 
galvanized sheets at $4.40 per 100 Ib. 


SPRAYERS.—The demand is only fair. 


Cleveland jobbers yes uote: 1-pt., tin 
sprayers, $3.15 per 1-qt., tin, 
$3.50 per ba et 1-qt., pena A $4.25 
per doz., 1-qt., mason jars, $5 per 
doz.; 1-qt., continuous, $20 per doz.; 
No. 32716, Little Giant, 3.10 per doz.; 
4-qt., compressed air, $4 per doz. 


TIN FRUIT CANS.—Last year’s prices 
have been reestablished and jobbers 
have commenced to take orders. 
Cleveland jobbers quote 1-qt. tin 
fruit cans %-gross lots at $5.25 per 
gross; 5 gross lots, $5.15 per gross; 


60 cents higher if packed in cartons 
of 12 cans. 


|WOOD SCREWS.—These are in fair 
| demand and regular prices are holding. 


Cleveland jobbers quote flat “head 
bright screws, 60 r cent off list; 
round head, blue, 50 per cent off list; 
flat head, japanned, 40 and 5 per cent 
off list; round head, nickel on steel 
27% and 10 per cent off list: flat 
head, brass, 50 per cent off list; round 
— brass, 40 and 10 per cent off 
ist. 





Warmer Weather Stimulates Active Sale 
of Spring Merchandise in New York 


NEw York, April 17.—Hardware jobbers in this territory are quite 


encouraged by the decided improvement in business. 


They report that 


the warmer weather has stimulated a substantial demand for spring 


merchandise. 


Prices have been fairly uniform in most lines. 


It is 


reported that fencing and wire cloth competition has been very keen. 
Collections show a slight improvement but are expected to be easier 


with the increased sale of spring goods. 
Building predictions are very optimistic but have not yet been 


active. 


reflected in the sale of hardware, tools, roofing, etc. 


Shelf lines are moderately 


It is thought that 


these lines will have wider sale in another two or three weeks. 


BATTERIES.—Demand is fair for 
radio batteries. The sale of dry cells 
No. 6 type for ignition work has 
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started, particularly along the shore for 
Prices are firm. Local 


motor boat use. 
wholesale stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. NEW YORK. 


No. 6, ignition type, 
7111, same type, 35%6c. 


Dry ° cells, 
32%c.; No. 
each. 

Hercules, No. 6 ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3.00 each; in units of 5, 
$2.80 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33; New Layerbilt, 
No. 485, $2.53 each, in units of 5, $2.33 
each. 





BOLTS AND NUTS.—Normal demand, 
with prices unchanged. Stocks are 
ample. 
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HWDAS 


are making 


ASTONISHING PROFITS 


with / 


THE FAMOUS 




















—and a complete line of 


MECHANICAL RUBBER GOODS 


HEFES a big field for an additional line with 

no added overhead or expense—a stock you 
can turn over 10 times a year. Here is the only 
real, standard high grade tire that will give the 
wholesaler an adequate margin of profit. This line 
contains wonderful Heavy Duties and a standard line 
of high pressure, as well as long life balloons made in 4 

and 6 ply. 

Many of YOUR 
customers are sell- 
—and a GUARANTEE that means ing large quantities of 
something. An unconditional One Year tires. Are YOU get- 
Guarantee (no “jokers”). ting any of this business? 


Distributors this year will more than The customers that you sell 


double their profits with this Guarantee. your other lines to will be glad 
to buy tires from you also. 














Empire Peerless Tubes—famous Empire Tubes—Y our Own Brand 
We manufacture tubes for some of the largest jobbers 


cry Bd i ee eee bs ~apineeaea in the United States. We have a wonderful proposition 
trial. rite or further information. for quantity buyers. 


Use the coupon, or wire or write at once to 
"cca, an the aneestaaianar daca ies a erase ees 


: Empire Tire & Rubber Corp., Trenton, N. J. (Dept. H) 


Gentlemen: We are interested in Empire Tires and ; 
Tubes. Tell us about your Jobbers’ proposition. 


EMPIRE TIRE & RUBBER CORP. 
TRENTON, N. J. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 
Carriage bolts, 55 off list. 

bolts, 69 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
50 per cent off list; 1% to 1\%, 30 off 


list. 
55 off list. Cast 


Coach screws, 
bolts, 60 per cent off list. Step bolts, 


50 per cent off list 
CARPET SWEEPERS. — Demand is 
more active. Spring cleaning cam- 
paigns will, of course, feature this line. 
Prices are firm. Stocks are apparently 
adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK. 
Carpet sweepers, Standard, ” 


Cast 


each; 


Universal, peeened. $3.5 each; 
Universal, nickel plated, $3. %3 each; 
Grand Rapids, japanned, $3.67 each; 


each; 
each; 
each; 


Grand Rapids, nickel plated, $4 
Elite, $5 each; Princess, $4.17 
and | American Quem. $4.50 
Sterling, $2.10 each. 


CLOCKS. — Fair steady sale, with 
prices the same. Stocks are ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK. 


Alarm clocks, Big Ben, $2.29; same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous take same respective 


prices. Ben Hur, $1.76; same lumi- 
nous, $2.46. 

Blue Bird, luminous dial, 1.76, 
Blue Bird, $1.22. Sleepmeter, $1.40. 
Sleepmeter, dial, $2.10. 


luminous 
American, $1.05. 
Auto clocks, Westclox, plain, $1.76; 
same luminous, $2.46. 
Prices Are Each 


NAILS.—Prices reported as being fair- 
ly uniform in this market. Sales are 
moderate, with a better demand ex- 
pected as warm weather continues. 
Stocks are ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
a meg * wire nails, bright, 4d, $4.25 
ont keg; 6d $4 per keg; 8d, 3.85 per 
10d, $3.7 per keg. Common wire 
- ls alvanized, Hy 6.75 per keg; 
0 ae keg: 8 6.35, per keg, 


F oa, r eg. 
Wire an _* Is, smooth, 4d, $4.45 


er keg; 6d, $4.10 per keg, and 8d, 
3 3.95 per keg. Wire poe & nails, 
bright, 4d, $4.95; pér keg; 
per keg; 8d, i0 per keg, and oa, 
$4 per keg. rr finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg: 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 
SASH CORD.—Prices are the same, 
with stocks satisfactory. Normal de- 
mand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 


Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 27c to 3lc., and 


se 5 No. 8, 33c. to 39c. 
No. 7 is le. higher and No. 6 is 3c. 


higher on all brands. 

LINSEED OIL.—Card prices announced 
April 11 quote linseed oil at 10.4 cents 
per Ib. in lots of one to four barrels. 
Calcutta linseed oil in barrels is quoted 
at 15.9 cents. Boiled oil is 4/10 cents 
extra per lb., double boiled oil is 5/10 
cents extra per lb., and oil in half 
barrel lots is 7/10 cents per lb. addi- 
tional. 


OIL COOK STOVES.—Normal demand 
reported, with prices unchanged. Local 
stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 


Perfection oil cook stoves, No. 339, 
full white porcelain, enamel, 4 stand- 
ard, 1 Giant Superfex burners, built 
in oven with white cabinet, $140; No. 
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74, satin-black finish, 4 cobalt porce- 
lain burners, $28.50 for stove only, 
with white cabinet, $41.50; with black 
cabinet, $36.00; same with 3 burners, 

22.50; "$33. 00 and $29.00; same with 

burners, $17.50 for stove alone and 
with black cabinet, 75. 

These are list prices subject to a 
discount of 30 and 5 in lots of 10 
or more and for lots of less than 
10, 30 per cent off list. 


PYREX DISPLAY RACK.—Jobbers 
announce a new Pyrex display rack as- 
sortment, No. 166, quoted to retailers 
at $23.77 each. 

SCREWS.—As announced last week 
machine screws were advanced. New 
prices are included in this section. 
Sales are moderately good. Stocks are 
ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 
Wood Screws, flat head, bright iron, 
50-10-10; round heads, blue, 45-10-10; 
round head, iron, nickel plated, 271% - 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round head, 
brass, 40-10-10. These discounts ap- 
ply to new standard screw lists. 
Machine screws, flat and round 
- a brass and iron, 70 per cent off 
st. 


SANITARY PRODUCTS.—Sales _re- 
ported as fairly good. Prices are the 
Local wholesale stocks are satis- 


same, 
factory. 
JOBBERS’ QUOTATIONS ne RE- 
TAILERS, F.0O.B. NEW YORK 
Econom plumber, drain, pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-Ib. cans, $3.90 per doz. The 1-Ib. 


size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 

Desolvo special pipe cleaner, 10 oz. 


size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 


triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz, Desolvo, triple strength, in 2-lb. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25; per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 


lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 


Chaco bofler liquid, single quarts, 
$2.50; half dozen quantity, $2 per qt., 
and dozen quantity, $1.75 per qt. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per doven; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 

1.20 per doz.; Met-L-Shyn, 8 oz. size, 
3.60 per doz.; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 qt. 
size, $9 per doz.; window cleaner, 6 
oz. size, $3.60; per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 
doz. and Dry Cleaner, 8 oz. 
$3.60 per doz. 


SPRING GOODS.—Warmer weather 
has stimulated interest in these lines. 
Lawn rollers have been particularly 
active, so have the general line of steel 
goods. It is expected that this demand, 
largely from the consumer at the pres- 
ent time, will shortly be reflected in im- 
proved demand from the dealer. Prices 
in this market are fairly uniform. 
Stocks are adequate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
Garden Hoes 


Ladies, garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze socket 
shank, 4% ft. handle, 93c. each. 


size, 





Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
8l‘%c. each. 

Union .hoes, square oP. polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, Silse, each. 

Garden hoes are packed 12 in a 


bundle. 
Warren type Hees, 86c. each. 
Scuffle type hoes, 8lc. to 92c. each. 
Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, = each. Same with 


2 holes and in. polished steel 
blade, $1.09 each. 

Mortar hoes are packed 12 in a 
bundle. 

Steel Rakes 

Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
pe ag 50c. each;. with 16 teeth, 5lY¥ec. 
eacn,. 

Medium’ bronze finish straight 
teeth, 5 ft. ash handle, 12 teeth, 
Vic. each; 14 teeth, polished, 83%c. 


each; 16 teeth, 874%4c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.09 each; with 14 teeth, 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft. ash han- 
dles, 60c. each; same with 5 forged 
steel adjustable prongs and 4%-ft. 
ash handle, 85%c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and gel finish, 4 
— black tines, 961%4c. each. 

These are packed 12 in a "bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.89% each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 5-12% in. tines, $1.90: 
each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 
forks are packed 6 in a bundle. 


Hay Forks 


Strapped ferrule, selected ash han- 
dies, bronzed and polished, -3 oval 12 
in. drop ey tines, with 5 ft. bent 


handle, $1.15 % each, with 6 ft. 
bent handle, $1.39 each 

Hay forks are packed 12 in a 
bundle. 


Five per cent off all prices on 
spring goods in bundle lots. 
Lawn Rollers 


Dunhams, waterweight rollers, No. 
2, $9.00 each; No. 4, $10.76 each. 


Hose Reels 
Donley all metal No. 2, $1.55 and 
No. 10, $2.50 each. 

VENTILATORS.—Chilly nights after - 
warm days have helped maintain a fair- 
ly active buying interest in this line. 
Prices are unchanged. Local stocks are 
adequate. 


JOBBERS’ ggg eed ae RE- 
TAILERS, F.O. NE 
ee Ventilators,” 


type. 919: § H 

$5): 7 959, $6.05; No. 

1537, m5. ‘os? go 1549, $7 10, and No. 
836, $3.35, ‘all prices per dozen. 

Continental ventilators, metal type, 
No. $4.60; No. 837, $4.75; 

1137, ‘.80; No. 1145, $6.85, No. 1437, 

96, No. 1445, $7.80, all prices 


all metal 


2 


per lame. 

Diamond E_ ventilators, 
type. No. 01, $4.40; No. 02, $4.80; No. 
03, $5.60; No. wet 5.20; No. 2, $5. 60; 
No. 3, $6.40; $7.60, and No. 5, 

— ceed E prices are per 
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ROM one end of the country 

to the other car owners are 
awakening to the importance of 
cable in connection with the oper- 
ation of their car. An undreamed 
of flood of inquiries, telegrams, 
and orders followed the first few 
full-page advertisements in The 
Saturday Evening Post. 


The big double page smash on 
March tenth in color released an- 
other avalanche upon us. 


An Ideal Item y 
for your | 
Automotive 


















A, 


MEABLE SETS. 


Car owners want new cable. They 
are writing us for it. 


The hardware store is ene of the 
most logical places in the world to 
buy a set. Attractive shelf pack- 
ages—no servicing — tremendous 
market—wonderful sales helps. 


Better look into this—And be 
sure you get genuine PACKARD 
Lac-kard Cable. If you do not 
know who your Packard Jobber 
is, write us direct. 


If it isn’t Packard—It isn’t Lac-kard 


ONLY ON GOODS OF 
HONEST VALUE 


The Packard Electric (Aefeed: 








Company , Warren, Ohio 






‘Packard Ignition Cable Sets 
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Weather Influences Pittsburgh 


Trade— 


Jobbers Find Business Slow 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, April 17.—While hardware business, particularly in 
the items seasonal to this time of year, improves very markedly on 
days of seasonal weather, indicating very slim stocks in the hands of 
retailers, there still is dissatisfaction among jobbers with business 
in general. Not much cause for complaint exists as to sales of mill 
and factory supplies, but the year to date has averaged low in com- 
parison with other recent years in hardware articles and the move- 
ment of automobile tires and accessories has been discouraging to | 
those who have tacked those lines on to hardware. It costs as much 
to do business on the smaller scale of this year as on the larger 
volume of other years, and even though the margin of profit on 
each item be maintained, the net is reduced on the smaller volume 
and the fact that sales and other expense remains up. Collections still 
are slow in this area, a condition to which a depressed coal situation 
is no small contributer. All jobbers in Pittsburgh have unpaid ac- 
counts of long standing with coal producing company stores, and 
since there is no indication of immediate betterment in that industry, 
collection of these accounts is remote to say the least. 








AUTOMOBILE TIRES AND’ TUBES. No. 950, 9%4c.; No. Bee, 205605 ; No. as. 


—Business still is very slow in this dis- e No. 750, aS si $1. 87; _— A 1661, 
trict. Prices to retailers of the popular 2.37. 
sizes of Mansfield tires and tubes: BOLTS, NUTS AND RIVETS.—Good, 
Casings.—High pressure, cord, 30 x steady demand is noted for bolts, nuts 
3% in., clincher, $6.10 each; same ex- and rivets, and prices are firm, there 


tra size, $8.30; 31 x 4 in., $13; 3? x 4 
in., $13.80; 33 x 4 in., $14.50; 32 x 4% 
in., $20.20; 33 x 5 in., $25.50; balloon, 
29 x 4.40 in., $9.16; 30 x 5 in., $13; 31 
x 5 in., $13.55; 30 x 5.25 in., 29 in. 
rim, $15.15; 21 in. rim, $15.65; 30 x 5.57 
in., $20.85; 30 x 6 in., $20.40; 32 x 6 


being less tendency to meet the price 
concessions offered by outside jobbers 
on bolts. The ruling discount is 60 per 
cent on bolts and nuts. Jobbers quote: 














in., 20 in. rim, $21.10; 21 in. rim, $21.8). _ Bolts.—All styles except stove and 

Ne ae pressure, tan, 30 x tire bolts, per 100 pieces, 60 to 62% 

3%, in. clincher, $1.60 ae . x B a> per cent off list; stove bolts, 75 and 

* et 2 1% _ 3: so: 3 = eer -r per coat < — tire bolts, 50 and 

x n., x | er cen ist. 

$3; 34x 4% in., $3.10; 33 x 5 in. I | sletn—AR otyien, 60 to 62% per 

gray tubes sell 15c. to 50c. less: ek cent off list. 

loon, gray, 29 x 4.40 in., $1.85: 30 x 5 Rivets.—Large, $3.50 base per 100 

in., ae ag Lh na meget * oe — small a oo tinners’ riv- } 

in., 2 n 00; 2 n. ° 5 ° =) "en ° 

30 x 5.77 in., 33-19: 32 x 6 in., $3.10; i": vate ews ‘ 

33 x 6 in., $3. BUILDERS’ HARDWARE.—Business | 
AWNING ce —_As the sea-| i8 better both as far as actual sales go 
son for hanging awnings approaches and in point of prospective business. 
there is increased interest in the hard-| Prices are very firm. Jobbers quote: 
ware, which jobbers quote: } Butts.—Ball tip, plated, dull brass 

‘ and antique copper, less than case 
Ow" Eye ents, % y $5 per 100; % in., 4 : 3 ay hora ety. P30. 

: “» n. Xx n., a... n. 1 
$8; clamps, 14/4 in "'$6:50 al 100; % in., Hinges.—Heavy strap, 6 in., $1.85 
$8; hinges, $3.50 per art per doz.; 9 ow Oe; ¢] in., #30; 

AXES.—Jobbers still find light-weight Pins eeaay. J in, $8.40; Meht strap, 
axes selling fairly well. ey quote: Ww Screws, packed one pair in a 
Red eae fee to 41 nd eng sth sor in, 99.80, in, te ng B “ 
dled, qfingle bit, $18.85 per doz.; double ae aie 
Hasps. — Hanger, without screws, 
single dozen noe, 3 in., 65c, per doz.; 
BATTERIES.—Only a fair demand is tin, 190: 6 In” $1.08; safety. 3 in, 
noted for dry cell radio batteries by job- g7e. per doz.; 4% in., $1.14;' 6 in.. 
bers here, who quote: Garage Sets.—Swinging hinges, 10 
F a myn Pe a in., $3 per set. 
ckages Packages " 
‘$283, $233, | CARPET SWEEPERS. — Continued 
58 3.38 steady demand is reported by local job- 
i bers, who quote: 
1.14 Bissel’s Grand Rapids, japanned 
-39 trim, $44 per doz.; nickel-plated trim, 
97 48. Universal, $42; standard, $36: 
4 unior, $16; Little Gem, $4; Sterling 
7 508 is Sweepers, $24 per doz. 
eS Ra A ag ees type unit FARM, GARDEN AND LAWN.— 
Flashlights. No. 935, 9%c. each; Spring work is on actively in this part 
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of the country and jobbers are doing a 
lively business in forks, rakes, hoes, 
with shears, pruners and lawn mowers 
coming in for larger demands. Job- 
bers quote: 


Forks. ay” and Hoes. Py one ON 
forks, , $13.63 per doz.; No 
$15.24; spadii "f, forks, No. 84, Sio’ 86 
Ro. doz.; ; No. $14.28; garden rakes, 

° bor $5. 64 per doz.; No. 512, $8.64; 

b +a lawn rak es, No. 124R, 
3° 50 a 0z.; field hoes, $6 per doz. 

Barrows. — Garden, Pog 81, $3.65 
each; No. 82, $4.75; No. 83, $5; No. 84, 
$7.75: No. 45, $4. 50: No. 35, $5. 75; No. 
25, $6.25. 

Trowels—Gardens, tog $1. o ¢~ 
doz.; No. 803, 90c.; $69,"s 
100, $3.50; No. 85, soc No. i 75e. 

Grass Hooks and Shears — Hooks, 
No..7, $2.50 per doz.; No. 450, $4; Ger- 
man, $3.60; English, $7; Shears, No. 
360, $3 per doz.; No. 380, $3.60; No. 
520, $5.50; No. 525, $7; No. 540, $6. 

a: — Pruning, No. 25, $2 ong 

No. $4.50; No. 533, $6.50; 
seri. $9; alos. 8 in. blades, $1.25 to 
$1. 7% pre | 9 in., $1.40 to $1.90; 10 in., 


$1.6 

hea —Tree, Water, $1.30 to 
$1.60 each; Division, $2 to $2.10; Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 


to r, 60. 

ose, Reels and Nozzles.—Garden 
as tus oe = _Tolls, ¥% in., 9c, per ft.; 
58 % in., lic.; nozzles, 
= eo to "8° per doz. reels, $1 to $4 


ach. 

“Gprénktere. — Ring, 50c, each; Rain 
King, $2.35; Giant in King, $7.50; 
Pluvius, $1.15. 

Sprinkling — —Galvanized, 4 4%: 
$6 per doz.; , $6.60; 8 qt., $7 
10 qt., $8.40. 

Lawn Mowers.—12 in., $5 to $8.75 
each; 14 in., $5.25 to $13; 16 in., $5.75 
to $13. 50; - in., $8.50 to $14; 20 in., 
$10.50 to $15 

Sprays. —Bordeaux patoree, 1 Ib. 
papers, 25c. per lb.; in 100-lb. drums, 
15c. per Ib.; arsenate of lead, 1 Ib. 
papers, 25c. per Ib.; 100-Ib. drums, 
16c. per Ib. 


| HOUSE - CLEANING SUPPLIES.— 


There is real activity in these several 


| items, as usual at this time of the year. 


Jobbers quote: 


Mops—O-Cedar, 33% per cent off 
list; Cotton, best grade, No. 12, $4.20 
per doz.; No. 20, $6; No. 30, $10; No 
36, $13.50. Second grade, No. 12, 
$2.75; No. 20, $4.50; No. 30, $6.75; No 
36, $8.40. 

Chamois Skins.—12 x 14 in., $3.50 

er doz.; 13 x 17 oa oe 14 x 18 in., 
7.50; 15 x 20 in., $9.2 

Waxes.—Johnson a wax i Ib. 
cans, 75c.; 2 Ib. cans, $1.7 Ib. 
cans, $3; 8 Ib. cans, $6; Old English 
1 Ib. cans, 85c.; 2 Ib. cans, $1.70; 4 Ib. 
cans, $3; liquid wax, Johnson, pints, 
75c. ; quarts, $1.40; Old English, 
pints, 75c.; quarts, $1.40. Dealer’s 
discount, 33% per cent. 

Sponges. — According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners. — Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. a Perfection paint 
cleaner, $3.25 per 

Step addere—-Standard full rodded 
ladders, 28c. per ft.; extra, 40c. per ft. 

Floor Polishers.—Johnson’ s electric, 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 

Carpet Beaters — Justrite, $1.10 
doz.; No. 4, $1.20. 


INCUBATORS AND BROODERS.— 
The season’s major demands have been 
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A BETTER 








500 Push Broom. Made of gen- 
uine African Bass—lIength of 
fibre 6". Size of block 16" x 31%" 
—sweep of broom 2214", large 
flare. 


More Profits for Hardware Dealers 


Selling Osborn Push Brooms 


Osborn makes a better- 
wearing, better sweep- 
ing broom for every need 
—from finest bristle for 
tiled floors to heavy 
duty bamboo and flat 
wire for street and fac- 
tory use. 3 


There’s a steady de- 
mand for brooms of this 
type—and you will find 
it easy to sell Osborn 
Brooms because of their 
high grade construction, 
better-wearing qualities 
and low price. 





0277 Bamboo Push Broom. 
Made of Split Bamboo. Length 
of Fibre 7’. Block size 16" x 
314" A heavy duty push broom 
at a low price. 


277 Rattan Push Broom. Made 
of select round reed. Size of 
block 16° x 3%", Length of 
fibre 6”. 


121 Flat Wire Push Broom. 
Made of tempered flat steel 
wire. Widely used in road 
construction. Block size 
16" x 2%"—length of wire 5". 


JHE DSBORN MANUFALTURING LOMPANY 


5401 Hamilton Ave. 


Cleveland, Ohio 


BRANCH OFFICES: 


New York Detroit 


Chicago 


San Francisco Los Angeles 











WEARING BRUSH FOR EVERY USE 
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satisfied, but a few sales still are be- 
ing made. Jobbers quote: 


Incubators, No. 1, $26.25 each; No 
2, $31.15; No. 3, $40.43; : 
No. 5, 4 
$19.25; ‘ 5 
portable, No. $8.23 each; No. 21, 
$10.85; No. 22, i 30; blue flame, No. 


80, $14; No. $1, $15. 15; coal burning, 
ty tk $15.05; No. 118, $18.55; No. 


LEATHER STRIPS.—tThe sole leather 
market remains high and strong and 
explains the price of 90c. to $1 per Ib. 
which jobbers have to charge for No. 1 
strips. The high prices of leather 
is causing a better demand for substi- 
tutes, which are selling at around 50c. 
per Ib. 


PAINTING SUPPLIES.—Demand still 
is looking up. Oil and turpentine have 
declined slightly in price since last re- 
ports. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2. (whites and dark 
greens, 15c. per gal. higher); white 
lead, 13%c. per Ib, in 100-Ib. lots; 10 
per cent less in lots of 500 Ibs. or 
more and extra 4 per cent less in 
lots of a ton or more; turpentine, 74c. 
per gallon in barrel lots; raw linseed 
oil, 11.5c. per Ib. in barrel lots. 


POULTRY NETTING.—Business re- 
ports on this line are very satisfactory. 
Jobbers quote galvanized netting at 50 
and 10 per cent off list after weaving. 


POULTRY SUPPLIES.—There still is 
some call for poultry-raising acces- 
sories, which jobbers quote: 


Fountains, 25c. to $1 each; feeding 
troughs, 20c. to 85c. each; mash hop- 
pers, $1.30 to $2.10 each. 





SANITARY GOODS.—Continued good 
demand is reported. Jobbers quote: 


Desolvo, No. 16, $3.75 per doz. in 
lots of 3 doz. or more; less than 
3 doz., $4; No. 10, $2.15 per doz. in 
lots of 3 doz. or more; less than 3 
doz., $3.25; Kloset Klean, ? per doz.; 
Saniflush, $2.25 per doz.; Presto pipe 
opener, $2 per doz.; tile and procelain 
7 $1.20 per doz.; bowl cleaner, 


SASH WEIGHTS.—Prices have eased 
off lately and jobbers now quote them at 
$2.10 per 100 lb. 

SPIKES.—Some stiffening in resale 
prices of spikes is noted, due to the re- 
vision in factory prices and the decision 
of producers to quote the mill prices 
only on lots of a carload or more. Job- 
bers now quote them at $9.50 per keg 
of 200 Ib. for 2% in. x % in. and $8.90 
per keg for 3 in. x % in. 

SHOT.—Air rifle shot is slightly lower 
at $3 per case for steel and $3.25 per 
case for lead shot. 


SCREEN WIRE CLOTH.—Movement 
of this line is expanding as spring ap- 
proaches. Jobbers quote: 
Black, $1.80 per 100 sq. ft.; 
$2.10; bronze, $5.50. 
VENTILATORS.—Business is good for 
this time of the year; ventilators usual- 
ly sell better in the fall than at other 
seasons of the year. Jobbers a 
Continental ventilators, wood 
No. 923; $3.65; No. 937, $4. 00: 
: No. 595, $6.65; No. 
» $5. 25; No. 1549, $7. 10;, and No. 
Be. "$3.35.' All prices per dozen. 
Continental ventilators, metal type, 


No. 833, $4.60; No. 837, $4.75; No 
1137, $5.30; No. 1145, $6.35; No. 1437, 


opal, 





$6.80, and No. 1445, $7.80. All prices 
per dozen. 
Diamond E ventilators, all metal 


type, No. 01, $4 40; No. =. $4.80; No. 
03, $5.60; No. 1, $5, 2, $5.60; 
No. 3, $6.40; No. "4, $7. 60; No. . $8.40. 


All prices per dozen. 
WIRE PRODUCTS.—Fence and fenc- 
ing material are going well and there is 
a fairly good demand for nails. Mill 
prices are holding well. 


We quote from Pittsburgh jobbers’ 
stocks: 


(Fence Wire 

per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.05 $3.50 
TE We Seek sec Foes es 3.10 3.55 
OS SRS ee 3.15 3.60 
NE RAR oe ae 3.20 3.70 
a Be eee 3.30 3.85 
a Re ee eee 3.40 4.05 
DY ME decwep wide ket co 3.60 4.30 
a ES ee ae 3.80 4.45 

Barbed Wire (per 80-rod spool): 

DEED, pcos bbc cpasbenasees $2.97 
EE sn akin cencowsesssouneee 3.18 
EE cs. x0000 sae eons acasees 3.43 
PE MON oo stwtesssc¢echaanne 3.17 
2-point cattle (special) .......... 2.25 


Field Woven Wire Fence (per 100 
rods): 


SPER | ccs vnheas aot wcpaies 0% S905 $39.80 
OS a A ae 55.80 
WEE Th. 6 bi ab oon 5g ebsad cacao 27.70 
era a eerie er 37.00 
| Sa pe perme 35.80 
Se Se ee eer 49.20 
ed and Rabbit (No. 14 wage): 
Se eee ee $36.50 
Shs SE 2 asN eae aN ahesees + e045 4.00 
Pe MEE neste wen h ees Behe scxee< 49.50 
Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 
MES Evedacpeedeom | eee 
6 ft. ........-....56¢C. each 38c. each 
7 iP Pere ree 65c. each 40c. each 
ee , Serer ye peor ree 45c. each 


bright nails, base, per keg, $2.85. 





Duplex Universal Key Machine 


The Duplex Universal key cutting ma- 
chine has recently been placed on the 
market by the Independent Lock Co., 
Fitchburg, Mass. This machine has two 
carriages, one for general duplicating and 
the other for code cutting. 





general 
work, there are separate jaws for different 
types of work. A sliding carriage makes 
impossible the overcutting of a key and 
there is a special finger gage for accurate 


On the Duplex carriage for 


and simple alignment. Bit key clamps are 
grooved to receive every size stem and a 
specially designed duplicating cutter makes 





possible a close cut to the shoulder of cyl- 
inder keys. 

The code cutting carriage is self con- 
tained. It cuts strictly from code number 
and does not use depth keys, guides, etc. 
It is always automatically adjusted. The 
keys are cut without the hand touching the 
jaws or clamps and the operation of the 


carriage is dependent on hand pressure. 
Capacity, 200 keys an hour or more, de- 
pending on operator. 

Motor may be mounted above, behind or 
below machine, whose weight is 4134 Ibs. 
without the motor or disks. Complete in- 
struction book, wrenches, test keys are 
supplied. 





American Screw Co. Issues 
New Catalog and Price List 


A new catalog and price list has recent- 
ly been issued by American Screw Co., 
Providence, R. I. This catalog and price 
list dated 1928, in addition to current 
prices, contains illustrations and miscel- 
laneous information relating to the com- 
vany’s regular products. 





Pole Line Material Catalog 


The condensed catalog of Oliver Pole 
Line Material has recently been issued by 
Oliver Iron & Steel Corp., South Tenth 
and Muriel Streets, Pittsburgh, Pa. In this 
catalog is shown a condensed listing of the 
hardware and construction specialties for 
pole lines the company manufactures. 





Grip Point Screw Driver 


The New Grip Point Co., 
Suite 732, 108 No. State St., 
Chicago, IIll., has placed on 
the market the Grip Point 
Screw Driver. This product 
has a patented construction 
and does not contain a clamp, 
neither is it magnetic. 

The Grip Point holds the 
screw to the screw driver in 
any position. It enables the 
user to place screws in other- 
wise inaccessible places. 

The center section of the 
blade of the Grip Point by a 
quarter turn locks the screw 
to the screw driver. This is 
accomplished by a slight for- 
ward movement of the push 
knob, causing the patented 
feature in the blade to turn 
within the screw slot. 

The tool steel blade can be 
resharpened repeatedly. Four 
sizes are manufactured at the 
present time, running from a 
Grip Point with a % inch 
blade to one with a 5-16 inch 
blade. Another feature of this 
product is the advantage of 
being able to hold the screw 
in the Grip Point in one hand 
by and the work with the other 
e hand. 
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SEAL 


oor Irack 
the 
Builder's 


INNON BALL 
BEATS EM ALL 
























Weather-Proof 
Sparrow-Proof 
Automatically 
Self-Cleaning 



































Not Just Weather-proof, But a Real 
Door Track, Too 


The one weather-proof track that won’t bind, stick or choke 
the hangers if the track kinks or bellies when the building 
settles; roller bearing ball wheels of hangers bear even, wear 
even and run even no matter how the building sags or warps. 


All Cannon Ball Hangers Fit Seal-Tite Track 


End 
View 


ACTUAL SIZE 


Shows how 
dirt, dust and 
rust work out 


of slot in bot- 
tom of Under-slung, tandem hangers adjustable up and down, in and out — and 
track for thick or thin doors. Easiest to hang and hardest for the hired help 
‘ to jim up. Never needs the doctor. 

re Attractive New Display Models 

heel help dealers sell Seal-Tite track. Write for par- 
beirtaaser: ticulars of our preferred dealer’s proposition. 
run and 
pens! HUNT-HELM-FERRIS & CO., Inc. 
pete Albany, N. Y. HARVARD, ILL. San Francisco 
pa both Manufacturers of 
sides 
after s nen pr pve ‘iers 

24.9¢ tanchions oor Hangers 
building Pens Wire Stretchers 
Sags or Water Bowls and 
settles. Litter Carriers Specialties Equi 

pmen 
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No Material Change in Chicago 
Market—Prices Hold Firm 








Additional Price Changes Reported by Chicago Jobbers 


Rivets.—Manufacturers of iron rivets have announced an advance of 20 per cent and jobbers 
have a corresponding advance. 








(Chicago office of HARDWARE AGE) 
Cuicaco, April 17.—There has been practically no change in the 
general conditions surrounding the hardware trade during the past 
week. The changeable weather is still causing a slowing up in the 
demand, although there is some gradual improvement noticeable 
as the season advances, especially in the agricultural sections. Prices 
continue strong but without actual change. 


Building operations are going forward at a rapid rate and the | 


number of new permits being issued indicates that this activity will 
continue for some time. 
as builders’ hardware, sash cord and weights, glass and the like, are 
in brisk demand and prices are decidedly firm. 


Steel mill production in the Chicago area is still at about 95 per | 


cent of capacity. While orders are not quite as plentiful as earlier 
in the year, there is a good demand and deliveries are from six to 
eight weeks behind. 

Collections are fair. 


carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—With the 
favorable building weather the demand 
is increasing steadily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 344 x 3% steel butts. 
old copper and dull brass finish, $2.07 
per doz. pair, case lots; less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.90 per doz. pair, case lots: 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 


AUTOMOBILE ACCESSORIES.—tThe | 
demand is gradually improving as the | 
season advances, although there seems 
to be a steady increase in the volume | 
of sales made by the retailers. 


We quote from jobbers’ 
f.0.b. Chicago 

Spark Plugs. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 


36c. e 
Light. —Appleton, 
$6.50 each. 
Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, No. 21, 


stocks, 





No. 3280, 


$1.30 each. 
“a $5.50 per doz. sets, case lots; steel 
91st ann Rost, 1% ‘in. cylinder, bit-keyed front door sets, $1.45 per 
ole igri set; wrought brass, bit-keyed front 


Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty Cord, $6.10; heavy 
duty oversize, $8.30; 32 x 4 Liberty, 
$11.15; heavy duty, $13.80; balloon 
tires, 27 x 4.40, $8.70; 29 x 4.40, $9.1 
30 x 6, $13; 32 x 6, heavy duty, $21. 10: 
32 x 6.20, heavy duty, $24.85: 
tubes, 30 x 31, $1.60; 32 x 4, $2.50; 

6, $3. 10, balloon re e. 
gray, js Se, $1.80; 29 x $1.8 
30 6.” , $2.25; 32 x 6, $3.10; 43o x 620 


door sets, $2.60 per set; cylinder front 
door sets, $6 per set. 

CHAIN.—Chain manufacturers have 
reestablished prices on a firm basis, 
| f.o.b. Pittsburgh. Sales are good. 

We quote from = stocks, 
f.o.b. Chicago: n. proof cow 
chains, $8.50 per 100 lb. Tensco Bull 
a; | Dog =e — ont cheng. 50- a e= 

} cent scoun 0. - electric 
BASEBALL GOODS.—Considerable in- | welded cow ties, $2.75 per doz. 
terest is being shown as the big league | |COPPER RIVETS AND BURRS. — 
teams get ready to open the season. _| Prices are very firm, with the demand 
We quote from jobbers’ stocks, | active. 
f.o.b. Chicago: Goldsmith Official ‘ 
League ball, $15.00 doz.; Louisville We quote from jobbers 
E f.o.b. Chicago: Copper rivets and 


Slugger bat, $16.20 doz 
BOLTS AND NUTS.—There has been a _ PUTS, 40-2%4 per cent discount. 
marked improvement in the demand | EAVES TROUGH, PIPE, ETC.— 
during the past week. Prices are steady, with orders reflect- 
ing an active demand. 


stocks, 
| 


We quote from jobbers’ stocks 
f.o.b. Chicago: Carriage bolts, cut We quote from jobbers’ stocks, 
thread, 60 per cent discount, small | f.o.b, Chicago: 28 gage single head 
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Materials of all kinds, including such items | 


lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4. 80 per 100 ft.; pin ridge roll, 
1%-in,, $3.65 per 10 corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERC HANDISE— 
There is a fair volume of business be- 
ing placed, Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No, 14 rubber covered wire, 
$5.80 per 1000 ft.; in less than 1000 
ft. lots, $6.30; No. 18 lamp cords, 
$10.25 per 1000 ft.; in 1000 ft. lots, 
$12; %-in, brush brass key sockets, 
15%)c, each; two-way plugs, 45c. 
each, in lots of 10, 40c, each; two- 
piece attachment plugs, Tc. each; 
dry cells, boxes of 60, 32%4c. each; 
less than case lots, 36¢. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75; Per- 
colator, Universal 9169, $16.65. 

ne Fe ce —Radio B batteries, 

D 779 E, $1.40 each; base lots of 5, 
30; No. 770, $3 each: packages of 
5, $2.80; No. 772, $2.06 each; pack- 
ages of 5, $1.92; ‘No. 486, $3.58 each: 
packages. "of 5, $3.33; new No. 485 
Layerbilt battery, less than standard 
package, $2.53 each; standard pack- 
age lots, $2.33 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FIELD FENCE.—Prices continue un- 
changed, with an improving volume of 
orders. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12 $28.68 per 


100 rods; 1948- 6-14%4, $43.62 pe 
rods; 2158- 6-4%, $48.98 per 100 rods. 


FILESs—There is a normal sales vol- 

| ume, and prices are very firm. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 

per cent off list; Black Diamond files, 

50 per cent off list. 


FISHING TACKLE.—The demand is 
very active and dealers are preparing 
for the opening of the fishing season. 
We quote from jobbers’ stocks, 
f.o.b, Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 
pn each; Symploreel No. 752, $4.90 
each, 


GALVANIZED WARE.—tThe spring 
demand is on in force for tubs and pails 
for house cleaning. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, 0. 2, 


5. 
$6.50; No. 3, $7.65; 10 at. galvanized 
after mace, ails, 132.06 00; 12 qt., $2.25: 


| 
| 


| 
| 
| 
| 





14 qt., 17 all ‘galvanized oil 
cans, ‘special, $2.35 doz.; 2 gal., $4.00 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.: 


1 bu. galvanized baskets, $6.25 doz.: 
No. 26 baled % bu. galvanized meas- 
ure, $4.50. 


GARDEN HOSE AND LAWN SPRIN- 
| KLERS.—While it is still rather early 
| for the current selling season to open, 


2 
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The 


“ Home of the House Furnishing Industry 




























Permanent Headquarters 
for Buyers and 
Manufacturers 
The hopes and aspirations of those most 
closely identified with the Housefurnishing 
Industry have at last been realized. It is 
with a sense of pride and gratification that 
we announce the opening of the NA- 
The TIONAL HOUSEFURNISHING MART 
, at 433 East Erie Street, Chicago . . . an 
National edifice that will house the wares of manu- 
House facturers, and present a convenient mecca 
where buyers may convene. 
Furnishing 
i] . 9 o . 
Mart Exhibitors Applications 
” o 
433 East for Space Now Being Received 
Erie Street The cost of space for one year is hardly 
CHICAGO more than a hotel show room for a fort- 
night. Exhibition rooms may be obtained 
; as low as $20 a month. Two shows will be 
Opposite held here each year, at the same time as the 
Assastenn exhibits at the American Furniture Mart— 
across the street . . . and like the 
Furniture American Furniture Mart the National 
Housefurnishing Mart will be open the year 
Mart ’round. It thus affords a permanent Chicago 
office at no extra cost. Applications for the 
most desirable space should be made at once. 
Applications should be received before May 
25th for space to be in readiness for the 
Summer Market held June 25 to July 14. 
Summer ‘ ) 
Market America’s Newest and 
June 25 » , 
* Finest Housewares 


uly 14 oy ¢,¢ ‘ e 

ie: Exhibition Building 

The unusual features that this building provides 
... the exceptional facilities included in its oper- 
ation .. . its desirable location, its proximity to 
the American Furniture Mart, all combine to 
make it the logical headquarters for those most 
closely identified with the housefurnishing 
business. 


Address all inquiries to Administrative Offices 
Suite 706, 37 South Wabash Ave., Chicago 
National House Furnishing Mart, Inc. 
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a fair amount of orders are being re- 
ceived. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, g 
quality, a hose, %-in., llc. per 
ft.; % 12%c. per ft.; 5 ply, good 

wrapped, %- -in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; original 
fountain sprin ‘lers, $6 doz.; Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—Sales are sea- 
sonable and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 


brackets, 89-5 per cent discount; sin- 
gle strength , all brackets, 90-7% 
per cent discount; double strength A, 


all brackets, 89 per cent discount: 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 

- 3%. 100 Ib.: commercial, $3.50 
per 1 


GLASS SUBSTITUTES.—There is a 
steadily increasing demand for glass 
meee 


7 uote from Fe nel stocks, 

—— Cel-O-Glass, 100 x 3 

Pull $36 each; U-V Glass 

eae $27.00 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


HAMMERS AND HATCHETS.—There 
is a heavy demand for standard nail 
hammers. Prices show an advancing 
tendency on all but the highest eaten, 


ee yA 


quote from jobbers’ stocks, 
robe Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 


$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.: com- 
petitive er grade, 16 oz. nail hammers; 


HATCHETS— 
——— from jobbers’ stocks, 
Lov. icago: First quality hatch- . 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
0z.; medium quality hatchets, No, 2 
. shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 
HANDLES, AGRICULTURAL.—With 
the advancing season an active demand 
has — and prices are very firm. 
re pete. from jobbers’ stocks, 
Hay fork —— es, 
Fy chucked ana bored, 4 ft.. 
fe per qos 4% ft., $2. 70 *.4 doz.: 
4 ft. $0 ft., $4.26 
per 3. 


4 ft. 
.40 r dos; j 
ft... $4. ey 
per doz.; bent pee do y 3: Lien 


we strap, Soeniie 9 and cap, X 4% ft., 


3.06 Der doz. 4% ft. $ 
et Bile 


Per doz. ; 4 ft., $6. 65 per 
doz: f%, ft, 0, 10 per, doz, ; garden 
hoe ithe $2.60 per 
doz. ; we cue €t.. er b oe: ; rake 
: handles, coy ft 50 per doz.; 
xx om ; doz.; shovel 
banal regular a re X 4% ft., 
ya oy doz. ; 4 $5.95 per 
Bighovel, handles, x $5. 25 per 
doz.: D 
shows taatiet 80 Be r ‘Gen: D 
1 handles, X, I. D. top, $4.45 

per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—There are no 
price changes and sales are seasonably 


—. 
» oe => ‘.--7 pom 
A icago: No. (new B. W.) 
hickory, $4 doz.; ; ™ 1 teow B. R.), 
3 doz.; second ‘growth hickory (new 
A. W.), $5 doz.; finest selected second 
growth hickory (new A. A.), 50 


doz. 

Hatchet and pommer Handles.— 
No. 1 (new S. B. R.), 90c. doz.; ps 
second growth hickory (new S 
‘W.), $1.80 doz. 


HINGES.—Jobbers’ prices are still un- 
changed and sales are very good. 
‘ We quote from jobbers’ stocks. 





f.o.b. Chicago: Heavy strap hinges 
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in bundles, 4 in., 92c.; 5 in., $1.22; 
6 in., $1.54; 8 in., $2. 47; 10 in.. $4. 00 
per doz. pair; extra, heavy T hinges 
in bundles, ‘ in., $1.26; 5 in., $1.56; 
6 in., $1.87; 8 in., 3: 80; 10 in., $4. 50 
per doz. 


ICE CREAM FREEZERS.—The de- 
mand is normal for this time of year 
and prices are unchanged. 


We a. om jobbers’ stocks, 
f.o.b. ica; vt, White e~taF 1 
at., $4.80 list: 2 at., $5.60 list; 3 qt., 
6.75 list; at., $8.25 list; 6 at., 
10.45 list; 8 at., At 40 list; 10 at., 
17.90 list; 12 qt., $21.50 list; 15 at.. 
25.60 list; 20 qt., $33.20 list: 25 at.. 

Arctic, 1 qt., $4 list; 2 at., 
; 3 at., $6.45 list; 4 at. $6.8 
$8.60 list; 8 a 1.10 list. 
50 per remy dis- 
at. wae list; 2 at., 
list; 4 qt., $5 


t.. at., 
the above less 
count. Alas 

$3.45 list; 3 at., ii0 
list; 6 qt., $6.30 1 8 at., $8.2 ist; 
10 at. 10. a list; id ; 16 
a 


a 
count Fs = 10 omy cent on all 
above of 2 a Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
at., enamel, $18 per doz. Above prices 
are net. 


LAWN MOWERS.—A good volume of 
business is developing as the season ad- 
vances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 1l-in. wheels, ot. 35 ae: 
16 in. ball bearing, 4-knife, 10%4-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, oe -in. wheels, $8.65 
each; 16-in., yg 4-knife, 
9-in.’ wheels, $78 $5 each; in., plain 
po 4-knife, 9-in. ‘wheels, $7.35 
eac 


NAILS.—The sales volume is very sat- 
isfactory and prices are firmly held. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current Le.l. stock orders, $3.10 per 
keg base, Dec. 1, 1927, extras. 


PAINTS, AND OILS.—There is a good 
seasonal demand and prices are un- 
changed. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 

Linseed Oil, oiled.—Barrel lots, 
87c. per gal.; 5 barrel lots, 84c. per 


gal. 

Denatured Alcohol. — Barrel lots, 
58i4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine.—Drum 71c. 


gal., net. 
ew White Lead.—100 Ib. lots, $13.25; 50 
25 Ib. lots, $3.40; 12% 
lb. lots, $1.75. 


Shellac.—(4% Ib. outs). white, $2.60 
r gal.; orange, $2.30 per 5 

Vv an Red.—In barrels, 
$6.75 per 100 Ib. 
Paste.—Barrel lots, 744c. per 


stocks, 


lots, per 


ry 
Ib. 


PREPARED ROOFING. — Sales are 
much ahead of recent seasons, due to 
— very low prices. 
cy uote from jobbers’ stocks, 
ean Chicago: Best grade slate sur- 
faced prepared roofing, $1.75 per 
8 mere; best grade talc surfaced, 
$2. per square; medium talc sur- 
aa $1.30 per square; light talc 
surfaced, 90c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Prices are unchanged 
and — are fair. 
a from jobbers’ 
f.o. Ng Cc 


icago 
Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 
New Handled Casseroles.__Round, 
; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.; No. 633, $14 
OZ. ; ew, Oval, No. 642, $12 doz.: 
Ne 643, $14 doz. 
Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 
Tea Pots.—2 cup, _ doz.; 4 cup, 
$24 doz.; 6 cup, $28 d 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
Iced Tea Sets.—$4 per set. 


ROLLER SKATES.—The very active 


stocks, 





demand continues and prices are un- 


changed. 

We quote from _ jobbers’ 
f.o.b. Chicago: Union roller skates. 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 

ROPE.—There is an active spring de- 


mand and prices are well maintained. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 nila ——* 
brand, 2lc. to 23c. r lb.; No. 


Manila, 20c. per lb.; No. 1 sisal, Mise 
to 16c. per Ib.; No. 2 sisal, 13 4c. to 
15c. per Ib. 
SASH CORD.—Sales at this time are 
only fair. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 seneere brands, 
$7.90 per doz. hanks; No. 8, $8.90 per 
doz. hanks. 

SASH PULLEYS.—The demand is fair 
and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chi cago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.: 
Common Sense, 2 in., 55c. doz.: bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 

SCREEN DOORS AND WINDOW 
SCREENS.—Early demand is about 
normal, with prices above 1927. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: oe doors, No. 266, 
2-8 x 6- a $20.46 doz.; No, 296, 2-8 x 
6-8, $24.66 doz.; No. 311, 2-8 x 6-8, 

29.22 doz. Window sone. ‘a. 1833, 
4.56 doz.; No. 2433, $5.40 


SCREWS.—Prices are nel cilaniieat 
at basis much above 1927. The demand 


is better than normal. 
= Bevo Srom jobbers’ stocks, 


f.o cago: (New lists Jan. 3, 
ise) Grist head, t screws, 50 per 
cent, a. h a. 45 per cent; 
flat per cent; round 


head ; 5, tO 1 Be, ‘aoe 
SOLDER AND BABBITT.—Prices are 
unchanged. Sales are moderately ac- 


wees 
ote from jobbers’ come. 
ak Chicago: Warranted 50-50 sol- 
der, 100 lb.; medium 45-55 
solder, $3. r 100 Ilb.; tinners 40-60 
per =. Ib.; high sneed 
babbitt me tal, P520 pe 100 Ib.; stand- 
- No. 4 babbitt Seetal, $12 per 100 


STEEL SHEETS.—Prices are firm and 
“aoe with demand quite active. 


ane from jobbers’ stocks, 

tan cago: 28 e galvanized 

sponte, ~ r 100 Ib.; 28 gage 
lack sheets, $4.20 per 100 ib. 


WIRE PRODUCTS —The steady sea- 
sonal ingrease in sales continues. No 


— _— changes. 

uote from jobbers’ stocks. 

Lobe icago: No. 9 black annealed 
wire, $3.30 per 100 lb.; No. 9 gal- 
vaniz — wire, $3. a per 100" Ib. 
catch weight spools galvanized cattle 
or hog wire, $3.80 per ae Ib. Polished 
fence staples, } 5 100 lb. Wire 
a black, Sem $1.85 per 100 
ft., galvanized, 12-mesh, $2.05 per 
100 sq. ft.; bronze, 1 14-mesh, Baa 60 per 


100 sq. ft. Galvanized poultry net- 
ting, “atten yy before made, 60 per 
cent discount; galvanized after made. 


50-10 oo cent discount. 
WRENCHES.—Sales are very active 


and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches. 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers wrenches, 50-10 per cent 
discount off new list: Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on renches.— Radio and 
electrical sets in metal cases, $2.75: 
No. pa par Deer ie Set, $13.75; 

No. 202, a Set, $3. og No. 
404, exible ket. Set, $8. No. 
608 “wm % Drain Plug ciel 
$3. 3.30; No. 90, Square Socket, Set. 
3.70; No. 1817, Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 
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ACCO Packaged Chain Specialties 





Easy to sell, handle and display 


‘“*El-Wel-Tra” and “‘Elwel”’ are by-words to the average 
farmer. He knows these popular ACCO Chain Special- 
ties through years of use and satisfaction. 


Don’t overlook opportunities for profitable chain busi- 
ness. April should be your biggest month for trace, heel 
and butt chain sales. Start now to remind your trade. 


Push the ACCO line of chain specialties. They are the 
best known among your trade. 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: Dominion Chain Company, Limited 
Niagara Falls, Ontario 











Re 


Porch Swing Chains Dog and Kennel Chains Plumber and Safety Chain 





Hammock Chains Wagon Chains Log or Binding Chains 
Sash Chain Coil Chain, Welded Well Chain 
Dog Leads and Weldless Trace Chains 


Butt Chains 

Heel Chains 
Breast Chains 
Halter Chains, etc. 





- 
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‘Proof 


of Sales 
Possibilities 
for 
HOME 
USE 


ee 
VY, 
-~ 


Ks 


C. C. S. BOTTLE CAPS 


The United States has become a nation 
of home beverage makers, and this revo- 
lution has created an enormous market 
for bottle caps which can be used in the 


home. 


Authoritative surveys show an average of 
one home in every four as a present or 
prospective user of bottle caps—a market 
of at least ten million persons. 


Proof of this market is given by the re- 
peat orders from hundreds and thousands 
of grocery and hardware stores for the 
Cc. C. S. and Home Use Bottle Caps, man- 
ufactured by the company which origi- 
nated Bottle Caps. 


These dealers have found that the demand 
for C.C.S. and Home Use Caps has grown 
rap'dly and steadily because each cap is 
uniform, sanitary, perfect and easy to use. 
And it is packed in attractive cartons of 
convenient sizes—50 caps in the smallest, 
200 gross in the largest. 


There is a market for this product at your 
door, awaiting profitable development. 
Add C. C. S. and Home Use Bottle 
Caps to your stock of fast moving 
staples. They sell and return you 
an unusually attractive profit. Send 


coupon for special proposition. 


CROWN CORK & SEAL CO. 


Original Manufacturers 


BALTIMORE, MARYLAND 


Crown Cork & Seal Co., 
Baltimore, Md. 


Gentlemen: Make me special proposition, send samples and pene 
on ©. OC. 8. Home Use Bottle Caps. 4-H.A. 








eeloenty? s Business 
(Continued from page 31) 


try was a matter of great importance. Now our com- 
mercial advance is by the destruction of old industries 
and the creation of new ones. The building up of the 
automobile business proceeded ruthlessly over the re- 
mains of what were once successful buggy and wagon 
manufacturing concerns. Steel and cement have profited 
largely at the expense of lumber, and the introduction of 
artificial silks brought distress to the manufacturers of 
cotton goods. 

The present is a time when no one can tell what will 
be the ultimate effect of a new idea. Bobbed hair nearly 
ruined the hairpin industry. Short skirts doubled the 
sales of stockings. The reward is a golden one to 
whichever manufacturing group wins out in the never- 
ending battle to dictate style. 

A while back Brussels lace was in such high favor 
that even the hands of the men were half hidden by it. 
Then the French Revolution came along and people 
turned to simplicity. Old laces that were almost as preci- 
ous as the family jewels were either packed away or 
handed over to the servants. Just as the lace-makers 
and wig-makers of yesterday ran into difficulties most 
unexpectedly, so will the trades and crafts of tomorrow 
experience even more sudden reverses. 

Nothing seems to be lasting. Neither climate, nor 
prosperity, nor depression, nor supremacy in any line 
or field—except when we change promptly with the 
times. Recently mass production had to cease until the’ 
element of style had been properly taken care of. Zieg- 
feld started the “Follies,” but soon there were so many 
good imitations that the innovation lost much of its 
novelty. Oranges and nuts were always with us, but 
the market for these products was greatly restricted 
until a few farsighted business men saw an opportunity 
to build up an extensive system of chain stores and 
stands. 

Next we will find ourselves being educated to the 
virtues of pineapple juice and the necessity of buying 
collars that suit the shape of the face and the length of 
the neck. Various forces are always at work compelling 
us to change both our minds and our habits. Lately the 
statisticians have poured forth figures to prove that it 
is safer for us to invest our money in stocks than in 
bonds provided we diversify our selection. 

It was the blizzard of 1888 that brought about a de- 
mand for the abolishment of overhead wires in New 
York City. No one can tell how far we are going in! 
any direction. Such practices as taking out teeth, tonsils 
and appendix are likely at any minute to bring about a 
reaction. The development of the canning industry and 
the delicatessen has so simplified domestic cooking that 
married women are going in largely for commercial 
pursuits. 

The complexity of the current movement in industry 
has overwhelmed the capacity of the average person to 
comprehend the full meaning of what is happening. 
Never have contrasts been so inexplainable. Commercial 
crime is so prevalent that fraudulent practices now bring 
a yearly loss of approximately 4000 millions of dollars. 
Nevertheless this wide-spread failure of law and educa- 
tion to protect the individual does not seem to bother us 
in the least. We are living on the eream of our re- 
sources—scalping the soil, “recklessly exhausting irre- 
placeable mineral supplies, and using wood four times as 
fast as we grow it, and yet we are undisturbed. 

In the meantime, notwithstanding the slackening of 
trade and the increase in unemployment in recent months, 
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bank and insurance figures show a continuation of the 
astonishing expansion of savings. In the field of install- 
ment sales, it is also amazing to find that “overdues” are 
now appreciably less than they were last year at this 
time when business was moving along serenely. Surely 
it must be clear that there is no wisdom in a policy of 
stubbornly opposing the sweep of the tide. It appears 
that we must focus out attention on the national picture 
—think in terms of total production and total wealth, 
rather than engage in worry because the benefits of 
good times have not yet spread to every crack and corner 
of our vast land. 

The problem of production was our chief concern 
ten or twenty ycars ago. After overcoming the obstacles 
in that field, we started in on the question of distribu- 
tion, and we are now trying to write the answer. Our 
first step was to stabilize purchasing power by improv- 
ing the credit situation and reducing the dangers of infla- 
tion, and this was accomplished through the creation of 
a remarkable Federal Reserve System. Then in rapid 
succession came the installment plan of selling, hand-to- 
mouth buying, and a little later on a policy of extending 
large loans to foreigners. But notwithstanding all of 
this, and in addition, the introduction of the element of 
style to make last year’s models obsolete, consumption 
has failed to catch up with production. 

Now we enter an even more thrilling era. The battle 
for the consumer’s dollar is to continue with increasing 
force. It seems that we must have both mass produc- 
tion and mass distribution under the one control. In- 
dications of this trend are evident in the plans of the 
big mail-order houses which call for the organization of 
chain systems of retail stores. Working from the other 
end, the chain stores are commencing to go in for their 
own manufacturing. 

Where the little fellow will get off in this hectic 
journey is something probably no one can answer. Nor 
can we tell what the effect on American business will 
be when the interest that Europe must pay us commences 
to exceed the total of her yearly borrowings. Surelly 
there will come a time when we will be forced to take 
goods from the foreigners in lieu of money. 

The rise of our country to world preeminence in such 
a short span of years constitutes the most absorbing 
story in human history. Our accomplishments have 
transformed life and industry throughout the entire 
world. Perhaps too many of us are like the old gentle- 
man who resigned from the Patent Office half a century 
ago because, as he said, ‘everything had been invented 
that could be invented.” Perhaps we are only at the 
threshold of achievements that will surpass everything 
that has gone before. 

And yet one may ask if there is any harm in suggest- 
ing the possibility of our becoming just a bit over-confi- 
dent at times. An unswerving faith in America’s destiny 
is both proper and essential. But we have a long way 
to travel in this new-made country before we can afford 
to turn our attention from legitimate business to the 
precarious occupation of capitalizing an uncertain future 
through the manipulation of stock-market prices. 

Some of the kind of wealth we are now creating over- 
night can disappear just as quickly. Hand-to-mouth 
buying removed the menace of inflated inventories. It 
almost seems that we need some hand-to-mouth buying 
of securities for cash to remove another danger from 
inflation in a different quarter. 















A NEW way 


to adjust a lawn mower 


No matter what lawn mowers you handle, 
unless constructed so that customers can 
readily understand and adjust them exactly 
right, they will never cut properly. 


With this thought firmly in mind, we direct 
your attention to a new and simpler method 
of blade adjustment used only on Clarinda 
Lawn Mowers. 


It is the quickest and easiest adjustment ever 
applied to a lawn mower—anyone can do it 
with perfect results. With a wrench in one 
hand you tighten or loosen a Single Set Screw 
—your other hand turns the reel slowly until 
the proper adjustment is secured. 


Then what cutting—the grass tells the story 
—the lawn is a credit—the customer is 
pleased—the dealer is happy—everything is 
“QC, <<.” 


We want to send you the facts about a Lawn 
Mower that sells on performance instead of 
mere claims—a machine that cuts as easily 
as it adjusts. 


Our Jobber proposition is worth investi- 
gating. 


Manufactured by 


Clarinda Manufacturing Co. 
Clarinda, Iowa 


LAWN, MOWERS 
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The builder who is 
proud of his houses 
uses GRIFFIN 


Butts and Hinges 


FIN 


ERIE, PENNSYLVANIA 








Offices_ 
New York, 45 Warren St. 
Chieago, 555 W. Randolph St. 
Boston. 76 Ba bh 


tterymarech. 
San Francisco, 703 Market St. 





A Hardware Store of the New South 


(Continued from page 30) 


The “T” shape actually permits three definite retail 
identities. The Trade Street wing is devoted to radio, 
sporting goods, automobile accessories, paint, stoves, 
stove accessories, heavy hardware, shelf hardware, finish- 
ing hardware, mechanics’ tools, cutlery and flat silver- 
ware. 

The Fifth Street wing features china, cut glass, tin- 
ware, aluminumware, electric refrigeration and general 
household hardware. The Cherry Street wing is devoted 
to farm machinery, tractors, beltings, farm implements, 
garden tools, window glass and rope 

At the junction of the three wings of the main sales 
floor the store manager and department heads have their 
offices, from which vantage point they are able to keep 
control of their departments and be in close touch with 
the needs of customers. A pneumatic cash carrier system 
connects all retail departments with a central cashier, 
located on the second floor. Five trunk lines and a 
switchboard give complete telephone communication in 
the store and from the outside to all departments. 


And Now—The Tired 


Business Woman 


(Continued from page 25) 


A cooking accessory set might consist of an egg beater, 
a potato masher, a grater, a cooking spoon, an orange 
squeezer, a potato peeler, a can opener and a set of 
wooden mixing spoons. A baking set could be made 
up of individual au gratin dishes, jelly molds, egg poach- 
ers, doughnut cutter, biscuit cutter, rolling pin and bak- 
ing dishes. 

The above are simply suggestions which the hardware 
dealer can elaborate on, adding to, or changing as he sees 
fit, but such complete sets of household articles sold at a 
bulk price, would appeal very strongly to the woman 
whose time and mental energy is continually occupied 
with outside or business matters. 

These sets should be listed on circulars and numbered 
to facilitate ordering. If they were made up in different 
quality goods, they could be designated by letters, such 
as 1A, the best quality ; 1B, the next, and 1C, the cheapest 
quality. 

When such sets or kits or outfits, as suggested in the 
foregoing, are sold by the hardware dealer, he should 
LET THE WOMEN KNOW ABOUT IT. He should 
advertise the fact in every possible way, so that the 
women will go to him when they are in need of his goods 
and be assured that their best interests are being looked 
after and their time saved. His ads should play up the 
fact that his methods save women’s purchasing time. 

When the sets are displayed in the windows, they 
should not be crowded by other goods, but in a position 
to be plainly seen by the passersby who can take in at a 
glance the idea of the busy business woman’s easy- 
purchasing package of household articles. Prices should 
be plainly discernible and distinct show cards used in 
connection with the displays. 

The telephone should also play an important part in 
apprizing the woman of the special service available. 
The young woman in the establishment should make the 
call, timing it so that the woman will receive it when her 
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mind is not absorbed with other things, like after dinner 
in the evening. 

This catering to the busy business home maker will 
be appreciated and taken advantage of just as those 
special methods prepared for the tired business man 
have been. This class of women forms a large part of the 
potential trade of the average hardware dealer, and will 
increase rather than diminish, so the time to get busy is 
now. 


“WAR” 


(Continued from page 27) 


It sort of makes us long for the good old quiet days in 
our civilized home (New York), where all you had to 
worry about was buildings falling into the subway, 
suicides dropping on you out of fifteen-story windows, 
and trap-shooters hitting you instead of clay pigeons in 
Larchmont.” 

Then these residents of Chicago, who happen to live 
in the same apartment house as Mayor Thompson, state 
that some friends called the other evening and, to amuse 
themselves, they wrote a new version of the Star Span- 
gled Banner. Possibly it will be well for me to close 
this article on the subject of war with this interesting 
poem. 

THE STAR SPANGLED BUILDER 


I 


O say, can you see, by the dawn’s early light, 

What so proudly we've hailed, since the recent elec- 
tion? 4 

Whose broad vest and sombrero emerged from the fight, 
Assuring our town anti-British protection ? 

And the rackets’ red flare, the bombs bursting in air, 
Give proof every day that we still have our Mayor! 

O say, does the Star Spangled Builder still rave, 
O’er the land of the boob and the home of the knave? 


II 


On the Gold Coast, half seen through the mists of the 
Lake, 
Where the gang-battling squad in dead silence reposes ; 
Who is that in his nightshirt who signals “All jake,” 
_To the fly cops below, with the colds in their noses ? 
Now he catches the pout of the shotgun’s sawed snout, 
Where the alley guard lurks—now his bed lamp goes 
out. 
’Tis the Star Spangled Builder, oh long may he rave, 
O’er the land of the boob and the home of the knave. 


III 


Oh, thus be it ever, when Thompson shall stand, 
Between our fair town and pro-British pollution. 
Blest with him for a mark, may the gangs hold their 
hand, 
From bombing the place to complete dissolution. 
While pineapples bust round the leader we trust, 
Let this be our motto, “America Fust!’’ 
And the Star Spangled Builder in triumph shall rave, 
O’er the land of the boob and the home of the knave. 


* * * 


Extra! Extra! Thompson, Crowe and all their kith 
and kin snowed under in the Chicago election!! Again 
we see the true American at his best when he finally 
wakes up—but great goodness, why should it take an 
earthquake to wake him up? 



















YOU too can profit 
by the 
Rapidly Increasing Demand 
for the New 
ELECTRICAL DEVICE 


SPRAYS 


Paints, Varnishes, Lacquers, 
Enamels, Bronze, Aluminum, Oils, 
—in fact, any liquid finish or prep- 
aration. 


Painters and decorators are welcoming the new 
Electric Sprayit that cuts the time costs on 
every sort of paint or finish job. Get this latest 
electrical device in stock and profit by the great 
demand that follows its use wherever it is intro- 
duced. Sprays any sort of paint, varnish, stain, 
lacquer, enamel, etc. Sells for $34.50 and shows 
you a good profit. Get our dealer proposition 
today. 


THE ELECTRIC SPRAYIT CO., INC. 
320 Colfax Ave., E., South Bend, Indiana 


complete 






THE ELECTRIC SPRAYIT CO., INC. 
320 Colfax Ave., E., South Bend, Indiana. 






Send me details of your dealer proposition. 
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A Great Market! 


Sell Puritan Metal Polish 
to the following users and make new 
friends for your business: 


Car Dealers Hospitals Factories 
Garage; Hotels Office Buildings 
Car Owners Housewives Railroads 
Stores Theatres Newspapers 
Dealers: If your jobber can’t supply you, write us 


direct for prices and a pint can of Puritan Metal Polish. 
Jobbers: Desirable territories open. 


Puritan Soap Co., Rochester, N. Y. 
Manufacturers Since 1823 




















P r Ofit with J 


4) + all 
4aceneens 


GALVANIZED STEEL WIRE CLOTH 
In Grades 


€ Look for the tag, carrying our name, at the end of every roll! 


vA : 

é eo) The Gilbert & Bennett Mfg. Co. 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kanene City 








“IRN: 1 UR 


ADELCOMYN.| 


OCALER IN ALMOST 


EVERYTHING 


Kd 
eaul WAREPAIN SOILS CLA 

















Carry “Almost Everything,” Says 
Delcomyn 


An Interview with A. Delcomyn of Pascagoula, Miss. 


F you go into the hardware and houseware business, 

why not go into it right and carry a stock that will 
be able to satisfy the bulk of the needs of the people 
who come to your store to trade? A. Delcomyn of Pas- 
cagoula, Miss., claims that there is only one answer to 
this question—a positive answer. And when one enters 
his store and sees the large stock he carries, a stock that 
seems to jump out of every nook and corner of the store, 
one is certain that he carries just about everything or, 
as his slogan says, “almost everything.” 

“T believe a hardware dealer should not just dabble in 
things but should have a stock that will enable him to 
satisfy the bulk of the needs of the people of his com- 
munity,” says Delcomyn in discussing his business. 
Especially is this true of the store in the smaller com- 
munity such as Pascagoula. From the start I decided 
to carry a stock and so I adopted the slogan ‘Almost 
Everything—10,000 and 1 Articles.’ This slogan ex- 
plains better than I can the idea I had in mind. 

“Tn all of my advertising I use this slogan and I also 
use it on my letterheads and envelopes and other printed 
matter. I have hammered away at it and the result has 
been that the people of this section have come to look 
upon my store as the first source for many of their wants, 


and when they find I havén’t got what they want, which 


] happens once in a while, they generally do not try else- 
} where. It is a mighty good reputation to get in a town, 
1 to have the people feel that you carry everything and 


that if you don’t carry it it 1s useless to try elsewhere, 
I began to use this slogan fifteen years ago and it is still 


| a good slogan, better than when I started to use it. 


“T might say right here in connection with this that 
it pays in a small town to stack up the merchandise as 


} much as possible so that the customer entering the store 


will feel that you carry a large stock. Not only does 


i this sort of display save space and thereby overhead, but 
} it has a real sales value. 


The impression when one 
comes into my store is that I have an unusually large 
stock. I admit that I carry a pretty good stock but I 
have stacked things up so that it looks more than it is. 


i I could fill a store twice as large as the one I have and it 
would look all right but it would not have the pulling 


I know that. The more you can 


power of my store. 


| make the public think you have the better will be your 


business. And if on top of this you can actually take 
care of almost any want—well, you have a combination 
that is a winner. 
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- Sharon Jones Comments on “Dupes 
of Duplication” 


Sharon E. Jones, secretary-treasurer of P.A.S.H.A., 
comments on the recent editorial, “Dupes of Duplica- 
tion,” by Llew S. Soule, as follows: 

“I want to compliment you on the mighty good article 
in the Harpware Ace of April 5, under the above 
caption. Every word of it is ‘gospel truth.’ A large 
majority of the retail hardware dealers are guilty of 
duplications in their buying. 

“It is not a new evil but it is beyond my comprehen- 
sion why so few of the hardware merchants have really 
reformed along this line notwithstanding all the ham- 
mering the trade magazines have given this subject and 
all the speeches made at conventions and other meetings 
denouncing the practice. 

“T am sure that your article will have a good effect, 
particularly these times, when every dollar of a man’s 
investment ought to be guarded by judicious buying as 
well as in the selling.” 


Coming Hardware 
Conventions 


AMERICAN STEEL AND Heavy HARDWARE AsSOCIA- 
TION CONVENTION, Copley-Plaza Hotel, Boston, Mass., 
May 22, 23, 24, 1928. Benjamin R. Sackett, secretary- 
treasurer, 503 Arch Street, Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May 15, 16, 1928. 
L. P. Briggs, secretary, 815-816 Southern Trust Build- 
ing, Little Rock. 


HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 


LouIstaNA Retatt HarpwArE IMPLEMENT Asso- 
CIATION CONVENTION AND Exnuipition, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 


MississipP1 RetaiL HARDWARE AND IMPLEMENT 
Association Convention, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


Minnesota Rerary Harpware Assoctation Con- 
VENTION, February 19, 20, 21, 22, 1929. Place to be de- 
cided later, Chas. C. Casey, manager-treasurer, Nicollet 
at Twenty-fourth Street, Minneapolis. 


NaTIONAL RetatL HARDWARE ASSOCIATION COoN- 
GRrEss, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington Street, Indianapolis, 
Ind. 


SoutH DaKkotA Retatt Hardware ASSOCIATION 
CoNnVENTION, Sioux Falls, February 5, 6, 7, 1929. Chas. 
C. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 


SouTHEASTERN RetTat. HARDWARE AND IMPLEMENT 
AssocIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

















Adjustable | Heavy Pattern 


Extra Heavy Screw Clamp 





screw. 


for Prices. 


Branford, Conn. 





A Time Saving Adjustment 


Qne-quarter turn to the left of the Bolt 
in the HAMMER & COMPANY’S Malle- 
able Iron Adjustable Clamp moves the 
Bolt the full length in or out. 
Bolt to the right operates it like any other 


All styles have extra strong frame and 
rugged construction. Sell the best. Send 


MALLEABLE IRON FITTINGS CO. 


Turning 























INDIANA 


X-tra 
Quality 


Indianas sell be- 
cause they give 
the type of service 


that appeals to 
careful buyers. 
Yowll prefer 
them because they 


have this sales ap- 
peal. 


Our Brands 
Indiana, Imperial, New Castle Trojan, Matchief 


The Indiana Rolling Mill Co. 


New Castle, Indiana 
Division of 
Galesburg Coulter-Disc Co., 







Galesburg, Ill. 
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Hot off the Nail Ke 


“Re a 


“Some of them 


Little yarns that others have la 
over culled from various sources. 
contemporary puts it: 
have been copied, the rest will be.” 


“Say, why do they measure the 


” 


Imp: 
sea in knots 

Simp: “Well, how else would you ex- 
pect to get the ocean tide?” 


“Say what you will about the telephone 
girl,” observes a phone patron, “but the 
world knows she’s plugging for everybody 
on earth.” 


In the course of the trial the judge 
turned to the negro woman on the stand 
and asked: ‘How old are you?” 

“T’se seventy-three, jedge.” 

“Are you sure?” 

“Yass, suh.” 

“Mandy, you don't look seventy-three.” 

“T’se sure, jedge.” 

After a few moments the trial was inter- 
rupted by Mandy. “Jedge, suh, I was 
wrong when I said my age was sevent- 
three; tha’s my bust measure.” 





Dick (looking up from his newspaper) : 
“I say, Jim, what is the Order of the 
Bath?” 

Jim: “Well, as I have experienced it, 
it’s first the water’s too hot; then it’s too 
cold; then you’re short of a towel; then 
you step on the soap, and, finally, the tele- 
phone rings.” 


“Why are your socks on wrong side 
out, Bob?” 

Bob: “My feet were hot and I turned 
the hose on them.” 


’Twas the night before payday 
When all through my jeans 

I hunted in vain 

For the ways and the means; 
Not a quarter was stirring, 
Not even a “jit,” 

The kale was off duty, 

The greenbacks had quit. 


Forward, turn forward, 
O Time, in thy flight, 
And make payday tomorrow, 
Just for tonight. 
—Florida Magazine. 





Liza, the negro cook, answered the tele- 
phone one morning, and a cheerful voice 
inquired, “What number is this?” 

Liza was in no mood for trifling ques- 
tions, and said, with some asperity, “You- 
all ought to know. You done called it.” 





“He claims his wife was intractable, 
your honor, so he beat her into subjection 
with a golf club.” 

“In how many strokes?” asked the judge 
with new interest.—Life. 





Mary Lou: “Is your husband still the 
loud dresser he was before you married 
him?” 

Estelle: ‘I should say so, you should 
hear him when he is looking for his collar 
button.” 





Hubby: “Darling, I've made 
mind to stay at home.” 
Jean Mather: “Too late, dearest; I’ve 


made up my face to go out.” 


May: “So you told Charlie you loved 
him, after all?” 

Mary: “Yes, I didn’t want to, but he 
just squeezed it out of me.” 


up my 








‘ 
Prof. (to student who has been late 
often): “When were you born?” 
Stude: “The second of April.” 
Prof.: “Late again.” 





The harassed-looking man was being 
shown over some works. “That machine,” 
said his guide, “does the work of 30 men.” 

The man smiled glumly. “At last,” he 
said, “I have seen what my wife should 
have married.” 





“Nigga, befo’ I finish rollin’ mah sleeves, 
an’ sails in, has you any mo’ questions t’ 
ask ?” . 

“Jes’ one, big boy—is you-all leavin’ a 
wife an’ chillun?” 





Attendant (in the padded room at the 
booby hatch): “And this room contains 
the saddest cases of all: the old-time auto 
mechanics.” 

Visitor: “But I don’t see anybody in the 
room at all. Where are they?” 

Attendant: “They’re all under the beds, 
working on the springs.” 














Great men all say they got their source 
of inspiration at mother’s knee. Well, the 
modern generation certainly ought to get 
an eye full, for the source of that inspira- 
tion is certainly much more visible now 
than ever before. 





Folks thought the Wild West bandit 
had died out. He merely moved East 
where the going was easier. 





The only time a horse gets scared nowa- 
days is when he meets another horse. 





It is strange that a motorist will ask a 
garage man a hundred questions as to the 
make, quality and brand of an oil before 
he will permit a drop of it to be put in his 
car, but will refrain from asking his boot- 
legger a single question for fear of injur- 
ing his feelings. 





Mrs. Nodimes: “Is your husband tight, 
like mine?” 

Mrs. Nickeless: “Is he? Say, every 
time he takes a penny out of his pocket the 
Indian blinks at the light.” 





Nancy: “I’ve just come from the beauty 


parlor.” 
Mary: “Too bad you didn’t get waited 
on.” 





3” 


“How about shock absorbers asked 
the man who was buying a cheap car. 

“We can put some on,” said the sales- 
man. 

“No,” said the purchaser. “But I'd like 
to have one sent to my wife in advance— 
she expects a limousine.” 





“Mr. Florish,” babbled the great Babzib 
emotionally, “I been drinkin’, been in poker 
games two days an’ now I gotta go home 
and face m’ wife. I want shome flowers.” 

“A difficult situation,” responded the 
florist. “Still some appropriate blossoms 
may assuage the lady’s wrath. What would 
fit her general characteristics? Roses? 
Daisies? The delicate jasmine flower?” 

“Gimme shome tiger lilies.” 





“Aren't you ever afraid of losing con- 
trol of your car?” 

“Constantly; I’m two installments be- 
hind already.” 

















HARDWARE AGE for APRIL 19, 1928 











Was 








W. W. BABCOCK CO. 
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SPRUCE LADDE 


Spruce Only—Air Dried—Full Strength 
Send Us Your Order—We Pay Freight 


Can’t Sell Them If You Don’t Have Them—Get Latest List 
Bath, N. Y. 


al\ 














Why Do They? 


Why do so many manu- 
facturers of factory coupled 
garden hose furnish Sherman 
Wrought Brass Hose Couplings 
as standard equipment? 


Simply because they realize 
that no matter how good the 
hose, unless properly fitted with 
couplings that are exactly 
right, will never give your cus- 
tomers the satisfaction they 
expect. 


These manufacturers know 
that 


men OHMERMAN 


Wrought Brass Hose Couplings 


have no sand holes or flaws. They can- 
not crush or pull apart. Their large 
waterway, secured by using sheet brass, 
insures the full capacity of the hose being 
utilized. Deep corrugations prevent their 
pulling out. Sell the best. 


Sold through jobbers. 





H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 














CORBIN 


Wood Screws 

Drive Screws 

Ceach Serews 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Serews 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers e 













NUNN 


The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 























Stetson’s Combination Cushion Chair Tips are made 
from selected sole leather. The chair is able to move 
about freely without noise or scratching the floor. 
felt washer acts as a cushion. 
our big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 





This line is only one of 
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' LIBERTY 
All-Metal Fly Screen 





Your Jobber 


The adjustable feature 
of LIBERTY All 
Metal Fly Screens is 
meeting with steadily 
increasing favor. The 
two easy-sliding parts 
adjust to all size win- 
dows. Retail at: Galv. 
Wire, 85c. to $1.50; 
Bronze Wire, $1.25 
to $2.00. 


Buy from 


1140 B’way 
New York 




















An ideal item for 


practical, fruit jar 
work easily. 


Holland, 


Patent and Company for sale. 
c/o Co. 





. Che FRUIT-BELT 
Pruitt Jav Wrench, 


Packed in an attractive display box, 
Fruit-Belt Wrench sells itself. 
thru your jobber or from: 


THE FRUIT-BELT WRENCH COMPANY 







A 
QUICK 
SELLER 


the summer and fall 


is the Fruit-Belt Wrench. This is a novel, 


wrench that does its 


the 
Dealers order 


Michigan 


If interested, write F. H. Moser, 

















The moment a farmer sees this co 


the cow. You can sell 


to farmers and cow owners 
for these reasons: Greater 
leverage. Never _ kinks. 
Stronger. Easy to adjust. 
Retails at 75c. Good profit. 


Write for prices. 


Imperial Bit & Snap Co. 


1400 Clark St., Racine, Wis. 





Most HUMANE— 


w hobble he wants it. 


It appeals to him because it cannot cut, chafe or injure 


Reichert’s No-Kick Cow Hobble 





























DiamuND WRENCHES are insured for 
life. Policy in every box is finest talk- 
ing point possible. Guarantees absolutely 
highest quality. 

WRITE FOR CATALOG 


Diamond Calk Horseshoe Co. 


4622 Grand Ave., Duluth, Minn. 





The wrench with its 
Life insured! 

















Open Displays in Egypt 


Here is the latest in open display methods of merchandising 


as practiced in Cairo, Egypt. The problems of rust, dust and 
theft do not seem to bother this merchant. 


Inspiration-Getting 


ACH should expose himself to inspiration at every 
opportunity and then do his work while under its 

spell. 
How may one thus expose himself— by choosing the 
best in every contact in life with an open mind for help. 

Everyone must locate for himself his sources of in- 
spiration. What will inspire one will pass unnoticed by 
a hundred. One’s mental trap must be constantly set 
to catch his own inspirational hare. Nobody else can 
select it for him for no one else can know his particu- 
lar needs. 

A desire to improve is the finest trap for catching in- 
spiration, and an ever receptive spirit is the surest bait. 

A thousand people may hear a lecture and one man 
is inspired to deeds which enrich by a trifle the whole 
world. Why did not the nine hundred and ninety-nine 
get the same view as the one who is inspired to do 
something? Nobody knows. Theories may be evolved, 
but as yet no one can set up in advance of the fact 
what the outcome will be in any particular case. 

Our schools, churches, and educational and scientific 
societies are doing all they can to tell us how and why, 
but the engima of it still remains. 


That’s a Formula! 


HEN an opinion is presented which goes counter 

to our viewpoint, especially if we are not thor- 
oughly grounded in knowledge of the subject in hand, 
our stock argument is apt to be, “that’s a mere formula.” 
Well, maybe it is, but how did it gain sufficient cur- 


‘ rency to take a set form? Only by use; and enough 


use to establish itself. To be sure its premises may be 
upset by later knowledge, but for the time being it 
serves as a working theory and answers a lot of ques- 
tions. 

A formula is based upon a theory evolved to meet a 
condition and the mere fact that a formula has come into 
being means that someone has put a lot of thought into 
the matter. That fact alone should command our re- 
spect until we have had time to compass sufficient knowl- 
edge to be able to set up a later and better formula.— 
Harris-Dibble Bulletin. 
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An Extruded Metal 
Padlock that defies 
theft. Pin tumbler 
mechanism pro- 
tected from dust, 
and a steel shackle, 
case-hardened. A 
superior lock for 
your spare tire, 
garage, etc., where 
the utmost in se- 
curity is desired. 








No. 2880 A. T. G. 


A Padlock Assortment for 
Automobiles, Motorcycles, 
Bicycles, etc., attractively 
mounted on a steel display 
panel. Assortment consists 
of 1 1/6 doz. padlocks of va- 
rious sizes. Panel measures 
20% x 9% inches, finished in 
circassian walnut, and can 
be suspended by the chain 
from the top or swung by 
hinges on the side. Each 
lock is numbered with a 
brass tag mounted on the 
panel. 








W. C. 1 Display Card 


This attractive display card, lithographed in 
seven colors, showing a few of our most popular 
padlocks, will be sent to any dealer upon re- 
quest. 

Padlocks, Automobile Locks, Cabinet Locks, 
Trunk, Suitcase Locks and Trimmings, Miscel- 
laneous Hardware, Keys and Key Blanks, 
Apartment House Letter Boxes and Home 
Saving Banks. 


CORBIN CABINET LOCK CO. 


Tue American Harpware CorporaTion- : : Successor 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 













The Foe 











for the Name 
of the Maker 


this Alone Identifies [) 
the Genuine F&N. ‘ 


Self-Adjusting 


Ball Bearing I 
Lawn Mower 








The success of any lawn mower 
depends absolutely upon the skill 
and ability with which the user 
makes the necessary adjustments of 
the ball bearings in the journal of 
the revolving cutters. Notwith- 
standing the quality of the mower or 
the reputation of the maker, unless 
the proper adjustments are made at 
the right time and place, a lawn 
mower that is really good may be 
condemned as bad. 


F. & N. Self-Adjusting Ball Bearing 
Lawn Mowers eliminate all the difficulty 
so common with the ordinary mower. 
The famous F. & N. Self-Adjusting De- 
vice, with the patented controlling steel 
sleeve, automatically adjusts and posi- 
tively keeps the ball bearings in the re- 
volving cylinder in absolutely perfect 
adjustment throughout the life of the 
mower without any kind of attention. 


Genuine F. & N. Self-Adjusting Ball 
Bearing Lawn Mowers are made only by 
the F. & N. Lawn Mower Company, 
whose name is cast in the frame of every 
genuine F. & N, Lawn Mower. ; 


Steel Sleeve 
Essential 


In F. & N. Self-Ad- 
justing Lawn Mowers, 
the Self-Adjusting De- 
vice is enclosed in a 
dust-proof steel case. 
Therefore, beware of mowers 
similar in appearance but with- 
out the patented controlling 
steel sleeve which alone makes 
possible the genuine Self-Ad- 
justing Ball Bearings. 








Ask your Jobber 


or write us. 


LAWN MOWER CO. 


RICHMOND, IND. U.S.A. 
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RINGCO QUALITY 


The Outstanding Feature 


In the selection and purchase of modern 
bath room fixtures, as in home furnishings 
generally, the American housewife is the 
court of last resort. She usually does the 
buying. She not only wants quality, but 
demands it. 


RINGCS Solid Brass Bath Room Fixtures, 
with their highly polished, heavily nickel 
plated finish, carry a quality appeal to 
housewives, wherever displayed. 

















It is their everlasting quality that wins 
favor and makes the sale. Customers don’t 
have to replace them. 





Soap Dish 
No. 3789 





Patterns for every requirement at prices no 
higher than inferior fixtures cost. 


Send for Catalog, which shows over 300 


designs. 
AMERICAN RING COMPANY 
Waterbury Connecticut 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—!!6 New Montgomery St. 
Chicago—29 E. Madison St. 









































It’s a far cry from the mushers of ’49 to our present- 
day tourist. The glamour of “Gold” has long since 
gone but still an endless stream of wanderers flow 
through the beauty-spots of our country, drawn on by a 
greater lure. 


And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” in 
emulation of “those who have gone before.” There 
is a no more rabid body of hobbyists than these 
campers. 


You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 
tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 
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Reed and Prince | 
wood screws, ma- | 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sherardized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 
Millions of product 
—one standard for 
eee 


| REED & PRINCE MFG.CO, 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 
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Displays Like These 
Appeal to Women, Too! 


Women do over 75% of all retail buying. The 
chain and department stores recognize this fact 
and play up to them even in their hardware de- 
partments. For they know women buy more 
when they can wait upon themselves—that 

women like to see and 
| ej handle an article and 
know the price. Self 
persuasion completes the 
sale. 


You can get your share 
of the women’s trade by 
making your store attractive to women—with 
modern display fixtures and Display Tables 
like Warren’s. You'll reach the men at the 
same time. 





Warren Fixtures 
and Display 
Tables—that have 
been responsible 
for sales increases 
of from 30% to 
150%—embody every modern. convenience and 
represent the most practical and, quality con- 
sidered, the cheapest equipment money can buy. 





If you contemplate making changes and 
improvements in your store and, are inter- 
ested in Modern Store Equipment the War- 
ren Fixture Catalog and Display Table 
Folder will be sent upon request. 


The coupon below is for your convenience. 


J. D. WARREN MFG. COMPANY 
208 W. Washington St. Chicago, Iil. 


Pe tetevexe2seseesseeeeeseeeeeeeeeeeeeeee08% 


i i 
tJ. D. Warren Mfg. Co., 208 W. Washington St., Chicago 


H Please send me: ©) The Warren Fixture € ri () Display Table’ Folder 
+ ‘A Proven Method for Increasing Sales as fe ature d in Hardware Age. rf 
I eis sit dees SR on cing Oo 6.04 bi AR RTOAE «sehen see BUS Wks oe.c.s ' 
' t 
I NES BERS PEELS fhe, ws 4 550.6 0 Ge wiih o clalicele Bydie Shs: ccoim sree ee as i 

' 
DN Me cs asia cas debited 6.6 Ode nog sa st-ce mae Ml oe vente ete ne r] 


Duminnti ald addition noninnananaamel 
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ie new “YANKEE” 


Ratchet Brace No. 2100 


With the famous Yankee Ratchet. Works like a 
watch. Unbreakable, — Dust-proof,— Moisture-proof. 
New Chuck holds any bit (Round, Square or Taper 
Shank) accurately, and can’t loosen. Made and fin- 
ished like a precision tool. Never a brace like it. 


COUNTER DEMONSTRATOR 


This is furnished (free of charge) with every three 
braces, if specified on the order. Helps the user sell 
mself. Better phone or write your jobber at once. 














NORTH BROS. MFG. CO. 











New “YANKEE” Double Packing 





PHILADELPHIA, PA. 











You Can Fool Some 
of the People, etc.— 


But you can’t fool any- 
one with a box of poor 
quality, short weight 
tacks. There are too 
many of them. 


ATLAS 
Tacks & Small Nails 


Please every customer, every time 
a tack or nail is used. Full 
weight, honest count of quality 
tacks or small nails in every Atlas 
box. 


You take no- chances, selling 
them. 


Order through your jobber. 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 














The Most Practical 
DOLLAR Door Closer Made 


This mounted sample of the NOT-A-SLAM 
Screen Door Closer shows customers how 
quickly and quietly it closes a door. A dem- 
onstration convinces and they buy. The low 
price appeals to them. 


Can be used on Screen Doors, Combination 
Doors and Light Wooden Doors. Works 
equally well on a door opening from either 
side. Will hold a door open at any angle if 
desired. 


The spring is enclosed which protects it from 
the weather. Easy to install. Strong and dura- 
ble. A big seller. Sold only through Hard- 
ware Jobbers. 


Write for prices. 


> IID 


Detroit Door Check Co. 
Detroit, Mich. 








Extra Money from House Numbers 
This Attractive Counter Display Does It 


Your customers will buy 
house numbers if you'll 
display them. The hand- 
some Premax line includes 
brass and aluminum 
figures to suit every taste 
and pocketbook. Packed 
in convenient units of 10 
or 50 assorted numbers 
each. Ask your jobber or 
write. 


NIAGARA METAL STAMPING 
CORPORATION 
Dept. H.A. 4-19-28 
Niagara Falls, N. Y. 





In cartons of 10 each or 
in attractive counter dis- 
play boxes of 50. 


Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
Don’t wait for the 
jobber’s salesman. You may forget. 


these pages. 
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DIXON" 
} cuisims PAIN 


provides your customers with better paint protection for ex- 
posed surfaces at lowest cost per year of service. 





The Dixon Line of Graphite Paints fully meets their re- 
quirements as to long life and economy. 


The pigment, flake silica graphite, provides a tough, yet 
elastic, film that expands and contracts with heat and cold 
without cracking or peeling. The graphite and silica are natu- 
rally and not artificially combined, resulting in long life, effi- 
cient surface protection, elasticity and resistance to dampness. 


Write for trade prices and Booklet 40-B 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City D N New Jersey 


Tage mann 











J 





: 















Myers Pump Stands 


A pump man of long experience—one who has sold and installed Myers Pump Stands 
for years—recently said, “My experience with Myers Pump Stands has always been 
satisfactory. Every time I ins one I know that the purchaser will get more than 
his dollar’s worth. And now that so many stands are being operated by motorized or 
engine driven jacks, I have never hesitated to recommend » Py install Myers 
Pump Stands whenever the opportunity presents itself. They require little 
or no attention after being installed and, though severely used and frequently PATENTED 
abused, they stay on the job for many years. . 

Hundreds of Myers dealers have had similar experiences with Myers + GEA 
Pump Stands. There is a style, a size for every installation, and the price 
range is such as to meet the size of every customer’s pocketbook. You will 
make money if you-sell.this money-making line of Myers Pump Stands. 

We are ready to send catalog and prices. Write or wire. 


The F. E. MYERS & BRO. CO., Ashland, Ohio 
















PATENTED 
COS GEAR 





dou 1331S ,: 


NOU! SIGV37TVW Oem 


BACK 
fm OUTLET 






BUSHING 
14 1'%OR 
2 IN. PIPE 
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Pro 


BALL BEARING CASTERS 





It’s easy to sell “ACMES.” Just demonstrate by 
rolling them on the counter or on the palm of your 
hand. “ACMES” roll silently, easily, smoothly in 
any direction. Will not injure floor or floor cover- 
ing. “ACMES” make quick profits. Sell them. 





From your Jobber. Send for Catalog. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, New York 
Agents: J. C. McCarty & Co., 253 Broadway, N. Y. City. 


— 


ON ACMES 








ROLL ALONG 


Screws 





Wood 





Rivets 
Roofing Nails 
Scratch Brush Wire 








THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 


Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 








IWAN TOOLS ARE UNUSUAL TOOLS 


Some are for everyday use, others for only occasional 
use, but all of them give unusually good, economical ser- 
vice for their particular purposes. There is a constant 
market for them, and the best selling styles and sizes should 
be in your stock at all times. Most jobbers sell them and 


Before the 
Mexican War 





can supply you promptly. 
IWAN Post Hole and Well Augers; 


tool on the market. 


IWAN Hercules Post Hole Digger. 


IWAN Serrated Hay Knife, waved 


seller among four styles. 


roofers. 








4, 9, 3, 5, 10, 2, 12, 16, 14-inch. Best post hole 


digger. Also seven other styles. 


IWAN Barn and Poultry House Scraper. Very popular 
in dairy districts. Blade 7x18 inches. 


IWAN Solid Socket Upright Hay Knife. An improved 
style of the Ely or Heath pattern. 

IWAN Drain Cleaner. For tile ditches. Adjustable and 
stationary styles. 6, 5, 4, 7, 

IWAN No. 4 Icy Walk Cleaner, 6x81-inch blade. An 
extra heavy tool. Useful also for garages and 


IWAN BROS., Mfrs. South Bend, Ind. 


—Coes Wrenches started mak- 
ing friends. They still are— 
mechanics everywhere swear 
by their Coes Wrenches. 


best sellers, 8, 6, 7, 


Best two-handled 


Your trade will appreciate 
these honestly good tools just 
as thousands of other me- 
chanics and home-owners have 
since 1841. 


Your jobber carries the Coes Line. 


edge. Our biggest 


8-inch best sellers. 


7 COES WRENCH CO. 


| 
uli 


“In Business Since 1841” 


Worcester Mass. 


SELLING AGENTS 























dC. MaCARS? & CO... .i... uur 253 Broadway, New York 


JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 


FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 
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They 
Are 


the Best 


They 
Are 
the Best 


Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


Whenever They Open a Door 


Follow 
the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 


= 


ve) 
Ko) 
Ke) 
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“Seeing Is Buying’ 


It is hard for a dealer to 
buy Fly Screen Cloth from 
a photograph or illustration 
—a little retouching works 
wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 
for yourself why SPARGO 
orders keep us busy the entire 
year. 


SPARGO WIRE CO. 


Rome N. Y. 








h ‘7S 
0&0 C0 0on0 
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Olive-Knuckle 


The Knuckle of the Hinge is a copy 
of the popular French “Olive-Knuckle” 
Hinge which sold at about $3.50 per 


pair in iron. We offer this Hinge in 


iron (malleable) at a price which makes 
its use possible in competition with ordi- 


nary butts. Supplied in Malleable Iron, 
Brass or Bronze Metal. 


Friction Stay 


When applied to 
Doors, Hinged Win- 
dows swinging in, or 
Transoms, holds them 
open in any desired | 
position, or en rz 
closed absolutely pre- | 
vents rattling. | 

Designed on the | 
principle of a multiple | 
disc clutch, with six 
friction surfaces one 
inch in diameter; fric- 
tion adjustable. 

Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 





Here are the fix- 
tures that did the 
business 


in the store of Harry 
N. Taylor, Westfield, 
N. J. Pivot door dis- 
play wall cabinets 
and Heller Master- 
piece Display Tables. 
Heller equipment and 
Heller service always 
tnake good. 


“equipment increases sales” 


[see the equipment is satisfactory in every == 





and very satisfactory increases in sales have been 
obtained *****,” 
Harry N, Taylor 

Typical of the way all users of Heller equipment feel about 
it. Mr. Taylor’s letter speaks volumes not only for the fixtures 
themselves, but for Heller service and assistance. If you want 
more business, faster turnover and consequently more profit, let 
Heller service help you. 


HELLER 


Business Building Store Fixtures 


W. C. HELLER & CO. 
700 Bryant St., Montpelier, Ohio 
20 Vesey St., Suite 500. 
New York City 


Check the items you are interested in, 
tear out this ad and mail it today. 


C) Business Building Store Equipment. 
© Pennsylvania Metal Saw Rack. 

O Nail Counters. 

C] New Double Duty Display Tables. 
4-19-28 57-A, 


Write name and address in the margin below. 


_———— 






oS ——S o 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 








Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 
A varied and attractive line for Ge Hardware Trade. Alse: 
— Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


The above tools will please your customers, as well as eur 
famous Round and Oval inches. 

Remember we have had one hundred years of successful mans- 
facturing experience, employ only skilled workmen and use the 
finest quality of ma Is. 

We e stand back of every tool we make. Try us. 

Write for Catalog. 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








===——S—————) 








> BOLTS“ N 
aE; CAPSCREWS 


in Big Business 


FOSIER¢ 


Personal Service 


“Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Unien Ave. and Z. 72nd St 6249 te 6265 West 65th St. 
Telephone Breadway 640 Telephone Homiock 4484 








Stone Splitting 
Wedges and Shims 


Complete catalog of 
Granite Cutting Tools 
and Supplies on request. 


Trow & Holden Co. 


Barre, Vermont 














R. MURPHY’S 





Sturt Cutters and Pattern Makers Handles und Blades 
No. 0, %” x 6”; No. 1, 4%" x 8"; 


The R. MURPHY 


KNIFE LINE No. 2 54" x 9”. 
a Display and suggest them to your trade. 
Paper Hangers’ There is A *come-back for more, ee your 


Knives : _oprofit:+for the name R. MURPHY on 
Paring Kalves © ra knife blade guarantees lasting noe 
lifetime satisfaction to your customers. 

Pattern Makers’ 


Knives Write for prices and complete catalog 


Robert Murphy’s Sons Co. Est. 1850. Ayer, Mass. 











The reputation of 
Brown £4 SHARPE 


TO<Ls 


for Accuracy and Reliability 
@baterm eats oel 
aready market wherever 
metal is used 





Success Lies 
Knowing How 
| Read“ 

HARDWARE AGE 


It Tells You 
the ‘How” of Successful 
Fardware Merchandising 


*Study and ab- 
sorb the contents. 
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ivf VOLLRATH <> 
OrCan wis ¥ 





Your customers will read 


two of the most important advertisements on 
Vollrath Enameled Ware that were ever published, 
in Good Housekeeping for April and The Ladies’ 
Home Journal for May. Be sure that you read 
them, too, and be prepared to answer customers’ 
questions! THE VOLLRATH COMPANY, Estab- 
lished 1874, Sheboygan, Wisconsin. 
































KEYSTONE 


“‘Soc-Kits” 








No, 222 

This handy ; little quality. sockets 
auto kit consists of with handle 
a pressed steel case of hexegon 
of heavy gauge steel. 
steel containing seven sockets of different sizes, and a 
9” hexagon steel handle. 

The quality socket wrench line. Special features 
of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 
Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co., 
New York—Chicago 




















Positive 
accuracy is 
assured with the 


SEGAL 
KEY 
CUTTER 


It brings business. 
Pays for itself in a few months. Anyone can oper- 
ate it. 





WRITE FOR LITERATURE 


‘SEGAL LOCK & HARDWARE CO., Inc. 
155-61 Leonard Street, New York City, New York 


SWEDISH PANSAR FILES 


made at ESKILSTUNA by 

C. O. Oberg & Co. 

are fully guaranteed 
Oberg’s files are produced from 
the finest Swedish charcoal 
steel. They are reliable and 
worthy of the utmost 
confidence owing to 

















ae their sharpness, en- 

a durance and 

Smooth uniformity of 
Cireular Cut temper. 


We carry a full line of files, 
chisels and pliers. 
Write for catalogue. 
SCABDIBATIAN WESTERN lis «pa a Ltd. 
7-109 Lafayette St., New York, N. 
ne". ee 304 Railway Exchange Bidg., Seattle, Wash. pe Can. 








SHI 
OFIREDN 


STORELADDERS 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make it accessible and convenient for clerks and stock men 
to handie with absolute safety—to insure quick service for 
wholesale or retail trade—install one or more 


MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strength for 
safety, convenience and efficiency. One style only—neat of 
design—attractively finished —any height —eauiy installed — 
meets most requirements. Circular en reques 


MEFLE.MYERS & BRO.co. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 


WIRE PRODUCTS 


for every need 


Cambria Fence 

Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 

and Galvanized 


i Nails—Cement-coated, Bright 
7 Blued and Galvanized 
Wire Rods Staples 


yy teeny -—ral i Soe COMPANY 


BETHLEHEM 









































Russell Jennings 
Auger Bits 









. Patented by 
Ne. 101-B Me. Russell Jenni 
Electricians in 1855 
Auger Bit : 


Quick Boring Thread 
Single Lip and Spur 
Russell Jennings Mfg. Co. 
Chester, Conn. ~ 























ALLITH 


From Pig Iron to Package 


We share responsibility with no one—we alone are answerable 


for our products. We mix, mold and anneal the iron; we 
machine, assemble, paint and pack the finished product—and we 
believe this is the reason for the quarter century 

success of A-P garage door hardware, door hangers, 

overhead carriers, fire door hardware, rolling ladders 

and spring hinges. Write for catalog No. 95. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 





Co ae a 
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lassified Opportunities 








Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


BOXED DISPLAY RATES 


Positions Wanted Advertisements 








All Capitals, Minimum of 5 lines. . 4.00 
Each additional line............ 80 


Average 10 words to a line 
Allow One Line for Keyed Address 





be address 





Opportunity Exchange Section Timch «1.00... se sees eeeeeeeeees $5.00 50% off rates quoted 
Each additional inch............. 4.00 Address your advertisements and replies to 
Set Solid, Minimum of 5 lines... .$3.00 Hardware Age, Classified Oppor- 
Each additional line........... 60 . . — tunities, 239 West 39th St., New 
Discounts for Classified Advertising York City 


4 insertions, 10% off; 8 insertions, 15% 
ff 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., ae grey more orm ordinary reforwarding postage should not 
© box numbers 





Harpwarke AGE is published each Thursday. 


Forms close Nine Days previous to date of 
publication. 














BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 








Hardware Business for Sale 


es An opportunity such as knocks at the door only once in a life- 
me. 

Location just near enough to New York to make perfect trade 
conditions. 

In excellent fast growing town drawing from 25,000 population. 

Splendid class trade. 

Store thoroughly modern. 

Established nearly half a century. 

Business, all retail, upward of $150,000 annually. 

Inventory between $40,000 to $50,000. 

This is one of the most thoroughly rooted, best established 
business in the country, and a very big money maker. 

Very good reasons for offering for sale. 

Principals able to finance this unusual opportunity—-and my 
such—may apply to Harpware AGE, Box H-934, New York City 











RARE OPPORTUNITY—Established housefurnishing, light hardware, 
china and toy store, $4,500 lease guaranteed. Rent $60, terms to quick 
buyer. Address Box H-925, care of Harpware AGE, New York City. 





Hardware and paint store for sale. very reasonable. Good location. 
EDWARD CLAIR, 1669 Sheepshead Bay Rd., Brooklyn, N. Y. 


HELP WANTED 


EXPERIENCED HARDWARE SALESMAN, not over 35 years old, 

for busy retail hardware firm in New Rochelle, New York. tate age, 

perience, salary and references. All replies will be held confidential. 
dress Box H-906, care of Harpware Ace, New York City. 











POSITIONS WANTED 








VERY EXTRAORDINARY PLUMBING, HARDWARE and electrical 
business, located in Central Illinois. Sell invoice price, stock $35,000, 
established 25 years, good money maker, owfers retiring, no time to t. 
unless you mean business and able to purchase either part or whole. 
Address Box H-910, care of Harpware Ace, New York City. 





FOR SALE—HIGH CLASS HARDWARE pumrase on main thor- 
oughfare in New York City. Modern store lines and 
clients, long lease at low rental, price $70, 000. An "excellent proposition 
for one or more to secure a real substantial business. Address Box H-926, 
care of Harpware AcE, New York City. 








FOR SALE—NEWLY STOCKED STOVE STORE in a Pennsylvania 
city of over 75,000 population and the only stove store of its kind in the 
¢ity, good reason for selling and is a es opportunity for 2 men to 
© into the stove business. Will be sol right for cash. Address Box 

-915, care of Harpware Ace, New York City. 





WHITE ENAMELING—We have excess capacity in this department 
of our plant. Can white enamel on contract large quantities of products 
requiring quality white finish. Can also finish work on small parts in 
limited number of colors. E. H. TITCHENER & CO., 130-136 Walnut 
Street, Binghamton, N. Y. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. EWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


FOR SALE—A 50-YEAR ESTABLISHED HARDWARE, Plumbing 
and Tinning business, in manufacturing town. Stock consists of general 

rdware, stoves, radios and. refrigerators. Store building may be pur- 
chased or rented. Good opening for Plumber. JOHN F. REGER, Gaston 
Building, Somerville, N. 7. 


EXCEPTIONAL OPPORTUNITY TO ACQUIRE FLOURISHING 
hardware business established over 50 F and owning largest hardware 
store in Pennsylvania city of 65,000. Selling account of death of principal 
owner. Address Box H-930, care of HarpwAre AGE, New York City. 











FOR SALE—Virginia Hardware business and stock consisting of light 
hardware, paints, wallpaper and housefurrfishings, located in good town of 
five thousand, can reduce stock to $6,000.00 cash will handle. Address 
Box H-908, care of Harpware Ace, New York City. 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street ° Bryant 7374-5-6 


A 





ce 








Available— 
Assistant Sales Manager 
Promotion Manager 


A mature executive with a record of substantial results 
with nationally known manufacturers is seeking a perma- 
nent association. Lecturer, fluent writer, correspondent, 
field salesman. Familiar with Paint and Varnish in- 
dustry. An exceptional opportunity to obtain a compe- 
tent associate for your sales department. Address Box 
H-903, care of HarpDware AGE, New York City. { 











FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
in thriving central Wisconsin agricultural community for sale to settle 
estate. No bonus asked for reputation and prestige. Investigate. Address 
Box H-897, care of Harpware Ace, New York City. 





FOR SALE—GENERAL STOCK OF HARDWARE together with a 
two story brick building to close an estate or will sell stock or building 
separately. WM. GeMEINER & SON, 1012 Broadway, Lorain, Ohio. 








HARDWARE MAN, 12 YEARS’ EXPERIENCE, thoroughly familiar 
with shelf and builders’ hardware, tools, plumbing, electrical and paint 
supplies. Can schedule and list hardware from blue prints and take com- 
plete charge of Builders’ Hardware Department. refer location in or 
near New York City. Married and with A-1 references. Address Box 
H-907, care of Harpware Ace, New York City. 
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POSITIONS WANTED 





SALES REPRESENTATIVES WANTED 











“Manager for Retail Hardware Store” 


Forty-two years old—25 years of hardware. Wide range of 
merchandising. Salary past 10 years $4,000 year. Now open 
to an offer. Will make good manager or buyer for jobber. 
Location makes no difference. Address Box H-924, care of 
Hardware Age, New York City. 








A Side Line—You Have Always Wanted!!! 


Wanted-—Salesmen in every State, United States and Canada, calling 
on hardware and sporting goods dealers. You can make $Dollars$ 
with ease on every dealer you call on in less than five minutes 
interview. An item that speaks for itself and Sells right Now. 
State full particulars. Address Box H-935, care of Harpwarp AGp, 
New York 











ASSISTANT MANAGER—Twenty years’ experience in wholesale and 
retail Hardware. Charge of Office, Accounting, Credits and Collections. 
Assistant Manager in charge of Sales and Purchasing. Desires change 
where above experience will be of value. Age 40. Reference. Address 
Box H-918, care of Harpware AcE, New York City. 





Salesman, Age 34, eleven years with Hardware Jobber, desires po- 
sition, preferably in Southwest, thoroughly familiar with modern methods 
of displaying merchandise, capable of managing and buying for any de- 





partment in store, best of references. Address Box H-928, care of 
Harpware Ace, New York City. 
EXPERIENCED BUILDERS*. HARDWARE ESTIMATOR, with 


executive ability and good knowledge of credits, desires to connect with 
hardware store where he can also develop into general hardware, tools and 
mill supplies. Address Box H-929, care of Harpwarz Ace, New York. 





Has also had De- 


Position wanted by an experienced Hardware man. 
Address, “Hard- 


partment Store experience. Buying, selling, displaying. 
ware”, 6750 Vinewood Avenue, Detroit, ich. 


SALES ACCOUNTS WANTED 











ATTENTION MANUFACTURERS! 


Do you want first class representation in New England? 
Fifteen years in territory. Open for one or two non-con- 
flicting lines sold to jobbers and department stores. Ref- 
erences. Address Box H-933, care of Hardware Age, New 
York City. 














SALES ACCOUNTS WANTED—Manufacturer’s representative with 
New York office and established trade, many years experience, thoroughly 
familiar with wholesale hardware, housefurnishing, export and syndicate 
store trade, solicit correspondence from progressive and reliable manufac- 
turer of the above or kindred lines for the Metropolitan District. Address 
Box H-931, care of Harpware Acre, New York City. 








Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, hardware, wood screws as well 
as the general line. Commission basis. M. F. FERNANDEZ, P. O. Box 
2002, Havana, Cuba. 











Isenite Sharpener and Oilstone 25c 
Colored Porcelain Stove Leg Rests 


Salesmen wanted. Calling on jobbers, factories and deal- 
ers. Good commissions. Always a repeat. 


TECHNICAL PRODUCTS CO. Pittsburgh, Pa. 











Salesman Calling on Paint and Hardware Dealers 


can earn liberal commission twelve months of the year 
with our line of Decalcomanias as a side line. We are 
now ready with proposition of unusual merit. Write us 
now for details giving complete history of past experience 
and lines now handled—a few territories still open. 


A. THORNE, 5320 St. Clair Avenue, Cleveland 




















EXPERIENCED HARDWARE SALESMEN with established following 
in Westchester, Putnam, Rockland, Orange, Fairfield, Nassau and Suffolk 
Counties, etc., to sell standard lines of builders, shelf hardware and 
tools for a progressive jobbing house featuring price and service. Must 
have a car. State full particulars. Address Box H-912, care of Harp- 
warE AcE, New York City . 





EASTERN MANUFACTURER OF A WELL KNOWN LINE of rim 
locks, padlocks, and builders’ hardware is looking for sales pepcogentntioes. 
= residing in Buffalo, Kansas City, Missouri and Columbus, Ohio. 

rawing and commission to the right men. State experience and qualifica- 


tions. Address Box H-892, care of Harpware Ace, New York. 





EXPERIENCED BUILDERS’ HARDWARE SALESMEN to repre- 
sent eastern manufacturer of locks, padlocks, etc. To cover Pittsburgh 
territory and Western New York. Drawing and commission to right 
man. Address Box H-876, care of Harpware Acs, New York City. 





SALESMEN WANTED—By a manufacturer to sell full line of High 
Quality Cutlery and Tools to Retail Hardware Trade. State age, experi- 
ence, reference, territory preferred. Would you consider other territory? 
Address Box H-911, care of Harpware Ace, New York City. 





SALES REPRESENTATIVES WANTED 


RESIDENT EXPERIENCED SALESMEN WANTED by large whole- 
sale hardware house to call on retail trade on commission basis. No 
objection to non-conflicting side lines. CHAS. WEILAND, INC., 149 
Chambers St., New York “ay, 








COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 





SALESMEN WANTED on commission, 
circulating heaters. Price and quality right. 
H-932, care of Tlarpware Ack, New York City. 








for complete line ranges and 
Act now. Address Box 








Seymour Smith “Handy Grass Shears” 


A complete line of 
\ Grass Shears, 
Pruning Shears and 
‘Tree Pruners. 
ABSOLUTELY 
GUARANTEED 
Send for New 
Manufactured by Catalog. 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
es Representatives: John H. Graham & Co., 113 Chambers St., New York 


ARMSTRONG BROS. Pipe Vises 
Make Fully Satisfied Customers 


Highest quality manent, superior — 
excellent work t lastin 
vises made. Write w, new Citieg 


ARMSTRONG BROS. TOOL CO. 














Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section” of this paper. 


2 ads ll be 
By weeties & the fo secure’a gwod paying busi 
a: aT e cine yan ase teeing for. 








314 N. Francisco Ave., Chicago, U. 8. A. 
Plain or enameled 


STRATTON ™**.%aie 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


ees 
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THE ADVERTISHRS INDEX is published as a conv: 


enience and mot as a part of the advertising contract. 
No allowances will be made for errors or failure to insert. 


Brery care 


will be taken to index correctly. 





Se 

Addison-Leslie Co. .......... _ 
NN RAK. teses5-0s050%0 --- 
Alaska Freezer Co............ -- 
Allen Manufacturing Co...... — 
ee re 93 
oe ee eee a 
ee. + a ee oa 
Aluminum Cooking Utensil Co.. — 


Aluminum Goods Manufactur- 
MEME Sneoubiahessccakese — 
Aluminum Products Co........ od 
Aluminum Wares Association... — 
American Chain Co.......... 73 
American Fork & Hoe Co...... _ 
American Gas Machine Co...... a 
American Handle Co.......... — 
American National Co........ a= 
American Ring Co........... 86 
American Saw & Mfg. Co.... — 
American Screw Co.......... 84 
American Sheet & Tin Plate Co. — 
American Steel & Wire Co..... 85 
American Stove Co........... — 
American Telephone & Tele- 
ETE. So sabachosees Kees -- 
American Thermos Bottle Co., 
MD: Gah euseain seas 2.048% _ 
Ames Shovel’& Tool Co........ os 
Anti-Borax Compound Co...... — 
Apex Stamping Co............ — 
ee ee — 
Armstrong Bros. Tool Co...... 95 
Armstrong Mfg. Co.......... 4 
Armstrong Mfg. Co........... — 
Arrow Electric Co............ -- 
ge Ce 20 
Milas Tack Core...» .60...<00. 88 
B 
Babcock Co., The, W. W...... 81 
Banks Steel Post Co.......... — 
Bartlett Mfg. Co........... oo 
I ioe cdacivunisewwie ~- 
Oe ee eee 
Beisser Key Machine Co...... 
Bemis BH Mall Co... oc ccccesscs — 
Ss a ae | ies _— 
LS a eo aes -- 
SE ae ee _ 
ae | ea _ 
Bethlehem Steel Co........... 93 
Meltes Way Dei sos55 505535 — 
Billings & Spencer Co.......... —_ 
Birtman Electric Co.......... _- 
Bissell Carpet Sweeper Co...... — 
Mair Mig. Co.¢. 3.7.8... 8 — 
Blaisdell Pencil Co............ = 
Bommer Spring Hinge Co...... 91 


ee ee ae a 
Bosley Co., D. 
Bowen Products Co........... 
Beech Mtg. Co, 52'S... 52.555 
Denim Mile. Oe. soci ccs oss 
Bridgeport Screw Co.......... 
Bright Star Battery Co........ 
Browne & Sharpe Mfg. Co..... 
ee re 
Buckeye Alum. Co............ 
Buffalo Wire Works Co., Inc... 
Burnley Battery & Mfg. Co.... 
ge > ee ee eee 


Caldwell Mfg. Co............ 
Carborundum Co. ............ 
a 
Century Electric Co........... 
Chain Products Co............ 
Challenge Refrigerator Co...... 
eS EE 6 ae ee Pan 
Chamberlain-Haber Chemical Co. 
Cheney @ Soma, S..........5; 
Chevrolet Motor Co........... 
Chicago Flexible Shaft Co...... 
Chicago Roller Skate Co....... 
Citcoge Gel@er Co. .......5... 
Chicago Spring Hinge Co..... 
ae & ee 
Clayton & Lambert Mfg. Co... 
Clemson Bros., Inc............ 
Cleveland Stone Co., The....... 
Cleveland Wire Spring Co..... 
Coates Clipper & Mfg. Co..... 
Coes Weretth Ce.i6siseccicse. 
Coldwell Lawn Mower Co...... 
Colonial Works 
Columbia Tire & Rubber Co... 
Columbian Rope Co.......... 


Congoleum-Nairn, Inc. ........ 
Consolidated Electric Lamp Co. . 
Continental Screen Co........ 
Cook Company, H. C........ 


Copper-Clad Malleable 
CR! Stivers. 


SS TS eer er rere 
Corbin Cabinet Lock Co....... 
Corbin Screw Corp............ 
ronngin meee. “CO. .idvnd> va ve 
Confley & Hayes....ciccccscsces 
Comment: Teel. Cos 2:60 cvseesess 
Crown Cork & Seal Co........ 
Cyclone Fence Co............ 


D 
Dazey Churn & Mfg. Co...... 
De Jur Products Co.......... 
De Laval Separator Co......... 
Detroit Door Check Co........ 








Detroit Torch & Mfg. Co...... 
Detroit White Lead Works.... 
Devoe & Raynolds Co., Inc..... 
OE ere 
Diamond Calk & Horseshoe Co. 
Dierks Lumber & Coal Co...... 
See Ge Gs bows ccrcckivebacd 
SD ME PEI ds << 05.0000 0n e's 
Display Material Co.......... 


Disston & Sons, Inc., Henry.. 
Dixon Crucible Co., Joseph.... 
Domes of Silence Co., Inc...... 
Domestic Elec. Refrig. Co..... 
Donley Mfg. Co., The......... 
BN a, RRS ic cw ec sees 
a A ae ee 
Duluth Show Case Co......... 


Dupont de Nemours & Co., 
i waeteiGe ss Saenees., 


PS ae SS ee Ae es Le 
Eagle-Picher Lead Co......... 
Eastern Tool & Mfg. Co....... 
Eclipse Machine Co........... 


Eagle 


Economy Plumber Co......... 


Edison Lamp Works of Gen- 
ae es > earn 


es ee ee eee 
Electric Sprayit Co., Inc...... 
ROS UE Ss cccesss sevens 
Evansville Tool Works........ 
Bretety Go., Thee icc ccccces 


F 
F. & N. Lawn Mower Co., The 
Fairbanks, Morse & Co........ 
Fansteel Products Co., Inc..... 
Fate-Root-Heath Co. .. 


Faultless, Caster Co........... 


Federal Enameling and Stamp- 
OE ES Oe Ea aren 


Federal Washboard Co., The... 
Fitzgerald Mfg. Co........... 
Folsom Arms Co., H. & D.... 
Fort Wayne Eng. & Mfg. Co.. 
Foster Bolt & Nut Co......... 
Pee Gs iles bub os a0os vce 
PReae BAUS Cosecieccvccscs 
Fruit-Belt Wrench Co., The... 


G 
a ee ee ae eh 
Gendron Wheel Co............ 
General Fireproofing Co....... 
General Weatherstrip Co...... 
General Wheelbarrow Co...... 
fe |) ako 
Gilbert & Bennett Mfg. C6.... 


Gold Medal Camp Furn. Mfg. 
SP FB Ryd PR - 


89 
98 


81 
77 


Gold Seal Elec. Prods. Co.... 
Goodell-Pratt Co. .....-++.+++ 
Good Housckeeping ........--- 
Goodrich Rubber Co., B. F., 

DD iit ances wand aahaeoee> 
Graff-Underwood Co. ...+++++. 
Grand Rapids Hardware Co... 
Green-Case, Inc. .....ececeeee 
Greenfield Tap & Die Corp.... 
Greenlee Tool Co..........-- 
Griffin Mfg. Co.......cccecees 
Griswold Mfg. Co..........++ 
G-V Sprayer Co.......sessee. 


H 
Sitios B Co, We. Gin osc080000 
Hercules Chemical Co........- 
Hercules Powder Co.......++ Be 
Herschel Mfg. Co., R......-. 
Hibbard, Spencer, Bartlett & Co. 
Hoeft & Co. ....cccccccvcvces 
Hollands Mfg. Co.........+++- 
Beower Cee 6. ss Se bdis cee ais ee 
Hoppe, Inc., Frank A........ 
Horton Mfg. Co.....-..s+-00- 
Hotel Gibson .......-.00+--00- 
Huenfdld Co., E. H.......... 
Hunter Arms Co......+-e+00> 
Hunt, Helm, Ferris & Co...... 
Hurley Machine Co.........+- 
Hygrade Lamp Co........++-- 


I 
Imperial Bit & Snap Co........ 
Independent Lock Co.......-- 
Indiana Rolling Mill Co....... 
Indiana Steel & Wire Co...... 
Ingersoll Watch Co.........-- 
International Silver Co........ 


International Toy Corp........ 
(National Wood Process) 


Irwin Auger Bit Co.......... 
Ives Co., H. Bu... cccccecces 
Ives Manufacturing Co........ 


Iwan Brothers .........-++0.- 


Jennings Mfg. Co., Russell..... 
Johnson Arms & Cycle Works, 
See. ore 


Kelly Axe & Tool Co.......... 
Keuffel & Esser Co..........- 
MeOEn TREE. We ct cs coos se 
Kilborn & Bishop Co.......... 
Kimball Bros, Co... .....0.00. 
moet @ Donenae. oss. s 6s s . 5 
Kohler Die & Spec. Co........ 
Kokomo Stamped Metal Co..... 
fr Bey AN ee 
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L 
Lamson & Sessions Co.. 
Landers, Frary & Clark. 
Landreth Seed Co., D.... 


Lendzion Leather Goods Co.... 
Letelllier Laboratories, Inc... . 


Lewis & Freeman....... 
Libby-Owens Sheet Glass 
Bion GRR 0 i6esciees 
Lowell Specialty Co..... 
Lucas & Co., Inc., John. 
Lufkin Rule Co........ 
Lupton’s Sons Co., David 


Css 


McDougall-Butler Co., Inc.... 


McKinney Mfg. Co..... 


Magazine Repeating Razor Co.. 
Malleable Iron Fittings Co.... 


Mansfield Tire & Rubber 
Marlin Firearms Co..... 
Martin-Senour Co. 


sees 


e.<. 


Maydole Hammer Co., David.. 


Meisselback Mfg. Co., 
Di Be tac ei esas on 


Mengel Co. 
Metalcraft Corp. 
Metal Specialties Mfg. Co 
Metal Ware Corp....... 
Milbradt Mfg. Co...... 
Millers Falls Co........ 


eee sere eee 


eereee 


Inc., 


eee eee 


Milwaukee Circulating Pump Co. 


Modern Grinder Mfg. Co 
Moline Pressed Steel Co 
Moore Drop Forging Co 
Moore Push Pin Co.... 


Morrill, Inc., Chas..... 


Morse Twist Drill & Machine 
Co. 


Mueller Brass Co....... 
PES SOD. . os ctv vcisisns 


Murphy’s Sons Co., Robert.... 


Murphy Varnish Co.... 
Murray Rubber Co..... 
Myers & Brothers Co., 


N 
National Carbon Co..... 


National Enameling & Stamping 


National Housefurnishing Mart, 


Ws “ans bi pies onesques 
National Lamp Works... 
National Lead Co...... 
National 


National Sign Stencil Co 
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New Haven Clock Co.......... 
New Jersey Zinc Company.... 
New York Wire Cloth Co...... 


Niagara Metal Stamping Co.... 
Nicholson File Co............ 
Noreroes & Sons, C. S........ 


North Bros. Mfg. Co.......... 


SS EC Die ano oa 0.568.090 
Oliver Iron & Steel Co....... 
Oneida Community, Ltd....... 
One Minute Mfg. Co.......... 
ee <6 Pee 
UNO, PEs GO e668 ccd ceases 
yO. ree 


P 


Packard Elec. Co... 
Page Steel & Wire Co........ 
Paine Co. 
Palm Fechteler & Co.......... 
Patent Novelty Co............ 
Peck, Stow & Wilcox Co...... 
Penn. Lawn Mower Works.... 
Perfection Stove Co., Inc...... 
Peters Cartridge Co........... 
PI Bas 3.04 caseecceeds 
Philadelphia Lawn Mower Co.. 
po AS rca 
Pitcher Co., Inc., 
Pittsburgh Plate Glass Co...... 
Pittsburgh Steel Co.......... 
Plumb, Inc., Fayette R........ 
Plymouth Rubber Co.......... 
Popular Science Monthly...... 
Py ee ee 
Pratt & Lambert, Inc........ 


Pressed Metal Prods. Co....... 


Progressive Mfg. Co.......... 


pg Ee ee 
Pyrex Sales Division.......... 


R 


pe eC a re 
Reed & Prince Mfg. Co........ 


Remington Arms Co., Inc..... 
Remington-Rand Co. 


Reynolds Wire Co............ 


Rene Min Co. sé. .3..%;>.. 
Richland Rubber Co.......... 
Richards-Wilcox Mfg. Co...... 
Rixson {0., Oscar C......... 
Robertson, Arthur R.......... 
Robeson-Rochester Co. ........ 
Rock Island Stove Co......... 
Rodale Mtg. Coss: pias sccesven 





Rose Mfg. Co., Frank......... 
Rose & Brothers, Wm.......... 
Se i, SIND 6c bs bce ccs ede 
Ruby Chemical Co............ 
PE RN Mis kb :00 60s aes 
Russell & Erwin Mfg. Co...... 


Russell, Burdsall & Ward Bolt 


ONS ia nies i oct is 65h 5,0 
Russell Cutlery Co., John...... 


Ss 


a eer ee ee 
Samson Cordage Works........ 
Samson Cutlery Co............ 
Sand’s Level & Tool Co....... 
Sandusky Cement Co.......... 
Sanitary Receiver Co.......... 
OE ee: ee ee 
ae 
Savage Arms Corp........... 
Se UY TO vin eon «0's d.vecine 
Schollhorn Co., William........ 
Schrade Cutlery Co.........0. 
Schrader’s Sons Co., A....... 
SY MN GOs 6 ciacecseenes 
Segal Lock & Hardware Co.... 
Seymour Prods. Co... i.e ccicses 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... 
Sherman Mfg. Co., H. B...... 
Sherwin-Williams Co. 
Sidney Archery Co.....ccccces 
Sidway-Topliff Co. 
RE Se GIG i 84.55 055 0 cine He 
Simonds Saw & Steel Co....... 
Simonsen Iron Works......... 


ae > ee 
Smith, Inc., Landon P...,.... 
Smith & Sons, Inc., Seymour.. 
UN MEG SMa od bb oie cveeie 
DOO WHOEO ise cccscesecde 
Standard Electric Stove Co..... 


Standard Oil Co. of N. J...... 


Stundara Zoo Co...........% 


RINNE os ciduc sav oncias.s 
ee a SS eres 
Sterling Wheelbarrow Co...... 
Stover Mfg. & Engine Co..... 
Se ae > reer 


Studebaker Corp. of America. 


a ee re eee 


ci: ge a o” See 
Taplin Mfg. Co........ 
Timken Roller Bearing Co..... 
Toledo Metal Wheel Co........ 
Toledo Wheelbarrow Co........ 





Treasure Chest, The..........- 
Be Eins kk vn cece 
Trow & Holden...........0.. 
Tubular Rivet & Stud Co...... 
Tucker Duck & Rubber Co.... 
Turner Brass Works.......... 


Trimont 


Underhill Bros. 


Union Hardware Co.......... 
Union Steel Products Co...... 
Unishear: Co, Inés... cc ccece 
United Hardware & Tool Corp.. 
United Publishers Corp....... 
B.S, Copter ne OSs oes oc tive 
U. S. Chain & Forging Co.... 
U. S. Leather Co. ..cccscccces 
Universal Industrial Corp..... 
Utah Radio Products Co....... 


Vestine B. ORS Bog yea 86:6 o003c 
Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co..... 


Vollrath Co. 


Voos Company, The............ 


Ww 


Wee Bes (GOGs 66s cic ceva 
Wall Mfg. Supply Co., P...... 


Walworth Co. 


Warren Mfg. Co., J. D..... xa 
Warren Tool & Forge Co...... 
Washburn Co., The.......... 
Western Cartridge Co.......... 
Western Importing Co........ 
Westinghouse Lamp Co....... 
Wheeling Steel Corp.......... 
Wet Sale Ble Ge csevcins aeieses 
ae Beers 


White, Co., L. 
Whiting-Adams Co. 
Wickwire Brothers 


Wilcox, Crittenden & Co...... 
Winchester Repeating Arms Co. 
Wies & Sons Coi, J.......... 
Witt Comlet CO. cgccteaccsses 
Wolverine Supply & Mfg. Co.. 
Wood Shovel & Tool Co....... 
Wooster Brush Co............ 
Worthington Co., George...... 
Wright Steel & Wire Co., G. F. 


Wyoming Shovel Wks... 


Y 


Yale & Towne Mfg. Co........ 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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CINCINNATI 


Overnight from nearly all cities 


America’s Logical 
Convention City 





HOTEL &; 3. GIBSON 


RALPH HITZ  ~ 
1,000 Rooms, $3 and Upward 


America’s Logical Convention 
Headquarters 


MAMMOTH ROOF GARDEN AND GRAND 
BALL ROOM SEATING OVER 1,000 EACH 


20,000 Square Feet Display Space 
Accommodations For More Than 2,000 Guests 


Now 











No Order Necessary 


You are not 
obliged to place 
an order for 
Domes of Silence, 
nor add to your 
present stock to 
secure one of our 
beautiful Steel 
Display Cabinets. 
Your Jobber will 
send you a— 


DOMES of Silence 


cabinet FREE. Place it where customers will 
see it and watch it make sales. Note its con- 
venience—each size of the various DOMES 
always in plain sight where customers as well 
as your clerks can readily find the size wanted. 





If your Jobber cannot supply you—write us 
direct. 
We also make all grades of Sliding Casters, 


Slides, Felt a popatetery Nails, Cellatota 
humb Tacks, etc. 


DOMES OF SILENCE, INC. 
21 Pearl Street, New York City 














more than 
ever before 


it is essential that you study 
your market reports care- 
fully and consistently. 
Every important price 
change in the trade is re- 
corded in these columns 
weekly. 


The MARKET REPORTS 
as found in HARDWARE 
AGE are the most authen- 
tic published. 


Use them as a_ buying 


guide. 


| +. 


Hardware Age 


239 W. 39th Street, New York City 
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For a long time 

there has existed a 
demand for DAZEY 
Glass Churns larger than 
the 4-quart size. Be pre- 
pared to meet that demand 
by stocking the new 6- and 8- 
quart sizes. Dealers every- 
where reporting big sales on 
the new Nos. 60 and 80. 


There is also a great increase in 
the demand for DAZEY Elec- 
tric Churns due to the exten- 
sion of power lines through the 
rural districts. Many owners of 
DAZEY Hand Churns are pros- 
pects for an Electric Churn. 
Carry all sizes of Hand and 


Electric. Be prepared to meet 
all demands. Order from your 
jobber. 


The DAZEY Sharpit is a true 
friend of the Housewife; it 
keeps keen edges on scissors, 
knives and other pieces of cut- 
lery that she is constantly using. 
Keep the Sharpit on display so 
that you can demonstrate its 
simple efficiency. Your jobber 
carries the DAZEY Sharpit. 


Dazey Churn & Manu- 
facturing Co. 


Warne & Carter Avenues 
St. Louis, Mo. 
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Cutting their way 
throu gh the World / 





+ 


\ 


Every Country on the Globe A 
Stars Are Known as the 


Better Blade 


The increasing demand in foreign coun- 
tries, as well as at home, proves without 

a doubt that these blades are a domi- 
nant fact in the minds of mechanics ' 
throughout the world. 


Dealers stocking STAR BLADES are 
assured of a steady increase of busi- 
ness, as mechanics deal at stores where 
they can buy STARS. 


Let us send you free samples. 








CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y. 











